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HOW YOU CAN SELL 
.. COMPASS SAWS 


You have many customers in 
, your neighborhood who would buy 
a compass saw if they understood 
its many advantages. 

Probably you have considered it 
a special saw,—used only by plumb- 
ers, electricians and other me- 
chanics. 











Think of it as a saw that has 
many uses around home. Explain 
those uses to men, and you will do 
a profitable compass saw business. 

Explain that a compass saw is in- 
tended to cut curves or holes in 
wood; for making fancy shelf 
brackets; round - cornered book 
shelves, curved-top taborets. Also 
for cutting holes to receive plumb- 
ing or gas pipes; cutting floor 
boards (just drill a hole and insert 

“a the saw); cutting plaster or base- 
board to install switch boxes, in- 
stalling a mail chute, etc. 


“OUR FIRST DISSTON SALE 
WAS JUNE 1, 1881” 


“Up to present day we have 
sold and pushed Disston exclu- 
sively.” 


So writes 
Geo. F. Koop, 
Pres. H. D. 
Koop Hard- 
ware Co., St. 
Louis, Mo. 

“Whenever a 
customer asks 
for a saw we 
show him the 
old reliable 
Disston, — ex- q 
plaining the “ge De "Mo. 
good points 
about it. We tell him it will do 
better work than any other saw and 
wind up by telling him to take it 
along. If he finds it does not do 
better work and do it easier, we will 
gladly refund his money. 

“This always sells the saw. Not 
once have we been called upon to 
make a refund on account of having 
a saw returned.” 

Mr. Koop is a Charter Member 
of the Disston 25-Year Club. 


You Can Still Join 


There is still time to join the 
Disston 25-Year Club. If your store 
has sold Disston saws for twenty- 
five years or more, apply for mem- 
bership. No charges. 











Gos. F. Koop, Pres. 
. D. Koop Hard- 
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TODAY IS THE DAY OF 


Here are a few Disston 
Lightweight Saws which 
hardware dealers are now 
selling rapidly: 
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‘Seaton No. 7 Lightweight 
(Ship Pattern) Saw. 
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" @lesten D-8 Lightweight 
(Ship Pattern) Saw. 








Disston No. 12 Lightweight 
(Ship Pattern) Saw. 








5 D-115 Lightweight 


aw. 


LIGHTWEIGHT SAWS 


For some time there has been a trend 
toward lightweight hand saws. Modern 
methods of building have caused carpen- 
ters to find the narrow-blade saw desir- 
able. And householders find such a saw 
easier for them to handle. 

Today that trend has become an active 
demand. Lightweight saws are selling 
faster than ever before. 

Disston is prepared for this demand. 
You can get practically every Disston 
Saw in a Lightweight model. 

How is your saw stock? Do you have 
these saws that carpenters and house- 
holders are now buying? a 

Check up! Get your stock complete 
and keep the Lightweights well to the 
front in your saw case and window. 

When a carpenter comes in,—hand him 
a D-8 Disston Lightweight Saw. He’s 
interested. You can develop that interest 
into sales. 





NO MORE TROWELS 
WITH LOOSE HANDLES 


Disston has solved the problem 
of keeping handles tight on trowels 
with a new invention. 


The steel tang is spiral in shape. 
Onto this tang the hardwood handle 
is forced with a rotary motion that 
locks the tang to the wood all the 
way in. 

Here is a feature you can talk 
about to bricklayers. It will help 
you sell. 

Show them the Disston No. 36. 
In addition to the “insured” handle 
it has these features: 

New, wide heel made in approved 
shape. Blade of Disston Steel, hard- 
ened and tempered, and _ taper 
ground from heel to point to give 
desired flexibility. 

Blade and tang made from one 
solid piece of Disston Steel. 

Proper lift to 
handie for easy 
work. 

Use these 
talking points 
to increase 
trowel sales. 







Exposed section 

of Disston Trowel 
showing how spiral 
tang locks tightly to 
the handle. 
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GET THIS FREE TRIM 


Use the coupon to get this new 
Disston Window Trim. It helps 
you sell more saws. The trim shows 
the various types of saws and dis- 
play cards explain their uses. 


You get free with the trim a gen- 
erous supply of the new Disston 
Saw Chart for free distribution to 
your customers. 


Use the coupon today. 





'Disston, Dept. I, Philadelphia 


Send me your new trim free. 














Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,”” PHILADELPHIA, U. S. A. 
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Thank You— 
(sood Friends! 


value, as our greatest asset, the hearty good-will of 
the entire hardware trade—wholesale and retail. 














To the Hardware Jobbers of North America we wish 
to express our appreciation of the zeal and intelligence 
with which they have carried out their important part 
in the well-nigh universal distribution of V&B Tools— 
for two generations. 


Jobber Salesmen have “preached the gospel” of these 
good tools so eloquently that 


V&B Vanadium Hammers 

V&B Drop Forged Steel Planes 
V&B Hatchets, Braces, Chisels 
V&B Punches, Star Drills, Pincers 


are now gracing the stocks of a majority of all the retail 
stores of the better class. 


Retail Merchants, recognizing the importance of being 
known as “headquarters for eo tools,” have not hesitated 
to stock the V&B line—and have profited thereby. 


Retail Store Salesmen have always shown the line with 
such enthusiasm, and demonstrated the tools with such skill, 
that they have won the confidence and the trade of con- 


tractors, carpenters, mechanics and home tinkers—every- 
where. 


PUQUUUURTALOOUGUUGTEEAUUEAEUGEEUAUEUATEORUGGTRUU EAU OU ONTDOANAAU OOOO OOD 











E thank you all—and pledge ourselves to continue to 
cooperate with you by holding up the high standard 
of materials and workmanship which has always char- 
acterized V&B tools—and by stimulating consumer- 
demand through consistent and persistent advertising. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


Makers Or’ Fire ‘Toots 
2li4 Carroll Ave.~ ~ Chicago, ih U.S.A. 
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The 


Boston Nozzle 





Only seven movable parts. So simple, so substan- 
tial, so highly esteemed that many nozzles are 
made to look as much as possible like the Boston 


Boston Woven Hose 
& Rubber Co. 


Makers of Quality Rubber 
Goods for Fifty Years 


Works: 
Cambridge, Massachussets 


Postal Address: 
Box 5077, Boston, Mass. 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 26 





No. 254 Level 


1. Aluminum tips and corners. 


2. Light weight — well proportioned — made 
from carefully selected first grade 
pine. 


3. Weatherproof; heavily coated with paint 
and varnish. 


4. Waterproof setting of spirit tubes. 


oe CIET-S-1:)-Millictemudhiimitlinia-t-y4iil: Mit lit: pe 
carefully tested for accuracy. 


6. Spirit tubes set solid; no possibility of 
changing. 

















ASONS are especially pleased he \ 
: ) with this level because of Ze 
its light weight. When showing - ~e~ 
this one to them also call attention y a o 
to the— iit 
Glasses, which are so arranged e a 
that one or more is always avail- Stanley Level 
) able to plumb or level. No. 254 
-~ . Handholes which make it easy 
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yy 


in handling the level. 





HK RN BO R_ VN VW. YX HN -Y MN. B.D BD _E. 


Accuracy and durability are built in- Stanley makes a complete line of wood- 


to this level, as in all Stanley Tools. working tools in keeping with the high 
quality of Stanley Planes. 








NEW BRITAIN, CONNECTICUT This trade-mark is a means of identification 


New York Chicago San Francisco Los Angeles Seattle — ={ STAN LEY ee 
_{ (SW) 


STAN LEY TOOLS 











THE STANLEY RULE AND LEVEL PLANT SELL THE LINE 
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UYING from the 


nearest jobber saves 
you time and trouble. 


All jobbers stock— 


Genuine Armstrong 
Pipe Tools 


for your convenience. 
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It is to your advantage 
to buy direct from 
them. 






The Armstrong 
Mfg. Co. 


284 Knowlton St. 
Bridgeport, Conn. 


New York Office 
181 Lafayette Street 
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Indiana Steel & Wire Co. 


Representative Jobber 


HARDWARE AGE | 7 





Retailer 


Jobbers in 83 Cities Stock It 
Prompt Shipments 





Speedy Deliveries 


Low Sreight Costs 


U. S. Poultry Fence is sold ONLY through the regular wholesale and retail channels--- 


never through catalog or mail order houses. 


Representative jobbers in 83 cities stock it. 


Their 


strategic location in the principal distributing centers of the country insures prompt service to 
the dealer at all times. These jobbers carry adequate stocks to meet all normal demands. This 


means speedy deliveries and reduced freight costs. 
enormous factory stocks ready for quick shipment. 


The constantly increasing demand for U. S. Poultry 
Fence is not a matter of chance. It is substantially 
founded on the appreciation of consumer and dealer 
for this superior netting. 


“U.S. Poultry Fence is the best on the market... .my 
customers think the same,” writes a New England dealer. 


“Since we started handling U. S. Poultry Fence, we 
have handled no other,” writes a Marshall, Mo., firm. 


““T have handled nothing but U. S. Poultry Fence since 
I first had a chance to buy it....much easier to sell,” 
says an Ohio merchant. 


Back of these jobbers’ stocks are our own 


Thousands of other dealers from Maine to California 
are selling U. S. Poultry Fence only. They find it 
easier to stock, easier to sell and easier to handle -_ 
cut. They find too, that it builds permanent trade an 
increases profits--that one sale invariably leads to 
others. 


! 


} 
If you are one of the rapidly diminishing group 
not cashing in with U. §., decide now to investi- 
gate further the remarkable sales possibilities of this 
remarkable netting. Ask the U.S. jobbers’ salesmen 
to tell you more about it or write us for samples and 
detailed information. 


This year specify U. S. Poultry Fence---not just ‘‘poultry netting’’ 


Indiana Steel & Wire Company, Muncie, Indiana 





S. 


“The Netting Shat end 


U. 
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ATKINS SILVER 
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“THE 400” SKEW BACK 
Finest hand saw in the world. Silver Steel, Atkins 
exclusive formula. Two-way taper ground; mirror 
polish. Skew or straight back in wide or ship pat- 


terns. Fitted with Improved Perfection Handle of 
rosewood, piano finish—prevents wrist strain. 

me we 3 fe, 
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| ATKINS No. 65 


No. 65; a very fine high-grade saw made from Silver 
Steel; furnished in wide or ship pattern, straight 
back. Applewood handle, perfection pattern. A 
favorite with expert carpenters. 


a ST 
ATKINS No. 1—NEST OF SAWS 


No. 1; Nest of Saws; should be in every carpenter’s 
kit. Consists of keyhole, compass and pruning saw 


blades with adjustable handle. 


es 


















ATKINS No. 28—CARPENTERS’ HANDY SAW 
No. 28 Carpenters’ Handy Saw; Silver Steel blade, 
applewood handle, carved, varnished and polished. 
A necessary saw for carpenters, stairbuilders and 
cabinetmakers. 





ATKINS No. 27—STAIRBUILDERS’ SAW 
No. 27 Stairbuilders’ Saw.. Made in lengths of 6, 
8 and 10 inches; blade, 1% inches wide; adjust- 
able to different depths; 10 points to the inch. An 
essential tool for high-grade saw users. 








THE FINEST 


Why Modern Carpenters Purchase 
Atkins Silver Steel Saws 


(1) BECAUSE of the material, Silver Steel, 
Atkins exclusive formula, 
which gives the saw edge hold- 
ing qualities that cannot be 
surpassed. 


(2) BECAUSE Atkins originated the new 
Improved Perfection Handle, 
the handle that prevents wrist 
strain. 


(3) BECAUSE Atkins developed the two-way 
taper grinding found only in 


Atkins Silver Steel Saws. 


(4) BECAUSE Atkins originated the Dam- 
askeen and Mirror polishes, 
which not only gives a beauti- 
ful tool, but makes sawing 
easier. 


(5) BECAUSE Atkins Saws are a vast im- 
provement over all other 
makes, and the best for cut- 
ting green or wet lumber as 
well as the finest cabinet and 
interior work. 


E. C. ATKINS 


ESTABLISHED 1857 


Home Office and Factory, 


Canadian Factory: Hamilton, Ont. 


BRANCH 
New York, Chicago, Memphis, Atlanta, Paris, France 
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STEEL SAWS 


ON EARTH 





Why All Hardware Merchants 
Should Sell Atkins Saws 


(1) BECAUSE Atkins Silver Steel Saws are 


(2) BECAUSE 


(3) BECAUSE 


(4) BECAUSE 


(5) BECAUSE 


the standard for excellence. 


Atkins Saws are distributed by 
the leading jobbers, and sold 
by the best hardware stores 
the world over. 


Atkins Saws are beautifully 


finished, scientifically designed 
and labelled. 


Atkins guarantee their saws to 
work easier, cut faster and 
longer. 


the Atkins line is complete. 
Atkins Saws fill every de- 
the 


farmer and mechanic, and 


mand for carpenter, 


they are guaranteed to be free 
from defects of any character. 


& COMPANY 


“THE SILVER STEEL SAW PEOPLE” 


INDIANAPOLIS, IND. 


Machine Knife Factory, Lancaster, N. Y. 


HOUSES: 
New Orleans, 





Minneapolis, 


San Francisco, Portland, Seattle 


Vancouver, B. C. 
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ATKINS No. 53 
No. 53; a skew back saw, furnished in regular or 
narrow ship point patterns. Handle of applewood, 
improved perfection style. One of the best saws that 


money, skill and brains can produce. Damaskeen 
finish. Cuts fast, free and easy. 


— <—¥ 7 £ is a er we : 
ow wordline a on 4 ee et eee a le PPE PAL POM IFFY 
ATKINS No. 51 


No. 51. A fine high-grade saw, made of Silver Steel; 
Damaskeen polish; furnished in skew back regular 
width or ship point patterns. This saw is fitted with 
the old style block handle, which is preferred by 


some carpenters. 





ATKINS No. 100 


No. 100 Flooring Saw. Designed for sawing into 
flat surfaces, such as floors, platforms, etc., without 
necessity of boring or using keyhole saw or chisel. 
Point toothed on both edges. Made of Silver Steel, 
genuine applewood handle. Furnished in 18-inch 
length only, 10 points to the inch. 


ATKINS No. 50 
No. 50 Coping Saw. A high-grade, durable and rigid 
coping saw; frame 71% by 4%. WHandle attached 
with malleable iron threaded ferrule,—making it 
strong and stiff. Very moderately priced. 





ATKINS No. 3—PLASTERING TROWEL 
A strictly high grade tool for the discriminating user 
of the highest grade trowels. 


Made in lengths of 10, 11 and 12 inches, and in 
widths of 4% and 5 inches. 
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Immediate service 


. Givi er-night retail service. 
from these Jobbers 1. Giv me Ov “ t 


3. A definite retail profit and ONE 
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amps Hdwe Co,......... ampe ‘Ke Fle American Hdwe. & Equip. Co >» on Ge Gc SS Se rr ree W. Va. 
Palm Beach Mercantile Co West Palm Beach... Fle -Allison Co. * NS im & Som... . eee e cece sess + Chelestom 2.0... cece eee W. Va. 
Albany Hdwe. & Mill Supply Co Albany Ga Smith Wadeworth Hdwe Co NC Pierson & visting. eae eer eesece rss sCROOMETOMD cccgeccccccces W. Va. 
Beck & Gregg Hdwe. Co... . , Atlanta Ga O'Dell Hdwe. Co ma F~ john W. Dh ++ b6b00000000ses ME weeteceeess oe W. Ve. 
Dink videon Hdwe. Co Atlanta Ga Monroe lidwe. Co oa Williams PiacecnesseceseseceCy <casecsece sso W. Va. 
Fulton icubie Atlanta a Ga . H. Brigge & Co we fs Fairmont Well Plaster Co............Fairmomt .........-see0% W. Ve. 
King Hdwe apieuueebac Atlanta Ga Carolina Hdwe. C ps % AF Emmons Hawkine Hdwe Co..........Huntingtom ............+- W. Va. 
SS wees Atlanta Ga ecobi Hdwe. Co ee ¢ . Foster, Thornburg Hdwe. Co..........Huntingtom ........-s++. W. Ve. 
foley Méwe. Co... n606600ccves ccc Ga /. Merchison Co...... N.C. i G. <<. 6 ad eee sale eee dkndabuessronesee W. Va. 
Pruitt.Barrett Hdwe. Co..:..........Gainesville . Ga rown-Rogers Dixson Co ms Monengshela Supply Co.......---+++-Mergeamtewm «....6.s606. W. Ve. 
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' 2. complete line to choose from. 


4. A non-competitive selling policy. 


6. F actory “Built-in” accurac y— 


*“Solid-set”’ type only. 


What does Sand’s factory “built-in” accuracy mean? Is it just an 
advertising catch phrase—NO! It means the difference between 
eye adjustment and mechanical accuracy, it means an ability to so 
standardize every item of accuracy which goes into the making of 
a level or plumb that its “perfectness” cannot be excelled. 


The average man cannot conceive of the tests and inspections a 
Sand’s Level goes through before it is given the final precision 
test. Our growth to the largest exclusive level plant in the world 
is due to our rigid standards—the name “Sands” is a guarantee 
of that. If in Detroit visit the finest level plant in the world. Or— 


write for catalog. 


. Sand’s Level & Tool Co. 


Detroit, Mich. 


8629-37 Gratiot Ave. 


Tell the Truth” 
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Reuebestesesedeoe Washington 


Barber & Ross Co..... 


3 ms Co.. 
Duke Peterson Hdwe. Co 
wil gh wueeese 
:... o.. 
Bannister & Pollagd Co 
P Hardware 

PE «scab eeewn 
Albany Hdwe. & iron Co.. 
Babcock, Underwood 
Crocker & ° 


Beals, McCarthy & Rogers. 
Buffalo Wholesale Hdwe. Co 
Weed & C a 


° 
Barker, Rose & Clinto 
& Co 


Treman Ki 
Clark Hardware Co 
C Lundquist Co 
H. D. Thompe & Co 
Lawson Hdwe. Co 
Putnam & Co.. 

. Blu r. 
Armstrong Hardware Co 

ldenbl 

mn & Yor 


Chas. J. Smith & Co.. 
Underhill, Clinch & Co.. 
A.H arshall & Co., Inc 
Weed & Co... Tae 
Mathews & Boucher.......... 
° EE Cs 650.0 ove ' 
Burhans & Biack, Inc.... ; 
Roberts Hdwe. & Supply Co... 
i Supply Co..... Ginda 
H. E. Hessler Co........ 
Alexander Grant Sons... 


. «Washington 
i gt 


Binghamton 








. Syracuse 
. Syracuse 
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Immediate 
from these 


b i Sn ih Ce. os codecnceeseeen 
ements FONE Coscccccscdccceces , 
Ww. W. nde ower 


jere Woodring & Co. 
Hazelton Mach. & Supply Co 
™ ° 


H. Miller Hdwe. Co... ...-e.c005s 
Seams. FEW. COs cs vocsceveccesecese 
mem We. Gh co caed secs 
Relitr Bret. & Ree ccccccccccccene 
See te Gi octanasabeoresecesehotéas 
ause = 
United Hdwe. & Supply Co 
G en. . 


meee Sees B GOw cc ccccccsvecses 
Seltzer Kilahr Hdwe. Co 
A Di ceeaesedertcesesbonec 





recommend Sand’s Levels 


service 


Jobbers 


NEW ENGLAND DISTRIBUTORS 


itietrevssees 
re ©) Cie cegbeuasnéeoenses 
Fulton, Mehring & Hauser. 
Pe Me & B Gc eccccsccceseccevees 
Name 


Tracy. Robinson & Williams... 
Bronson & Townsend........ 


Chas. A. ‘Te i snwadtes bees 
Simmons Hardware Co.......... 
Bigelo OS Ws cccoecce seve 
Boston Supply Co.........- 
Coates See © Giicrcccecccceses 
Decatur & Hopkins & Co 
Cutter & W Supply Co 
Dodge-Haley Co.......... 

B.  Miithaceeseeons 
Fitchburg Ndwe. Co...... 

ssell & Co 








Hagar Hdwe. & Paint Co 
Stron dwe. Co... 
Vermont Hdwe. Co..........66-eeee 
5, i Wee Gis ceceseses Tdiadedeeds 
PACIFIC COAST DISTRIBUTORS 
Name City State 
California Hdwe. Co. ... 2... 60 ccc cnves Los Angeles .......+.++:. +++ Cal 
Union Hdwe. & Metal Co.............Les Angeles .......6665 «+ -Cal 
OGetenne Bites. Ce. .6.cccccccccceses LOG DGGE esccccacee +ee Cal 
American Wholesale Hdwe. Co.. os Angeles ........ errr | 
See GO hcccccececsocveesees OGRENEEED ceccceecccceece Cal. 
Thomson-Diggs Co. cercccces css cc CCNMOMD ccccescoosces -»-Cal 
Baker, Hamilton & Pacific........... lan Franciece .......+«> +» Cal 
Dunham, Carrigan & Hayden Co. lan Francisco ..... tecces COb 
ee Ge MEE Gilic bo scccocesccwce se lan «Fr BED coccccece +» Cal. 
* Simmons es tienda oe 6 ewee lam ~Franciece .....++:+> -» Cal. 
Arizona Hdwe. & Supply Co.......... Phoemig ......cccecccceees Ariz. 
Arizona Mine & Supply Co....... PUOGEERE ce cccccccecccccoes Ariz. 
Missoula Mercantile Co............ DEED sé ecscceovocacnd Mont. 
. M. Holter Hdwe. Co......... i aod adqeceoeseuouens Mont. 
Helena Hdwe. Co.........-..... Dt” bdweteseuoevedoeds Mont. 
Anaconda Copper Mining Co........ DEE ceccounceedvcesooos Moat. 
SD. Gi cccccds cede PE cseeencensecon +++-Ore. 
Tg te aes tay ae ea PE segbsoscesedoeteesd Ore. 
Masshall Wells Co...... ae ee I) tas atesene sgedaben Ore 
Sal ke Hdwe. Co........... Ga Gem, cscvcescacs Utah 
Strevell Patterson Hdwe. Co....... alt Lake City. ......sse+. Utah 
Zion -Operative Merc. Ins alt Leake City........ +» Utah 
Ce Oe A i Mi doc cece soccccesc Ue Geedeedsecqneceesoty Utah 
Holley Mason Hdwe. Co......... i’ << cctensedeseaeel Wash. 
rh King. Byrd Co......... DENGMS cocccccceccescee Wash 
arshall Welle Co DET ccacdeepensodcun Wash. 
Hardware. Co i hextesbeveeueeeeds Wash. 
Seattle Hardware Co..... > sreeeoacandeesees ‘ash. 
Schwabacher Hardware Co MD svcoageececseceue ‘ash. 
Ernst Hardware Co.......... a 4 iF Sea Wash. 
CANADIAN DISTRIBUTORS 
Name City Province 
Wood, Vallance, Ltd...... Calvary . Alberta 
Marshall Wells Co......... BOGE co cccadcceccect Alberta 
Wood, Vallance, Ltd..... DEE GS éc cdc peeoes scourG 
Nelson Hardware DD - nae eovbeeee coe & 
Elliott, Teetzel & Wilson occ ce VOROOEUER vecpececcccsecs B.C 
P . in. ‘Regge ay MOOUVET Sadie cccccdcces B.C 
McLennan, McFeely & Co., Ltd Vancouver . ABB... scsees B.C. 
WwW ward's, Ltd......... oe Vancouver co G 
Marshall We ios dane Vaemeemver cto cccccccsses B.C 
Hi. Ashdown Hdwe. Co Winnipeg Manitobe 
ood allance, L Winnipeg Manitoba 
Marshall Me Giacedodes Winnipeg Manitoba 
T. McAvity & Sons, Ltd BER sascecsorsoeeder N. B 
re St. Johns N. B 








City State 
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The Best Tools | 


AXES 


— are three essential qualities that 
every good Edged Tool must possess :— 






















Ist TEMPER: 
A keen, lasting cutting-edge easily 


kept sharp; and the steel must be 
right or the temper CANNOT be. 


2nd CORRECT SHAPE—(Pattern) 
Designed particularly for the re- 


quirements of its purpose. 


3rd PERFECT BALANCE on a thor- 
oughly seasoned, hickory handle. 
(Hickory for strength, springiness, 


freedom from jar). 


All of the Kelly Lines contain these essential qualities 
to the fullest degree. Every item in the line will 
‘‘stand up” and do its work well. 


KELLY TOOLS CAN BE OBTAINED 
FROM ANY HARDWARE JOBBER 


KELLY AXE & TOOL CO. 


| Charleston, W. Va., U. S. A. 
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MAKES 


For Efficient Work 


HAMMERS 
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The Kelly idea is, above all, to make the BEST TOOL 
FOR THE USE INTENDED; but it goes further 
and carries this idea of SUPERIORITY into the 
minor details of DESIGN and FINISH. 





























The result is that KELLY EDGE TOOLS are the 
BEST LOOKING as well as THE BEST quality; 
which explains WHY they LEAD THE WORLD 
in volume of sales and REPUTATION FOR 
QUALITY. 























To bring sales to the highest level, replace slow sellers 


with brands of REPUTATION. 
Kelly edge tools quicken sales; stop complaints. 


Concentrate on the FULL KELLY LINE; it pays in 
PROFITS and SATISFACTION. 


KELLY TOOLS CAN BE OBTAINED 
FROM ANY HARDWARE JOBBER 


KELLY AXE & TOOL CO. 


~ Charleston, W. Va., U. S. A. 


BUSH 
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HARDWARE AGE 


USE Your Windows! 





—and you’ll make 


BIG MONEY 





selling “PIONEER” Vehicles! 





Use the FREE Geateon 


Advertising Service 
—it makes sales! 


The Gendron cut and copy service and 
attractive window display material is 
supplied free to all Gendron dealers. 


The “Pioneer 
Kids” in 
tied up with 
our newspa- 
per advertis- 
ing, will make 
your store 
known as 
headquarters 
for the fam- 
ous PIO- 
your window, 
NEER Line. 




















OBODY ever built a wheel 

goods business that amounted 

to a “hill of beans” without liberal 

use of his windows. It is very easy 
to understand why. 


In selling wheel goods the BIG MONEY 
goes to the dealer who merchandises. 
Use your windows! Cram them full of 
brilliantly painted children’s vehicles— 
PIONEER Vehicles! Then watch the 
sales. There’s nothing bigger or more 
interesting for window merchandising 
than “PIONEER” Vehicles. There’s 


nothing more profitable to sell! 


THE 
GEN oe WHEEL 





Toledo 
Ohio 


“Dione cs a 
~ Vehicles far Galitelnse 


October 28, 1926 
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GENDRON Pioneer 


VEHICLES 
“Set the Pace!” 








EALERS who have made an outstanding suc- Made in the 
cess with wheel goods—and who do an enor- World’s Largest 
mous yearly volume in “PIONEER?” vehicles have Children’s Vehicle 


frequently told us—‘“THE PIONEER” Line is bet- 
ter made and seils without a comeback. We believe 
it—because “PIONEER” vehicles are made in the 
world’s largest Children’s Vehicle Factory under 
the most rigid mechanical standards ever set by a 
manufacturer. 


The result is QUALITY—dependable quality! 
Every part is constructed to withstand the severe 
abuse a child gives a vehicle in play. The 
“PIONEER” Line assures your customers years 
of long hard service. 


Factory! 












THE 
GENDRON WHEEL 


COMPANY | Why the Beautiful “Pioneer” 


, Finish Lasts So Long! 

Toledo, Ohio . 
fom is but one of the many 
batteries of enameling machines. 


All metal is carefully prepared before 
enameling. ‘“‘PIONEER’’ finish can’t 
chip—and retains its brilliancy! 





“Pioneer Line 
~ Vehicles /or Galitelnsa 
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Wheelbarrows 


~<for all purposes 


There is no other line of Wheelbarrows which 
is so complete as a Sterling. There is no other 
wheelbarrow that has so many points of advan- 
tage as a Sterling. And—there is certainly no 
other wheelbarrow that offers so much in real 
economy in service as a Sterling. 


Large consumers of barrows have learned that 
the economies to be figured by performance 
over a period of satisfactory service are the true 
economies. That to make price the controllin3 
influence of their buying is to pay double 
through maintenance cost. 


That the wheelbarrow is subject to hard service 
and little care, and for these reasons should be 
of the very highest quality. 


Sterling Wheelbarrows prove satisfactory to 
both the buyer and dealer, as they not only 
outlast the ordinary kinds, but also are designed 
so as to wheel easy and balance properly. 


Whether you have a large or small demand you 
will profit by selling Sterlings. 
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Ri 
—for the home and garden 


Here’s something real new in wheelbarrows. 
There has always been a demand for a small 
compact handy barrow for the home and garden 
use. Every requirement of your trade can be 
filled with a HANDIE-BARO. 


The Sterling HANDIE-BARO comes to you 
complete, in knock-down form, in a compact 
sealed carton, which you deliver to your custo- 
mer—it is easily set up. It weighs but 35 
pounds, and takes up but little room. 


Aside from the sales value of the HANDIE- 
BARO, it offers you a distinct saving in that a 
large number of wheelbarrows can be stored in 
a small space, and in this compact form, freight 
and cartage expense is reduced to a minimum. 
The saving on this low handlin’ cost, which 
the HANDIE-BARO ives you, is added to the 


unusual good profit that this barrow carries. 


Be the first in your territory to sell this new 
popular HANDIE-BARO. 


Write for prices and literature at once. 


HARDWARE 


THE COMPACT 








Milwaukee ot ‘Wideaent in 
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HANDIE-BARO 
PACKAGE 
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A Million Dollars a Year 


More Profit 


INCE Mansfield Tires have been 
Nationally Advertised sales have 
been increased enormously. 


This big increase in Mansfield Tire 
Sales means an increase in Retailers’ 
Gross Profit of more than a million dollars 
a year. 


At the rate Mansfield Tire Sales are 
now increasing there will be still another 
added million dollars in Retail profits 
from this line in the next twelve months. 


Of course, the fundamental reason for 
this large, steady increase in Mansfield 
Tire Sales is the Tire itself. 


But Mansfields are better tires because 
they are more economically distributed, 
and because the saving on distribution is 
put into the tire to make it deliver thou- 
sands of extra miles of trouble-free serv- 
ice. 


For years tires were distributed to Re- 
tailers by Factory Branch Warehouses 
each Tire Factory maintaining hundreds 
of them at enormous expense. 


Fourteen years ago a small group of 
Hardware Wholesalers decided to dis- 
tribute tires at less cost so that better tires 
could be sold at no increase in price to the 
car owner. 


Now, more than a hundred of the lead- 
ing Hardware Wholesalers of the country 
effect the National Distribution of 


for Retailers 


Mansfield Tires on a huge scale at record 
low cost. 

The greater and greater saving in the 
cost of distribution as the volume grew 
enabled us to build a better and still bet- 
ter tire. 


Today the Mansfield Standard of Qual- 
ity is higher than ever, and, we believe, 
is unapproached by any other tire on the 
market. 


Car owners everywhere are finding this 
out. 


And as fast as they discover such an im- 
portant fact they become regular custom- 
ers that cannot be won away from Mans- 
field Tire Dealers. 


That’s why Mansfield Tire Business is 
such uncommonly good business for the 
Retailer. 


The Salesman for the Hardware Whole- 
saler who distributes Mansfield Tires in 
your vicinity will tell you just how to go 
about getting a good share of it with 
Mansfield Tires and Mansfield Dealer 
Helps. 


Hardware Wholesalers who distribute 
Mansfield Tires are strategically located 
and their service to Retailers is prompt 
and efficient. 


If you do not know who distributes 
Mansfield Tires in your vicinity write us 
and we will tell you. 


The Cost of Distribution is Lower - The Standard of Quality is Higher 


AN 


Built — Not to Undersell, but —to Overserve 





Any Good 


Hardware Merchant 


*Location of 
W holesale 
Distributors 


Can Do a Good Mansfield Tire Business 


F you are not selling tires 

Business is not growing rapidly — get in 

touch with the nearest Hardware Whole- 
saler who distributes Mansfields. 


or if your Tire 


The natural increase in Renewal Tire 
Business for the next twelve months over 
the last will be about 15%. 


Mansfield Tire 


many times faster. 


Business is increasing 


And it is permanent business, once you get 
it. 
People try first one tire then another 


until they try Mansfields, then they are set. 
The Mansfield Line of Tires is complete. 


There is a Mansfield Tire for every Pas- 
senger Car running and for all Trucks and 
Busses that use pneumatic tires. 


For many Hardware Retailers, Mansfield 
Tires are their most profitable line. 


Start building Mansfield Tire Business 
this Fall and reap big profits next Spring and 
Summer. 


Write us for the name of the nearest Hard- 
ware Wholesaler he will help you. 


THE MANSFIELD TIRE & RUBBER COMPANY, MANSFIELD, OHIO 


Balloon Cords Truck Cords 


Heavy Duty Cords 


Liberty Cords Fabric Tires 


Nationally Distributed by Wholesale Jobbers 
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RIES in no time” —but not so fast that any 
amateur fails to secure a beautiful surface. 

All danger of raising old paint or varnish 
minimized practically to the vanishing point. 


WaterSpar Lacquer does not deteriorate in the package! 


—contains a far greater amount of non-volatile material than 
ordinary brushing lacquers as is demonstrated by a com- 
parison of the creamy consistency of WaterSpar Lacquer 
with the watery thinness common to most other lacquers. 


Greater covering capacity! It’s the non-volatile material which 
stays on the surface that gives value to your customer—and it’s 
the greater percentage of non-volatile material in WaterSpar 
Lacquer that gives a big margin of greater covering capacity! 


As a member of the WaterSpar line it has instant accept- 
ance as a superior product—and recognition as a nation- 
ally advertised member of Pittsburgh Proof Products. 


Write for full details of introductory offer. 


PITTSBURGH PLATE GLASS CO. 


Paint and Varnish Factories Milwaukee, Wis., Newark, N.J., Portland, Ore. Los Angeles,Cal. 


DIT SBURGH WR 
“X Jreef Products ; 


Gacse-Paint ee 


VTe? /, 



















CARPENTER SET 


This set consists of 
13 Irwin Mainbor 
Bits, Stock No. 62-T, 
ranging in 16ths 
from 1/4" to 1’. 
Furnished in either 
Borcase or Borkit 


The man who comes to 
your store to buy a single 
Irwin bit can oftentimes 
be sold a complete set — 
much to his gain and to 
yours. He gains by getting 
a well chosen range of sizes, 
in a container that keeps 
his bits safe from damage 
or loss, and you gain in 
getting a larger and more 
profitable unit of sale. 





HOME SET 


A set for average home 
needs. Contains six 
Irwin Mainbor Bits, 
Stock No. 62-T, ranging 
in size as follows: 4, 6, 
8, 10, 12 and 16/16ths. 
Sold either in Borcase or 
Borkit. 
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HANDY SET 
This set is especially recom- 
mended for home mechanics, 
farmers and others whose 
wood boring requirements 
approach those of the carpen- 
ter. It contains 10 Irwin 
Mainbor Bits, Stock No. 62-T, 
r ze as follows: 
4 8, 10, 12, 14 and 
16/16ths also one screw 
driver bit. Sold either in Bor 
» case or kit. 


4 (=r? 
i} | 1) — ‘ 
i} HANDY 


a 


win 


Irwin set assortments are 
based upon 41 years ex- 
perience in the bit making 
business. From the five- 
piece Useful Kit, for the 
home mechanic, to the 13- 
piece set for carpenters, 
each of these five standard 
Irwin Sets is a well bal- 
anced selection—all of the 
same dependable Irwin 


quality. 








a SS clare PRN ee ae EE ee 
PE ay ee, RC YS er RT Leh Fe RO aR SR a ee oot ge 





























# + a eae bs 
OP SS ey eee os 





= 
es 
% 
3 
ca 
% 





ae 
3.9} 
ay 
F4 
Sa 
) 
a 
& 
#3 
% 
ane 
are 
ug 
x a 
‘ete 
~ 
; 
‘ 





October 28, 1926 




















LITTLE SIX SET 


Another set of six 
Irwin Mainbor Bits, 
Stock No. 62-T, rang- 
ing in size as follows: 
4, 5, 6, 8,10 and 12/ 
16ths. Furnished in 
either Borcaseor Borkit. 


Display Irwin Sets in your 
window or on your coun- 
ter—and watch your bit 
sales climb. Almost every- 
one who comes into your 
store has need for one of 
these sets.. Show them! 
Talk them! Sell them! 
You'll make a substantial 
profit every time—and a 
satisfied customer besides. 


THE IRWIN TRADEMARK 


The Irwin trademark is stamped 
on the shank of every Irwin Bit. 
It is the mark of the originators 
and sole manufacturers of genu- 
ine Irwin Bits. Bits that you 
sell, bearing this name, will 

you satisfied customers. 





HARDWARE AGE 





The Irwin Useful Kit, illustrated 
directly below, is sold only in 
the Irwin Borkit, a compact 
and handy roll container made 
of eight-ounce, double-filled, 
slate-colored duck, lined with 
flannel, and fastened with strap 
and buckle. The other Irwin Sets 
may be had either in the Borkit 
or Borcase. The Borcase is a 
hardwood, hinge-top box with 
a spring catch and individual 
compartments for various bits. 


USEFUL KIT 


This set contains 
four Irwin Mainbor 
Bits, Stock No. 62- 
T, and a screw- 
pointed reambor. 
Bit sizes range as 
follows: 4,6, 8 and 
12/16ths. Sold only 
in Borkit container. 























Go over your Irwin Bit stock today 
and let your jobber fill in wanted 
sizes. If you have no sets, let him 
include a couple for trial purposes. 
Christmas isn’t far off—and you 
should have a line on set demand 
by then. Irwin Sets make wonder- 
ful gifts. Nothing better or more 
keenly appreciated. Write for fur- 
ther sales information and copy of 
new illustrated booklet, “How to Se- 
lect, Use and Care for Bits”. It’s free. 


THE IRWIN AUGER BIT COMPANY 
Wilmington, Ohio 


Largest makers of Wood Boring Tools in the World 


European Agents, Markt & Hammacher 
193 West Street, New York City 
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Good Tools 


Redwood Hawk F air P rices . 


Mayes Bros, tools are all made of the 
highest quality of material and will be 
found accurate and dependable even 
under continual usage. You'll find the 
following Mayes Tools real sellers be- 
cause people are quick to appreciate 
quality. 

Redwood Hawk—Made from a single 
piece of well seasoned redwood with 
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dove-tailed cross brace. Aluminum | 
flange is tapped to make good firm joint 
for handle. 


“Mayes” Levels. Well known in the 
trades for their extreme accuracy, dura- 
bility and handiness. They are posi- 
tively guaranteed against defects. 


Write for latest catalog and prices— 
liberal discounts. 


Originators of the first Aluminum 
Level. Today — operating the 
Aluminum and Wood Levels largest factory of its kind in the. 
world. 


Mayes Brothers Tool Mfg. Co. 


Port Austin, Michigan 
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Brass Bound Level 




















eae ied Pe 
«Mak OE a: A RS ; pea 


October 28, 1926 





















Osborn prints this state- 
ment 5,000,000 times 
each month for your 
benefit in its national 
advertising 


YOUR MONEY BUYS 
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People Are Often Out to the Canvasser 


But You Can Always Show Osborn Brushes 


to Your Customers 


The best and easiest and 
most profitable way for you 
to “show the goods” is to put 
the Osborn Display Rack up 
in your store so people can 
see the Osborn Brushes. That 
is the first essential to any 
sale—it’s a chance that the 
canvasser has to fight for. 


Osborn worked out that 


display rack after thorough ° 


tests. It works. 


Also you should use the 
Osborn Window Trim in 


your windows—and feature 
Osborn Brushes in your 
advertising. 


Most important of all— be 
sure that your sales people 
ask customers to buy Osborn 
Brushes. 


Do these things —and you 
will see your brush business 
grow. Osborn makes it easy 
for you — but you must do 
your part to get full benefit. 


Write now for full informa- 
tion. 


Wii OSBORN MANUFACTURING LOMPANY 
CLEVELAND, OHIO 


Direct Overseas Factory Representatives 


JOHN H. GRAHAM & COMPANY, INC, 
113 CHAMBERS STREET, NEW YORK CITY 
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Know them by the Blue Handle 
MORE WHEN YOU BUY AT THE STORE 
HORNER IMEI TONES 2 SEE RN 
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VACUUM cleaner made for the trade 

—with a policy made for the trade, too. 
This offers full protection to the hardware 
jobber and dealer. Only one jobber in a 
territory can get the franchise and with it he 
gets the fullest selling cooperation all along 
the line. 


Made by one of the oldest and largest of 
vacuum cleaner makers, the Vulcan ranks 
among the most efficient—if not the most 
efficient—of straight suction cleaners. Its 
vigorous suction, aided by a detachable brush, 
draws out all the dirt. 


Some of its quality features that housewives 
will appreciate are a rubber bumper to pro- 


tect furniture; a trigger switch in the handle 
to give instant stopping and starting; an 
adjustment screw to provide thorough clean- 
ing for all surfaces—bare floors to the longest 
nap carpets; a bag made of special twill; at- 
tachments far more efficient than those of or- 
dinary cleaners; and a strong, durable motor. 


All in all, the Vulcan is a quality cleaner, at 
a fair price. It lists at $45.00, which includes 
a full set of extra cleaning attachments. And 
discounts will be attractive. 


We believe that we have the right kind of a 
vacuum cleaner proposition for you. Let us 
tell you more about it. Write or wire today 
for details on your territory. 
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ULCAN 


| ae VACUUM CLEANE 


Electric Vacuum Cleaner Co., Inc. 


1740 Ivanhoe Road 
Cleveland, Ohio 
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CARBORUNDUM 


COMBINATION STON! 





No. 7—Assortment 
Oak Case 





Carborundum is the Kegistered Trade Name 
used by The Carborundum Company for Sill- 
oon Carbide. This Trade Mark is the exclu- 
sive property of The Carborundum Company. 
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SHARPENING STONES 
COMPLETE THE TOO. “rt 
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No. A633—Three Panel Display 52 x 34 inches 
with shelf for carrying actual g 





You can add 
these Salesmen to 
your force without 
increasing your 
pay roll 





E rate Carborundum Displays as so 
many salesmen who are ready to go to 
work for you for nothing. 


Put them in your windows—on your counters 
or shelves—and they will ‘talk ° Carborun- 
dum—sell Carborundum. 


These display ‘‘Salesmen” are yours for the 
asking-—a whole assortment of them— 


The Three Panel Display lithographed in 
five colors. 


The Single Photo Enlargement Display 
Cards. 


The Display Cartons—Holders, Signs, Ban- 
ners, etc. 


Glad to send you an assortment now. 


Try these displays in a Carborundum win- 
dow—then oil up the cash register. 


~ No. A623 
- One of Series 
of Six Display 















Write Today 
for your assortment of 
Carborundum 
Free Display 
Material 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


Reg. U. 8. Pat. Off. 


SALES OFFICES AND WAREHOUSES IN 


New York Chicago Boston Philadelphia Cleveland 
Detroit Cincinnati Pittsburgh Milwaukee Grand Rapids 
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Hanson 


Blue Bird _ 


Price Tagged at_ Sm 


A full-sized scale, finely fin- 
ished in Persian Blue enamel 
with white porcelain enamel 
top. Big figures easy to read. 
Weighs 25 lbs. accurately by 
ounces. “Every Kitchen needs 
Companion 
Scale, glass dial, white enamel, 
No. 1170, Aristocrat, vrice 


this Hanson.” 


tagged at $3.50. 


“Now: 
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Hanson Quality is Nationally 
Advertised in Good Housekeeping 


The full weight of national advertising is added to 
Hanson quality. 

Never has there been such an opportunity for 
making profit in your scale department. Buying 
will be induced by this advertising PLUS the buy- 
ing of women who come to get a price scale and 
are attracted by the good looks of the Hanson 


Make money. Don’t do business just for fun. One 
“Blue Bird” sale will net you more than the sale of 
many cheap scales. Yet the price is reasonable and 
will appeal to the average woman. Order now from 
one of the jobbers listed below. Hanson Brothers 
Scale Co.. 523-531 N. Ada St., Chicago, IIl. 

These jobbers carry the Hanson “Blue Bird” in 


“Blue Bird.” 


CHICAGO, ILL. 

L. Gould & Co. 

Marshall Field & Co. 
MILWAUKEE, WIS. 

Frankfurth Hardware Co. 
BALTIMORE, MD. 

American Wholesale Corp. 
BLUEFIELD, W. VA. 

Sterling Hardware Co. 
BROOKLYN, N. Y. 

L. H. Heberlein 
CLEVELAND, OHIO 

Kinney & Levan Co, 
DALLAS, TEXAS 


Huey & Philp Hardware Co. 


DENVER, COLORADO 
Tritch Hardware Co. 

DES MOINES, IOWA 
Brown Camp Hardware Co. 


DULUTH MINN. 
Kelly-How-Thomson Co. 

FRAMINGHAM, MASS. 
Bates & Holdsworth Co. 

GREEN BAY, WISCONSIN 


Morley-Murphy HardwareCo. 


HASTINGS, NEBR. 
W. M. Dutton & Sons Co. 


KANSAS CITY, MO. 
Townley Metal & Hdw. Co. 
KEOKUK, IOWA 
A. Weber Co. 
LITTLE ROCK, ARK. 
Fones Bros. Hardware Co, 
LOUISVILLE, KY. 
Stratton & Terstegge Co. 
MINNEAPOLIS, MINN. 
Janney-Semple-Hill & Co. 


stock—they are ready to serve’ you: 


NEW ORLEANS, LA. ST. LOUIS, MO. 
A. Baldwin & Co., Ltd. F. Tieman Stove & Hardware Co. 


Stauffer, Eshleman & Co., Ltd. SAN FRANCISCO, CALIF. 
NEW YORK, N. Y. Dunham, Carrigan & Hayden Co. 
C. H. & E. S. Goldberg Mangrum & Otter, Inc. 


OMAHA, NEBR. 
Wright & Wilhelmy Co. SPRINGFIELD, MO. 
McGregor-Noe Hardware. Co. 


PEORIA, ILL. 
Isaac Walker Hardware Co. STERLING, ILL. 
Hardware Products Co. 


PHILADELPHIA, PA. 
Chas. M. Ghriskey’s Sons SYRACUSE, N. Y. 
PORTLAND & SEATTLE Burhans & Black, Inc. 
TACOMA WASH. 


M. Seller & Co. 
Hunt & Mottet Co. 


RICHMOND, VA. 
WHEELING, W. VA. 


Watkins & Cottrell Co. 
SAGINAW, MICH. 
Ott-Heiskell Hardware Co. 


Morley Brothers 


YOU MAKE MORE MONEY ON HANSON SCALES 
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’ SHABBY ?~ F LACQUER IT 


When will you 


write us a letter 
like this ? 


Gentlemen: 
We are pleased to submit herewith 
our experience with Rogers Brushing 
Lacquer. 

Initial stock order received March 

22, 1926. 

Initial order—$165.48. 

Average stock carried since—$225.00. 

Total sales to July 12—$791.57. 

Profit—$362.57, a little over 45%. 

Turnover three and one-half times 

in the period of less than four months. 
The results obtained by the users have 
been very. satisfactory, and repeat 
customers for Rogers Brushing c- 
quer are frequent. We are pleased to 
say that our personal experience in both 
the sale and use of this lacquer has 
been very satisfactory. The sale is on 
the increase continually and without 
any apparent diminishing sales in the 
other paint lines. 
Yours truly, 


FARMERS MERCANTILE CO. 
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Our Publicly Advertised 
‘““Money-Back”’ Guaranty 


“Try a can of genuine Rogers. If not more 
than satisfied, return what is left in the can 
to your dealer. He is authorized to refund 
the entire purchase price.” 





Also Distributed and Guaranteed by 
ACME WHITE LEAD AND COLOR WORKS 
Detroit, Michigan 
LINCOLN PAINT AND COLOR COMPANY 
Lincoln, Nebraska 
THE MARTIN-SENOUR COMPANY 
Chicago, Illinois 
PENINSULAR PAINT AND VARNISH COMPANY 
Detroit, Michigan 
THE SHERWIN-WILLIAMS COMPANY 
Cleveland, Ohio 
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GROWING/ 


Over 2,500,000 cans sold 


in first four months! 


Dealers everywhere—big dealers—small dealers— 


- in large cities and small cities—from coast to coast 


and from the Canadian border to the Gulf of 
Mexico, are absolutely astounded at the popularity 
of Rogers Brushing Lacquer. 


In almost every case it immediately becomes the 
fastest moving and most profitable item on their 
shelves. 


Their customers get good results: They come 
back for more. They are complimentary. They 
tell their friends. Thus the demand grows and 
profits increase amazingly. In other words, Rogers 
Brushing Lacquer hits the bull’s eye square in the 
middle. It’s a success—a money maker. 


Why? Because Rogers Brushing Lacquer is 
lacquer as it should be—a 99% perfect product. 
Because even amateurs get wonderful results. 
Because it gives satisfaction. Because we posi- 
tively and publicly guararttee it on a “money-back” 
basis. 

The design of this double page shows the adver- 
tisement to appear nationally during October— 
another typical Rogers smash, building business 
for every Rogers dealer in America. 


There is only one Rogers—only one Oriental can 
—only one proposition in the lacquer field like it. 


You will make many sales and satisfactory profits 
from the first day you display it. 


Write to-day for full details of the Rogers propo- 
sition to dealers. 


DETROIT WHITE LEAD WORKS, Detroit, Mich. 
Makers of Highest Grade Paints, Varnishes, Colors, Lacquers 
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Yes Sir Here’s 
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CEXTO 


WORTH WHILE TOOLS 








a real BRACE 
he Mechanies Choice for 50 Years 
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BileBRAGE 


The original 
and genuine 


Ball Bearing Brace>- 


Head - 
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Size of Display Card 11%2”x17'2” 


The Pexto Samson Bit Brace Is the 
Original and Genuine Ball Bearing Brace 


This new Display Fixture is heavy cardboard lithographed in attractive 
colors. It is equipped with heavy cardboard easel on back which makes 
it suitable for counter or window display. A heavy metal hook is fastened 
to card on which to hang the 10-inch Samson Brace. 


The regular assortment consists of one Display Card and two No. 8010-D 
Samson Bit Braces, although No. 8210-D Braces will be furnished if so 
desired. No. 8010-D Box Ring Ratchet—No. 8210-D Concealed Ratchet.) 


The Assortment is packed complete in a carton, size 103% x 17% x 3% 
inches; weight 8' Ibs. 


A tag which gives the important mechanical features is packed with each 
Brace. 


Order an assortment thru your jobber—write us for descriptive circular 


or for complete catalog of PEXTO Tools. 


THE PECK, STOW & WILCOX CO. Southington, Conn., U. S. A. 
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Here’s the Barrow 
that wins the smile of satisfaction 
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HOW your customers a pro- 

duct that wins the smile of 
satisfaction and you not only 
make a quick sale but make a 
booster as well. 


This “Every Man’s Barrow’’ is 
such a product. We built it to the 
specifications of nine-hundred 
and eighty-seven barrow users 
who told us what they wanted. 


“Make it look like something” 
said some. We finished it at- 
tractively in black and orange 
paint. “Make it big enough but 
not cumbersome” said others and 
we designed a special 3 cubic foot 
capacity steel tray. “Rigidity”’ is 
most important said others. We 
braced it to stay solid season 
after season. 


“Something easy to handle is 
what I want”’ said nearly all of 
them. We worked out perfect 
balance in the placing of the load 
and spaced the hickory handles 
so the user could take a natural, 
comfortable grip. 


The result was a barrow that 
won instant favor—a barrow that 
was at once recognized by dealers 
and jobbers everywhere as one of 
those hard-to-find staples that 
helps to give the dealer handling 
it the reputation of having the 
best stock in town. 


Build your barrow sales and the 
good willof yourcustomer by order- 
ing this Akron Barrow 143 from 
your jobber. If hecan’t supply you 
write direct mentioning his name. 
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The AKRON BARROW Go. 
3140 East 65th Street + + + + Cleveland, Ohio 
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PAINTS 


EVERY genuine Sher- 
win-Williams product 
carries this famous*‘Cover 
the Earth” trade mark. 
Millions of home owners 
—great railroads, steam- 
ship lines and industrial 
concerns — from one end 
of the earth to the other— 
have implicit faith in it 
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WILLIAMS 





LACQUERS - ENAMELS 





GREEN BROTHERS 
Lawrence, Kansas 


This is a picture of 
the complete paint 
stock that is mak- 
ing money for Green 
poe yO 
 Peshew ' eae «| stockis I » Cover- 
ir? re Bi od samen tats 8 2 tt me} mo her a Seem endo: 
crit * eae marked goods.’ 

| GHG) cmctnall Bmeesercle 1 i ' writes Mr. Al. 
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tel oe Meniaies 
in our sales...” 


. marked improvement due to establishing 
our store as ‘Paint Headquarters’ ” 


Real profit is to be expected as the normal thing 
with Sherwin-Williams. The famous Household 


: Painting Guide, the Decorative Service, and con-. 
: stant, compelling national advertising all push 

‘ the whole line ceaselessly. 

; Extracts from Mr. Green’s letter are quoted 

fc above. Can you say as much? Then write for the 

3 particulars. Write today! 

L THE SHERWIN-WILLIAMS COMPANY 

2 Cleveland, Ohio 
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EATER 
ELLING 
ACTION 
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Complete Selec tion : 
in the JIFFYSELLER; 


Someruinc NEW that will appeal to you bes Ni 
of your Hack Saw Sales problem. less money for ye ey 
you have the satisfaction of knowing that you havetk 
assortment of all salable lengths and teeth of Hack Sar 








*“*JIFFYSELLER” AG 
Simonds Hack Saw Assortment 






The handy container now stocked by your ie + bér: ue 


It helps you serve your customer quickly and accurately beceiing 13} 
container is stocked with assorted blade lengths— 8, 10 and 12- caine 
proper number of teeth —18. 24 and 32. You give him the proper saw 
his job. no guessing. instructions printed on each box. 


A complete stock of Hack Saw Blades—reduced investment—more cus- ~“.">.’ 
tomers satisfied—a practical size box containing three plainly marked 
trays of assorted size blades. one gross in all. 


Tell your jobber you want “JIFFYSELLER” 
Simonds Hack Saw Assortment 


Simonds Saw and Steel Co. | 
Established 4/832 . 
FITCHBURG, MASS, 
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¢MARTIN-SENOUR ©. 


PIONEERS OF PURE PAINT 
Chicago +« Brooklyn 
Lincoln +« San Francisco 
Los Angeles + Dallas 
Houston 














ONE GALLON U.S. MEASURE 


O.W. 


MONARCH 
[O0/:PURE PAINT 











a 


re 


pA rs 








FOSSIL GUMS 
VEGETABLE OILS 
TURPENTINE 
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why 
PURE VEGETABLE OILS 


LINSEED OIL (crushed from Flax Seed, grown 
mainly in North America and the Argentine) 
forms the most lasting film of any oil commonly 
used in the manufacture of Paints and Varnishes. 
In cooking, it combines readily with Pure Fossil 
Gums, and in drying, it absorbs oxygen — form- 
ing a durable film of great elasticity. 

CHINA WOOD OIL (crushed from nuts of the 
Tung Tree— found in Northern China) is the 
most water-resisting oil commonly used in Var- 
nish manufacture. When combined with Linseed 
Oil and Fossil Gums in the proper proportion it 
makes a Varnish film more water-proof. 
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The Sandpaper that Satisfies 


F uk he IT 
wages 


D » ] 

The new way of packing sandpaper— 
originated by us and announced January, 
1926. Later copied by nearly all other 
makers. 

Jobbers now stock Ruff-Stuff Flint paper 
in these unit boxes—and fill orders by the 
BOX—not by quires or fractions of the 
ream. 

Retailers carry sandpaper in these solid, 
attractive boxes—on their shelves—not in 
out-of-the-way drawers or cubby-holes. 

This plan puts an end to serious spoilage- 
losses—and increases sales of sandpaper. 

Boxes are uniform in size and thickness. 
Packed as follows: 

Sheets to the Box 
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No. 1— 75 No. 3—25 
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Contractors and woodworkers will buy by 
the box. 


Counter Display Case 


originated by us and first announced Feb- 
ruary, 1925. Its eight pockets hold 480 to 
500 sheets—a pocket for each grit. An 
attractive steel cabinet done in_ colors. 
Greatly increases sandpaper sales every- 
where. Now used by 22,000 retail stores. 


EMERY CLOTH IN 10-SHEET PACKS 
Put Up in Solid Boxes of Uniform Size 


4 No more muss, fuss and loss from broken packages. Each grit is “PL tEStufl 
| put up in a pack of 10 sheets, securely wrapped and sealed against dust. 

Jobbers carry Ruff-Stuff Emery Cloth in boxes and fill orders either \ : eee 
by the box or the 10 sheet pack. As boxes are uniform in size (same BF R ag 
size as Ruff-Stuff Flint Paper boxes), their contents vary with bulki- [o< I 4 E U4 
ness of the grits—as follows: | 
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These solid boxes 
protect the sand- 
paper 
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Packs are beautifully 
labeled in colors 


ORDER FROM YOUR JOBBER 


Make up your order for Ruff-Stuff Flint Paper as shown in upper 
table—25, 50, 75 or 100 sheets, according to the grit number. 

In ordering Ruff-Stuff Emery Cloth specify the number of 10-sheet 
packs you want of each grit and order by multiples of ten—not in 
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dozens. 
gq rausat A! For number of 10- If your jobber has not i i j 
t ._ yet modernized his sandpaper stocks, don’t 
eb _— nee sheet packs to the permit him to ship you old broken-lot stuff; but it for 
= Paz ay ae box see table of a nearby jobber who can fill your orders as above. a 
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Both through “high powered” national magazine 
advertising and “high powered” quality in McKay 
Tire Chains, the advantages of CHAIN PREPARED- 
NESS are being sold to motorists everywhere. Are 
YOU in line for McKay profits? 


UNITED STATES CHAIN AND FORGING COMPANY 
Union Trust Building, Pittsburgh, Pa. 


MCKAY TIRE 
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Selling Chain Preparedness 


ND the same kind 

of “high powered” 
advertising and “high 
powered” quality are 
putting over the McKay 
Red Bead Bumper line 
—the bumpers that 
“add good looks and 
protect good looks.” 
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~ This Salesman Sells 


“T°HE Velchek Display Board is a salesman; silent, but 
- 4 GOOD! So good that these boards have increased 


tool sales and lowered costs in hundreds of stores, 





Why? Because all any salesman can do is to create a desire 
to buy. It is the appeal to the eye, not the ear, that sells 
90% of retail merchandise. This Velchek salesman never 


asks a cent of salary—he takes no time off for lunch— 


’ he’s always on the job—and he certainly does sell tools. 


THE VELCHEK TOOL COMPANY 
3000 East 87th Street + Cleveland, Ohio 











THE VELCHEK 
TOOL COMPANY 


The Velchek Board 4" 


’ 

{ 

1 

° 

‘ 

i 
mation on the Velchek Auto , 
motive Self-Merchandising Board. 
$ 

: 

| 

: 

i 





Sy A 0) 8) A 


— = oe Ue Um. hm. Ue. hUmre.lhCUmre.lLUme.LhUmD.L UD. Ue. Oe eB Be i eee 

















42 

















HARDWARE AGE October 28, 1926 


Makes You 


SOCKETWRENCH 
HEADQUARTERS 
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They meet the present-day demand for con- 
venience and speed. And the socket wrench is 
the only tool that can be used on certain jobs! 


But you can’t do a thriving socket wrench busi- 
ness unless you have a complete stock—and the 
proper means of displaying it. 


The carefully selected Walden-Worcester 
assortment shown here enables you to fill every 
requirement of the car owner and mechanic—and 
gives you an attractive cabinet for displaying the 
stock to the best advantage. 


With No. 1100 Assortment and Cabinet on 
your counter, your trade soon learns that you can 
supply any needed socket, handle or attachment. 
In a word, an investment of only $54 makes your 
store “Socket Wrench Headquarters.” 


| 
| 
HERE’S a big market for socket wrenches. 








No. 1100 Assortment of 113 Parts. e 
Net Dealer Price, including All-Steel Cabinet, $54 


From your jobber. «Assortment includes: 75 Sockets of CHROME NICKEL 

. : teel (15 sizes for hex. nuts; 8 sizes for square nuts). Also 38 

Write us direct for Offsets, Tees, Speeders, Ratchets, Connectors, Universal 2% 

Socket Wrench Joints, Extensions, etc., for making all popular combinations. oe 

Catalog No. 27. Assortment carefully graded in proportion to the demand for : 
various parts. All parts interchangeable. 


: mS STEVENS-WALDEN-WORCESTER, INC, 


{ sh: Manufacturers of Walden-Worcester Wrenches 
= 4% P- and Stevens “ Speed-Up” Tools 


Worcester, Mass. 
Export Division: 375 Broadway, New York, U.S.A, 


STEVENS-WALDEN-WORCESTER 
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Convention activities suggest 
the value of planning 


With convention experiences fresh in 
mind the next few weeks present a chance 
to turn many new ideas into definite plans and 


tangible profit. 


Planning for Margin and Turnover 
What we make of 1927 will largely de- 


pend upon how well we plan and how thor- 
oughly we execute. The test by which many 
successful merchants have always judged 
any selling plan is—will it provide margin 


and turnover? 


GT D Small Tools Bring Margin 


One merchant who insists on knowing the 
facts, found that he made more net profit on 
a $50.00 order for taps than on a $350.00 
order of other miscellaneous items. Now 


his salesmen are pushing taps and other 


GTD small tools. 


Concentrated Buying a Plan That Speeds 
Turnover 


Good turnover requires salability plus 







rapid, reliable service from the manufacturer. 
Every week in the year our advertising re- 
minds tool users of @TD taps, dies, screw 
plates, drills, reamers, gages and pipe tools. 
Mechanics, foremen,~ superintendents, man- 
agers and owners know that these tools are re- 
liable. They also know that many improve- 
ments in design resulting in increased tool 


eficiency come from the continual research 


of the @T’D laboratory. 


Concentration Is ‘‘Planned”’ Buying 


Each month more merchants investigate 
the many advantages of concentrated buying 
and decide to ““Come to Headquarters” for all 
small tools. The savings from one order, one 
shipment, one freight and cartage bill and 
unit responsibility soon show up on the bal- 
Thus they benefit from a 
definite buying plan that contributes lower 


ance. sheet. 


cost, more profit and proven salability. 
Send for Catalog 49. It lists 20,000 small 
tools. 2 


J Greenfield Tap & Die Corp. 
Greenfield, Mass. 














S444 822888 


GREENFIELD § TAP AND DIE 
CORPORATION 
GREENFIELD. 
New York—15 Warren Street 


Detroit—224-226 W. Congress St. 









® 


Chicago—13 So. Clinton St. 





Please send me a copy of your catalog 
No. 49. 


Signed 
Street 


AS State 
H. Age, Oct. 28 
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ILLIAMS’ “Superrenches” 
sell on sight. Display them 
these boards and your cus- 
=rs are sure to see them. 
ade of Chrome-Molybdenum 
inner, longer, narrower- 
et far stronger than car- age Ate, - 
a Nels 
wrenches of correspond- Teo 
ey’ll boost your wrench A 


10 added selling cost. 





ILLIAMS & CO. 


Wrench People” 


3UFFALO Chicago 
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| DoYou Stil? Stockthe Old, | 
Style Clothes Rack? | 
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“High Boy” Space Saver Clothes Rack 
57 ft. Drying Surtace 





The New Space Saver Clothes Rack—Shipped Semi-Knock Down in 


- Individual Cartons 

s The bulky, factory assembled clothes rack Each buyer of a Space Saver unpacks a clean 

e belongs to history. In its place is the new new rack in her home. Each user assembles 7 
Space Saver, shipped semi-knock down and her own rack in three minutes. The assembly 1 
packed in an individual carton. The Space is amazingly simple. Three years of successful 
Saver is a more profitable rack for you to selling has demonstrated the buyers’ preference 3 : 
handle. You save on freight. You save on for Space Savers—the semi-knock down fold- | 
storage space. 30 dozen Space Savers can be ing clothes rack. You'll make more money | 





packed in the storage room of three dozen old with the Space Saver. Write for illustrated 
style racks. The Space Saver Clothes Rack folder showing the five different sizes. 

is protected from dirt and soilage. Packed There are five sizes of Space Saver Clothes 
ve compactly, loss from breakage is eliminated. Racks. 


THE J. R. CLARK COMPANY 
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: MINNEAPOLIS MINNESOTA 
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People are ready for a real clothes line. 


During the 


next twelve months they are going to buy Half a Billion 
Feet for use on pulley lines, clothes driers, and back yard 


poles. It’s a mnecessity—every 
home is a prospect—But it’s one 
of those items which they must 
SEE to buy! 


Keeping your clothes line in a 
bin under the counter won’t help 
you sell your share! 
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Black-Bird Value, and heel Display Methods, 
are Building Profitable Business for Distributors 


little more pliable than sash cord—yielding, so as to avoid 
splitting of clothes pins. It is glazed and stretched, pliable, 
smooth, and pleasant to handle: does not scratch hands, and 





SAN 


contains nothing that will injure 
or stain the finest fabric. 


Black Bird Clothes Line is 
put up in attractive hanks of 50, 
75 and 100 feet each, guaranteed 
one piece and several connected. 
It is made in three standard 


Feature your Laundry A RA , | A Tr sizes: No. 6 (3-16th in. diam.), 
, Housecleanin map? \ hi cme | No. 7 (7-32nds in. diam.), 
Equipment: 0use' prise fee 2 . and No. 8 (1-4th in. diam.). 


heavy demands for standard equip- 
ment you carry all year round: 
pails, tubs, irons, baskets, clothes 
line, etc. This year dealers every- 
where have increased turnover in 
all these items by featuring them 
in their windows and on their 
floors. They have built handsome 
displays around our (animated) 
Black-Bird Window Trim. It at- 
tracts attention to the assort- 
ment-—reminds the prospect of 
many items she intended to buy 
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Grareod Finite 
Will not stain clothes ar scratch hands 
SAMSON CORDAGCE WORKS. Boston Mase 
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Six colors in oil—it can be washed with soap 


and water. Two pieces—ceas 
Hangs actual wash on real 
Line—fan flutters cloth in breeze. 
to look—stop in to buy. 


some time—gets action and sells a lot of Black Bird 


Clothes Line, too. 


Black Bird has Talking Points: ''*@ line you 


can stand back 


of. It is solid braided, of high grade yarn, and contains 


no loading or other adulteration. 


Braided so as to bea 


td put together. 
lack Bird Clothes 
Women stop 





Also available on paper tubes or 
on reels, containing approximate- 
ly 1,200 feet. 


Small Display that 


Sells: <A few inches of your 

counter or window 
can be made to ‘turn in a hand- 
some profit with this attractive 
5-color display panel. It explains 
demonstrates, and sells Black Bird 


Clothes Line to your customers. 


Jobbers: We are prepared to 
ship one of these with 


each bundle of a dozen hanks, for 
you to furnish to your customers. 
Write for samples for your salesmen. 









Half a Billion Feet of Clothes Line is a 






ij conservative estimate of the yey 
Aim market in the United States alone. That's We also make other 
aw ; - AltA Five Million 100-ft. hanks; some dealers brands of clothesline. Send 
Vii afi) “”~ A are going to sell a lot of clothesline! for catalog and samples. 


SAMSON CORDAGE WORKS 


88 BROAD STREET BosTON, MAss. 


. TRADE MARK * 
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¢ SAMSON SPOT SASH CORD 

- recognized the world over by 
our trade mark, the colored spots, 
is extensively advertised in Build- 
ing and Architectural papers. 
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We Make Solid Braided Cotton Cords of all Kinds, in all Sizes 
and Colors, for all Purposes _ 
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The facilities and experience developed in PHOENIX AWNING LINES 
more than 40 yeats devoted to this type of 
product enable us to furnish the best cords of 
their kinds for every use. 








Phoenix Awning Line is specially braided so as to ac- 

commodate itself to the smaller pulley surface. It is more 

SAMSON SPOT SASH CORD durable and better for this purpose than the type of line 
generally employed. 


SAMSON SMALL LINES 


a a 
Vilp | 
Samson Trade Mark 


Known the world over as the most durable material for 
hanging windows. Identified by the colored spots, our 
registered trade mark, firmly and evenly braided of high 
grade cotton yarn spun in our own mills, and guaranteed 
free from imperfections of braid or finish. 





Recommended for all small line uses where a smooth 
wear-resisting surface is essential. 

Cord for marine use, elevator gates, dumb waiters, flag 
halyards, etc., also lariats, are part of our regular output. 


SAMSON ROPE 


Solid braided of extra quality stock, on large machines 
specially designed and constructed by ourselves for this 
purpose. Recommended for dumbwaiters, hand rails, 
life lines and various purposes where a smooth, large rope 
is needed. 


PHOENIX SASH CORD 
as 





Phoontx Trade Mark 
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~ 


Made of good cotton yarn, firmly and evenly braided s 
and free from loading material. LL our cord that is sold by 


weight is billed at net weight, 
and all cord sold by length is 
“ Our new catalog is now guaranteed full length. 


{J 
{yl ready for distribution. May 
Mae /(™ we send you a copy? i — 
U 


| SAMSON CORDAGE WORKS 


88 BROAD STREET BosTON, MAsSs. 
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Every Hardware Buyer 


Needs Hardware Age 











No sane business man would think of 
buying stock in Wall Street without first 
looking up the market quotations in his 
daily newspaper. 


Real hardware merchants are just as careful to look 
up the current market prices in an authoritative 
Hardware paper. Money can be made at the buy- 
ing end of your business as well as at the selling end. 


Keep posted each week on the hardware market 
prices which are quoted in HARDWARE AGE. Just as 
you consult your thermometer to see how hot or cold 
the temperature, so should you consult this reliable 
business barometer to obtain information that will 
enable you to buy at or near the bottom every time. 


HARDWARE AGE 


The weekly text book of hardware merchandising 
239 West 39th St. -:- New York 





YEARLY SUBSCRIPTION RATES: United States, $3.00; Canada, $4.00: Foreign, $6.00 
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HUNDREDS OF THOUSANDS of 
MUELLER RED BAND NOZZLES 


have been sold since this nozzle was put 





. on the market a year ago. 


Such popularity must be merited 


Jobbers and dealers everywhere have 
acclaimed this as the outstanding 
nozzle on the market today—and justly 


te Cin ha ate SG Aca ints te ea So a 


so when you consider its four exclusive 
quality and selling features: 


1. Made of forged brass that’s durable 
and leakproof. 


2. Equipped with Mueller “Neverlose” 
hose washer. It stays put. Won't 
get lost. 





3. Nickel finish prevents tarnishing and 
gives distinctive appearance. 





4. A trademark you can’t forget —a 
Red Band of “Duco.” | 


This is a REAL nozzle, fully guaran- 
teed. It is priced right—much less than 
you would expect to pay fora 
nozzle of this calibre. Thou- 
sands of dealers have found it 
to be an easy-selling, profitable 
item. 










Don’t order hose nozzles for 
Et: 1927 without seeing the Muel- 
a ler Red Band Nozzle. If your 
: jobber cannot supply, write us. 


Mueller Brass Co. 


Port Huron, Mich. 


(Associated with Mueller Co., Decatur, IIli- 

nois. In Canada, Mueller, Limited, Sarnia, 

Ont.) This mer <4 Box Your Silent Salesman 
Quality Brass Goods Since 1857 (Original in three celors) 


MUELLER RED BAND NOZZLE SELLS ITSELF 


Reg. U. S. Pat. Off. 
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NICHOLSON File 
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File for EVE eae 


Many times our advertise- 
ments in this magazine have 
reproduced proofs of our 
other “ads”—advertisements 
in general magazines, news- 
papers, farm papers, the 
trade and industrial press. 


These “proofs” represent 
advertisements appearing 
to over twelve million file 
buyers — striking “proofs” 
of the successful effort this 
company is making to stim- 
ulate file sales for you. 





The Best Proof’ of All— 


But the best “proofs” of all 
are the reports that come 
in from various centers — 
where dealers are backing 
our efforts by pushing the 


' sale of our files. 


Short but pointed are the 
words of these “proofs” as 
received from many dealers. 
They read “Since Nicholson 
National advertising started, 
the sale of NICHOLSON 
Files has increased by more 
than 100%. 


October 28, 1926 


NICHOLSON FILE CO. 
Psy PROVIDENCE, R.I., U.S.A. 


USA. — a File for Every Purpose 


(TRADE MARK! 
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Inconspicuous 
Because of 
Their Green Tops 


They Set 
Flush 
With the Ground 














Customers Like These “Ajax” Garbage Receivers 


Sexton All Metal Underground Ajax Garbage Receivers are dis- 
tinctive because of their Green Colored Tops. 

They attract instant attention when displayed in your store, while 
the Green Tops make them inconspicuous as they set flush with 
the ground. 

Outerbody and inner pail are made of Heavy sheet Galvanized 
Steel. Frame and cover are Cast Iron. Outer Cylinder is guar- 
anteed against decomposition for 10 years when set in natural 
soil. 

Odorless, sanitary, non-freezing, vermin proof. Four sizes to suit all re- 
quirements. You'll find them profitable sellers. Write for Literature and 
Trade-prices. 




















} EVERETT STA.BOSTON K> 


<£X SEXTON CAN CO. } 























ALSO MADE WITH OUTER BODIES OF CONCRETE 
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For less than one hundred dollars you can 


TIRE CHAINS 


An Entirely New 
PACKING 


Method 


Our method of packing 
Wesco balloon, standard, 
and extra heavy tire chains 
in heavy full telescope, fibre 
cartons, neatly labeled, af- 
fords the jobber an oppor- 
tunity of keeping this mer- 
chandise neat and clean and 
gives the wide-awake dealer 
an opportunity of keeping 
his stock on the shelves 
where the customer can be 
both attracted and reminded 
of this staple necessity. 









now secure a stock of WESCO Tire 
Chains that will meet all requirements of 
the average motorist. 


This well balanced stock will be found 
sufficient to prove the salability of 
WESCO Tire Chains and convince the 
Retailer that it certainly pays to push the 
sale of these popular Tire Chains and kin- 
dred automobile accessories. 


Signing up with the Jobber on WESCO 
is like receiving a certified check—you 
cannot lose, because like the bank, 
WESCO stands ready to.““Make good” if 
called upon to do so. 


Send for our Handy Reference Table of 
Tire Chain Sizes. 


Consult your hardware jobber about 
the line you will be proud to display. 


WESTERN CHAIN COMPANY 


Chicago, U. S. A. 
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To the Hardware Trade: 


NORTON DOOR CLOSER COMPANY will di 
ufacture and sale of NORTON Door Clos 


ers 
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our attention. 
Such reports are absolutely with- 
out foundation. This Comp will continue %° manufacture 
e Norton Door Closers and is in & petter 
y and financially 






and sell genuin 
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The NORTON pOOR CLOSER COMPANY will 
+ne EXCLUSIVE manufacturer of NORTON poor | 


continue to be 
Closers && i+ nas for many years: 
















this Company has re- 
which has peen responsible for its | 
the door closer field, nas been gin- | 
t %t0 render tne nighest | 
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the confidence of the trade 
Company: 
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type of service and to merit 
e the policy of this 
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cA (ase of H onest. Merchandise 


To make an honest product that will labeled to make identification easy and 
unfailingly perform the service that is ex- to prevent mistakes, are packed for ship- 
pected of it is the motive that has built ment in stout wooden cases. 

the business and the reputation of the 

house of Resell Qeodudl-ac Wend. Honest merchandise honestly packed and 


honestly sold—the name is Empire! 
How far that motive is lived up to is best 


exemplified in the care with which Empire RUSSELL,BURDSALL & WARD 
products are packed for the retail trade. ® BOLT & NUT COMPANY © 


PORT CHES TE RNY. 





Branch Office pae & Gillette Maydwell & Hartiecll, Inc. 
Seraus Buikhng General Motors Bldg pa ee 158 168 Bleventh Street 
CHICAGO 


Strong cardboard cartons, conspicuously 








THE PRODUCT OF THREE GENERATIONS OF BOLT MAKERS 






























































Investigate Lorain Burner Oil 
Stoves Before You Buy For 1927 


investigate Lorain High Speed Oil Burner Cook 


B EFORE youbuy your Oil Stove requirements for 1927, 


Stoves. The popularity of the five famous makes of 
Oil Cook Stoves equipped with this famous burner is rapidly 
increasing—amon¢ dealers, among users. 


The Reasons: 


(1) The Lorain High Speed Oil Burner 
sells at a nice profit. And that profit is 
not consumed by the giving of free service 
to users. Once a Lorain Oil Burner Cook 
Stove is sold, it stays sold because the 
buyer is pleased with it. 


(2) Lorain Burner Oil Stoves are sturdy, 
durable and handsome in appearance. 


(3) They are made of high-grade mate- 
rials. The workmanship is of the best. 


(4) They are of the type that gives the 
user great and lasting satisfaction—short- 
chimney, wick-type. 


Users of the Lorain High Speed Oil 
Burner like it best because— 


(1) The heat is most intense—it comes 
in direct, wide-spread contact with the 
cooking utensil. 


(2) The flame is clean, clear blue, and is 
practically odorless, 


GUARANTEE 


Should the inner com- 
bustion tube of the 
Lorain High Speed Oil 
Burner burn out within 
10 years from date of 
purchase, replacement 
will be made entirely 
free of charge. 


(3) The wicks will give service for an 
astonishingly long time. They seldom 
if ever need trimming—and they never 
stick. They can be replaced easily. 


(4) Lorain High Speed Oil Burners quick- 
ly arrive at the maximum heating point 
—are economical in their use of fuel—do 
not smoke. 


(5) The only part of a short-chimney 
wick-type burner that can possibly be 
injured by the heat is the inner com- 
bustion tube. In the Lorain Burner this, . 
part is made of Vesuvius Metal— guaran-* 
teed for ten years against burning out. 
Read the Guarantee. 


Your new trade, your old trade, will like 
Lorain Oil Burner Cook Stoves. Order 
your requirements for 1927 now, and 
start soon to build up a profitable oil 
stove business—onewithout profit-reduc- 
ing complaints. 


Five famous makes to choose from. 
Each line complete in itself. 


Many famous makes of Oil 
Cook Stoves are now equip- 
ped with Lorain High Speed 
Oil Burners including: 


Direct Action — Direct Action 
Stove Co. Div., Lorain, O. 


New Process—New Process 
Stove Co. Div., Cleveland, O. 

Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 

Clark Jewel—George M. Clark 
& Co. Div., Chicago, II 


Dangler—Dangler Stove 
Div., Cleveland, O. 


Co. 


1926 


AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 
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More Than 1,500 Items | 


Every hardware dealer will find a steady sale for THE 
BRAINERD Line. This line includes Brass and Steel 


Trimmings for Radio Cabinets, Refrigerators, etc., etc. 
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Particular attention is called to our Tool Chest Trim- 
ming Sets, per illustration below, each set containing a . 
full set of corners, hinges, catches, etc. Screws wrapped 





: 
with each article, all in a small, convenient size box 
weighing 15 ounces. | 

F 





Further Information and Literature Upon Request 


All cuts reduced in size. 


THE BRAINERD MFG. CO. 


East Rochester, N. Y. 
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SARGENT advertising is constant. 
back over so many years that there is no ques- 
tion about the name Sargent being well estab- 
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Sargent advertising 


reflects the beauty and strength of 
Sargent locks, tools and hardware 


lished in the minds of hardware buyers every- 
It is consistent advertising. Holding 
rigidly to truth, yet effecting such interest 


where. 
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through words and pictures that will convince 
the reader of the excellence of Sargent goods. 
It reflects the beauty and strength, the quality 
and desirability of every article which bears 
the Sargent name. 

The Sargent advertising program is calcu- 
lated to help Sargent merchants sell more locks 
and hardware, planes, squares and the many 
other classes of goods that are Sargent made. 
This reproduction of some of the 1926 adver- 
tisements shows that the popular night latches, 
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padlocks and door closers have not been over- 
looked. The Saturday Evening Post and many 
other prominent publications are being used. 
Popular Science Monthly, Popular Mechanics 
and the building magazines are telling tool 
buyers about the advantages of Sargent planes 
and squares. 

Sell these advertised, prestige-building, cus- 
tomer-satisfying goods. We provide free elec- 
tros, cards, folders and every modern merchan- 
dising assistance. Write for full particulars. 


SARGENT & COMPANY, Hardware Manufacturers, NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: Wacker Drive at Randolph 
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It Can Be a Source of 


Pride and Profit 


When a customer asks you for a high 
quality tool, do you have to offer him 
something “just as good” or do you have 
at hand a complete stock of Brown & 
Sharpe Tools? There’s genuine satisfac- 
tion in selling products which will be a 
lasting credit to your store—products 
which have the high quality of Brown & 
Sharpe Tools. 


Send for Small Tool Catalog No. 30. It 
lists the complete line of Brown & Sharpe 
Tools. 


DEPT. HA 


BROWN & SHARPE MFG. CO. 


Providence, R. I., U. S. A. 
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The tool shown 
above is Universal 
Bevel  Protractor 
No. 496. It is one 
of over 2300 differ- 
ent Brown & Sharpe 
Tools known for 
their excellence in 
all parts of the 
world. 








Made Best—They Give Complete Satisfaction 
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This is a fast selling hand’ w because it meets the demand for a general 
purpose saw that sells for less’ ‘money, yet has the qualities of other high 
grade saws. It bears the manufacturers’ own brand and is designed for 
home and farm use. It satisfies the user and pleases the dealer. 

Simonds Home and Farm Saw hasa fine spring tempered steel blade, nicely 
polished, with a handle of seasoned beech, carved grip, fastened with four 
screws. Made skew back, 24" length only, with either 7 or 8 points to the inch. 


Order now from your jobber or direct from us. 


Simonds Saw and Steel Co. 
Established 1832 - Fitchburg, Mass. 
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AMERICAN 
SCREW 
COMPANY 











Wood Screws Machine Screws 
Stove Bolts: Tire Bolts 


Largest Stock ' 
| 











_ Greatest Assortment 
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| ; Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois | 
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BLOW TORCHE 
That Always SELL 


Bought With Safety—Sold With Satisfaction 








THE SELFBLO 


Improved Automatic Alcohol Torches 


Selfblo Alcohol Torches are made from heavy gauge seamless brass tubing, 
nickel plated and polished. Self generating. Clean, intensive blast in a few 
seconds after lighting. 

A—Chain cap covers gas orifice. 

h-—Spring clamp, easy adjustment. 

C—Jleak-proof filler plug. 
No wire in generating tube to char wick. [quipped with L-P Wick Holder 
making the replacing of wicks a simple matter. 


Made in Two Sizes 


Size of Dimensions List Price 
: barrel overall Packed each 
ee A 7” 17"x5 4” 6 to display $1.00 
a eee i 244"x64” 1 to carton 1.50 


SIMPLEX IMPROVED ALCOHOL TORCH 
“The Mechanic’s Choice”’ 


Operates 2 Hours on one Filling. More than 2000° Fahr. Blast. 
Nickel plated and Polished. Drop Forged Burner Head is Indestructible. 
Easily Cleaned. Will not Clog. Always Ready. 


List Price $3.00 , 


DEX IMPROVED ALCOHOL TORCH 


A big, sturdy, well finished torch. Heavy gauge brass used throughout, 
nickel plated and polished. The separate opening for filling is an exclusive 
feature in this type of torch. Cap secured by strong chain. Strong rubber 
tube. Hard rubber mouthpiece. 

List Price $2.00 
DEALERS: 


Your jobber stocks L-P Co. Torches or will order for you. Order by Trade 
Name. Circulars descriptive of L-P Co. Torches, sent to you on request. 


Manufactured and Guaranteed by 


LASHER-PEERBLOW CO., 231 Harrison Ave., Boston 
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REG. U.S. PAT. OFFICE 


Superiority 


HERE are wider variations in quality 

in the class of galvanized-after-weav- 
ing wire screen cloth than in any other 
grade. 





OPAL. the outstanding pioneer in this 
galvanized or zinc-coated-after-weaving 
industry, has easily maintained its superi- 
ority over all so-called competitors. 


Constant improvement and betterment 
year by year have enabled OPAL to keep 
its lead in quality and prestige. 


Always specify OPAL. 


NEW YORK WIRE CLOTH Co. 


Manufacturers of bronze, copper, 
zinc-coated and black enameled screen cloth 


342 MADISON AVE., NEW YORK Works—York, Pa. 
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NEW UNION STATION 
CHICAGO 





SPRING HINGES 





“Triplex’’ Double Acting “‘Triplex’’ Lavatory Door 
Spring Hinge Spring Hinge 


Specified for the Finest Buildings 


The selection of Chicago Spring Hinges for such well known buildings as: New Union Sta- 
tion, Chicago; Federal Reserve Bank, New York; Ritz Carlton Hotel, New York; Michigan 
Central Station, Detroit, and Palace Hotel, San Francisco, is an outstanding testimonial to their 
quality and construction. 


Dealers may well be confident in offering Chicago Spring Hinges to any customer that they 
will meet the most exacting requirements, as they have done on these and other prominent 
buildings. 


Send for Catalogue H 42 


~:(CHICAGO)— Chicago Spring Hinge Company. ~«(CHICAGO)-~— 
SPRING HINGES CHICAGO NEW YORK SPRING HINGES 


oF . A, 
Look for the Trade Mark U.S Look for the Trade Mark 
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The Saw Test 


These grim bolts with revolving 
inserts of hardened steel will 
balk any attempt at sawing, jim- 
mying or filing. The bolts shoot 
out perpendicularly—turn and 
rest horizontally in locked posi- 
tion. 
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Copyright, 1925, by 
Francis Keil & Son, Inc. 








KEI im "LOCK 


The positive crime-proof features of 
the KEIL Lock will convince even 
the most: skeptical customer that the 
safety of his family, valuables, prop- 
erty and his own life are assured 
when he installs one. 

The only lock passed and approved by the 
Underwriters’ Laboratories as being bur- 
glar-proof. 


Rim and mortise, front and store door patterns. 
Sell the KEIL. 


Francis Keil & Son, Inc. 


401-425 E. 163rd St., New York, N.Y. 
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THE doors on this pp a 
two-car garage are : 

equipped with Co- ; 
BURN SLIDING Door . 
HARDWARE Set No. 
 s All necessary 
hardware (including 
track) for equipping 
new doors or trans- 
forming old hinged : 
doors to the type of 
sliding door shown is H 
contained in Set No. | 
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: J. Well-known and well- 


A complete set of sales aids is available 





os advertised to Coburn dealers to help them tie up to 
ie this extensive re commaenan and 
; cash in on it. Sales aids include folders, 

y 3 Packaged In complete The signs, sliding door models and a new cata- fs 

sets COBURN log. This Catalog has been designed to be i 


used as a sliding door reference book by 


Possesses a combination of 

“superior features found in 
no other make of sliding 
door hardware 


3 reasons why 


COBURN SLIDING 
DOOR HARDWARE 


Sells Faster and 
Gives Satisfaction! 


WE are making a special drive to in- 
crease the sale of Coburn Sliding 
Door Hardware for private garages. An 
advertising campaign has been carefully 
planned to influence everyone who installs, 
specifies or buys garage door hardware. 
Nearly three and a half million advertise- 
ments will appear in architectural and build- 
ing contractors’ magazines. Over three and 
a half million advertisements will appear in 
newspapers. In all, over seven million 
Coburn sales messages going out in 1926 
to those who specify, install and buy garage 
door hardware! 





Round Trough 
Track 


All Coburn Track is of 
the round trough type. It 
was invented by Coburn 
and is the strongest and 
most rigid type of in- 
closed track that can be 
made. The round troughs, 
in addition to being 
stronger, center the trolley 
wheels, reducing friction 
and eliminating door 
wobble. 


Other Coburn 
Features 


Coburn Hangers for 
Garage door use are made 
with Cast Iron Wheels; 
Case-hardened, Cold- 
rolled Steel Stud and 
Roller. Bearings; Drop 
Forged Steel Pendant and 
Stamped Steel Petticoat. 

Coburn Brackets are 
the only Cast Iron 
Brackets made. They 
are twice as strong and 
more rigid than the 
wrought steel brackets 
usually used. ; 

Only Coburn Sliding 
Door Hardware has all 
these features—features 
which make sales and as- 
sure satisfaction. 





hardware dealers. By consulting it, a dealer 
can recommend to his customer the best type 
of sliding door to use in any opening—from 
china closet to warehouse. Complete data 
on the amount and type of hardware re- 
quired in every case is also given in the 
catalog. 


And behind this advertising and these 
sales aids, to further increase sales and 
profits, is the Coburn reputation and su- 
periority of product. Coburn is the original 
sliding door hardware. It possesses a com- 
bination of superior features which sell it 
in preference to any other make of slid- 
ing door hardware on the market today. 
These structural advantages are briefly de- 
scribed to the left. 


All. Coburn Sliding Door Garage Hard- 
ware is packaged in complete sets to save 
the dealer’s time in handling and to facili- 
tate stocking, Packaged Sets contain all 
necessary hardware including track and 
complete instructions for installing. 


Join the dealers who are making money 
on Coburn Sliding Door Hardware this 
year. Send the coupon 
below for a copy of our 
new Catalog No. 140 and 
full. information. 
























COBURN TROLLEY TRACK MBG. CO. é 
a | MAIN OFFICE AND WORKS: | i 
eS Dept. BS Holyoke, Mass. 4 
4 BRANCHES: 
: NEW YORK BOSTON PHILADELPHIA CHICAGO a 
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| s Coburn Trolley Track Mfg. Co., Dept. B5, Holyoke, Mass. : 
e t 
2 4 Please send me a copy of your new catalog No. 140, samples of : 
ee ' : dealers’ sales aids and complete information. t 
: - } 
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>), IT COSTS NO MORE 
© | toSTOCK the BEST 


9,000,000 Sold Last Year 
This Represents SOME Preference! 


Here's the reason in a nutshell— 
Lowell Sprayers are greater values. 
Though they are made of exception- 
ally heavy materials, double tested 
for eficiency and workmanship, and 
fully guaranteed, they cost no more 
than ordinary sprayers. They work 
better and last longer. Whyshouldn't 
they sell faster?’ 

There’s less than one come-back in 
15,000; so each sale of a Lowell 
Sprayer means a clean profit. Why 
not handle this most profitable line 


of hand and compressed air sprayers? 


Write for catalog or see your jobber. 


Lowell Specialty Co. 
Lowell, Michigan 
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(Oh OF FINEST MATERIALS 
DOUBLE TESTED—GUARANTEED 


Sprayers 
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No. 202 


No. 202. A patented nightlatch. One back turn 
No. 250B. A good seller of key dead-locks both bolt and knob. A special 
that combines th beau- protection for glass panelled doors. Can also 
ty and strength. Spark- be used as an ordinary nightlatch. Inquire for 
ling, silver backed knobs further particulars. 

and sturdily constructed 

set. Very attractive. 





No. 5000. Very serviceable flush bolts. 
i” 6”, and 9” lengths. 





No. 5050. A mortise bolt of neat 
appearance and well constructed, 
assuring smooth operation. 


WLINDEPENDENIS 
Seen ee 4 


7 
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No. 303. This popular number is No. 303D. Our high grade pin 

of Cast Brass Case, nickel plated tumbler padlock. Cast Brass Case 

steel shackle. Longer shackles for and case hardened shackle. Many 

bicycle use. key changes and can be mastered 
to requirements. 





Branch Offices & Warehouses 


23 Warren Street, New York City 2109 Cass Ave., Detroit, Mich. 
17 N. Sth St., Philadelphia, Pa. 183 West Lake Street, Chicago, III. 











The Ilco line is com 
ment of padlocks, cyl 
ware, lock accessories, key blanks, auto switch 
keys, etc. A few numbers are illustrated and 
a complete catalog will be sent to those inter- 
ested. “Ilco’’ is the home of sound and real 
values, and an assurance of actual prompt 





0) PRODUCTS 


ary of a varied assort- 
nder nightlatches, hard- 





No. 153!/. Casement 
fastener. Steel—brass 
plated with malleable iron 
handle. No. 153 is solid 
brass. Made in different 
finishes. 





No. 5008. Closet knobs. 
Brass knob and rose. 
Easily’ sold. Made in 
several finishes. A good 
number to handle. 





No. 300. Absolutely rust- 
proof. Cast Brass Case. 
Brass works and brass 
shackle. 2”51m/m. Sold 
also with flat steel keys. 





Key Blanks. We are considered specialists in this line and a standard 
source of supply for locksmiths and dealers. 
careful workmanship are outstanding features of these products. 


Cylinder, Flat Steel, and Malleable Iron Key Blanks. 


High grade material and 


406 Wall Street, Los Angeles, Calif. 
121 Second Street, San Francisco, 
Calif. 


@@ INDEPENDENT IOCKCO,d® 


FITCHBURG, MASS., U. S. A. 
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American Steel & Wire 
Company 


Fences are Easier to Sell 


There are definite reasons why dealers find it easier to sell fences made by the 
American Steel and Wire Company. 





1. Reputation. For more than twenty-six years farmers have used our fences 
—with good results. 





2. Our liberal guarantee—covering length, weight, strength and service—con- 
vinces even those who are not “fence wise.” 

3. Our warehouses are strategically located, protecting the dealer against loss of 
a sale where unusually large quantities ‘of fencing are wanted quickly. 


4. Our national advertising is constantly telling the story of American Steel & 
Wire Company products to farmers everywhere. 








Write today for complete information, including details of our merchandising 
policies. 


Zins invited 
AMERICAN, ROYAL, ANTHONY 


U. S. NATIONAL, MONITOR 
and PRAIRIE 


SALES OFFICES 


CHICAGO. 208 S. LaSalle St. ST. LOUIS... .506 Olive St. MEMPHIS PHILADELPHIA WILKES-BARRE 
CLEVELAND, Reckefeller Bidg. KANSAS CITY, 417 Grand Ave. Unien and Planters Bk. Bidg. Widener Bidg. Miners Bk. Bidg. 
DETROIT... Feet of First St. OKLAHOMA CITY NEW YORK. ..30 Church st, ATLANTA....101 Marietta St. DALLAS Praetorian Bidg. 
CINCINNATI, Union Tr. Bide. First Nat. Bank Bidg. pester — Qaatie @ WORCESTER... .94 Grove St. DENVER, First Nat. Bk. Bidg. 
MINNEAPOLIS-ST. PAUL BIRMINGHAM ee ; BALTIMORE, 32 8. Chartes St SALT LAKE CITY 

Mehts. Nat. Bk. Bidg., St. Pau! Brown-Marx Bide. PITTSBURGH... Frick Bidg. BUFFALO... ..670 Ellicott St. Walker Bk. Bidg. 


UNITED STATES STEEL PRODUCTS COMPANY, San Francisco, Los Angeles, Portland, Seattle 


Export Representatives: U. S. Steel Products Co., New York 
Pacific Coast Representative: U. S. Steel Products Co. 
San Francisco, Los Angeles, Portland, Seattle 


AMERICAN STEEL & WIRE 


Company 
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'BOMMER 


SPRING HINCES 


ARE THE BEST 


No. 2100 Screen 
Door Hinge 














No. 1000 Lavatory 


ietetinan —— Spring TRADE MARK Door Spring Hinge 


BOMMER 








The claim that ‘““‘Bommer Spring Hinges 
are the Best” is based on actual perform- 
ance. aS 
Type No. 1032 Lavatory 
Dpor Spring Pivot 
The most representative residences and 
public buildings in America swing their 
: doors with these hinges. 
’ The leading hardware dealers swing 
: trade with them, too. Give your cus- 
F tomers the best and hold their patronage. 
: Your Jobber will supply you. 
Q Manufacturers 
: Standard Tyee Ne. 28 263 Classon Ave. Brooklyn, N. Y. Suskeal te Me. ¢ 
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Universally AcKnowledged as 


EAR after year the F. & N. Triumph Mower is accepted everywhere 

as the undisputed leader in up-to-date design and in sales. Like its 
brothers in the F. & N. line, its greater demand is due to the greater 
satisfaction it gives in service. And this in turn is due to the unequaled 
facilities and engineering skill possible only in the world’s largest lawn 
mower factory where it is made. 


Many Exclusive Features 


Among the TRIUMPH’S many distinctive talking points are: Its hard, tough mate- 
rials—not matched anywhere. Patented self-adjusting device that keeps reel bear- 
ings in perfect, permanent adjustment. A train of triple gears with patented, inde- 
structible steel ratchets on each side that assure easy and noiseless operation. 
Genuine Timken Roller Bearings. Extra long wheel base. Exceptionally close 
cutting—self-sharpening. Never “kicks up” in heavy grass. This mower pro- 
duces that smooth, velvety appearance so much admired in fine lawns, parks, 
cemeteries, etc. 

It is truly a TRIUMPH in sales and service both—accomplishing what no other 
mower ever has. 


Ask Your Jobber for Full Information, Catalog, 
Beautiful Cut-Out Show Cards, etc., or Write Us 


The World’s Finest! 


a 





Genuine 
TimKen 
Bearings 


The TRIUMPH 
Mower was the first to 
be equipped with Genu- 
ine Timken Roller 
Bearings, assuring en- 
durance where most 
needed. Other F. & N. 
Mowers have self ad- 
justing BALL bearings. 
Among the fast selling 
models so equipped are 
the Crestlawn, Vulcan, 
Admiral and Director. 





RICHMOND, 


THE F&N LAWN MOWER CO. 


INDIANA, U. S. A. 





THE WORLD'S LARGEST LAWN MOWER MANUFACTURER 
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Any lawn owner of experience will 
appreciate the multiple sprinkler idea 


yy 





The above photograph pictures the wide area covered by the Roberts Multiple Spray Sprinkler—giving the same results 
as expensive underground installation at small cost. 


Considering the limited knowledge hardware 
dealers and jobbers had of the Roberts Multiple 
Sprinkler set—our sales last year were truly 
surprising. The picture above illustrates its 
broad area watering service—you likely won- 
der why no one conceived the idea before.. 

Item is illustrated at right. Covers bushes, 
flowers and lawns with a fine mist like dew. 
Retails for $3.75, affording a fine retail profit. 
Window and wall cards furnished. We would 
be glad to send descriptive data and discounts 





Type A Type B 


upon request. 


WANTED 


Responsible sales representatives calling on hard- 
ware jobbers and dealers. 


The Roberts Brass Mfg. Co. 
DETROIT, MICHIGAN 








Put up in sets of three 
—one style “A” and 
two “B,” with 6 rubber 
washers. Same _ style 
heads as used in per- 
manent underground 
piping. A number of 
heads may be used. 


ROBE RTS 


MULTIPLE SPRINKLERS 
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Waitt 


SK THE NEXT 
FIVE . 


Ask the next five adult people who : 
come into your store whether they | 
have ever heard of Duco. Four of : 
the five will say: “Yes!” 7 








TUM MELEE LE PSL 





eTPUEERAERATTOOREDON ED] (42! PTRENC (THY 


{A recent survey by another com- : 
pany showed that 79 per cent " 
of the people asked knew Duco = ——C Fs 


by name. Details on request.) ¥ 


maeustbvrsuspetasansoennga sera sscirPPerpsusscsevniteremryuiettun seve 


bade | 


The enormous consumer -accep- 
tance of Duco can be made an 
asset of your business. Write for 
introductory proposition. 
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3500 Gray’s Ferry Road, Philadelphia, Pa. 


2100 Elston Avenue Everett Station No. 49 569 Mission Street 
Chicago, IIL. Boston, Mass. San Francisco, Cal. 
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he fastest-moving specialty 


in the paint trade today! 


—with a new feature selling it still faster 


HAT has put Barreled Sunlight on the 
counters of 6000 dealers—and satisfac- 
torily moved it off those counters? 


Unique quality due to several exclusive 
features. And now another strong feature has 
been added. 


You still sell Barreled Sunlight as a beau- 
tiful, lustrous white paint, costing less than 
enamel and covering better. You still sell it for 
its resistance to yellowing—tts ease of applica- 
tion—and its washability. 


But now you can also offer a new, easy way 
of tinting Barreled Sunlight any desired shade 
—with the new Barreled Sunlight Tinting 
Colors, in handy tubes. 


vy y vy 


A large proportion of our 6000 dealers already have 
these Tinting Tubes and report immediately increased 
sales—because this idea opens every interior paint- 
ing job to Barreled Sunlight. 

National advertising in current magazines is pre- 
senting this new feature to your customers and pros- 
pects. Better be ready for business! See coupon below. 





U. S. GUTTA PERCHA PAINT CO. 
Factory and Main Offices 
7 Dudley Street, Providence, R. I. 


New York—350 Madison Ave. 
Chicago—659 Washington Blvd. 
San Francisco—156 Eddy Street 


Distributors in all principal cities 


By simply mixing Bar-° 
reled Sunlight Tinting 
Colors with Barreled 
Sunlight, your cus- 
tomers can obtain a 
great variety of beau- 
tiful, delicate tints for 
interior painting. The 
colors are almost liquid, 
blending easily and 
quickly with Barreled 
Sunlight. 








Tue Ri amc 











Reg. U.S. Pat. Off. 


Sunlight 








U. S. GUTTA PERCHA PAINT CO. 
7 Dudley Street, Providence, R. I. 


Please send me Barreled Sunlight dealer proposition with the 
new tinting feature added. 
AE 
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+ Last | 


A Satisfactory 


Brushing Lacquer 


Practical Iests Prove Devoe Quality 








O DELAY the marketing of Devoe Lacquer until it 


was just what it ought to be, has taken courage. 


We were convinced, however, that it was far more im- 
portant to market a lacquer that was right, than to be in 
the market early with a product that might not meet ex- 


acting requirements. 


The few months delay that our insistence on high quality 
has occasioned will, we are sure, be amply balanced by the 
satisfaction’ that Devoe Lacquer will give. 


Consistent with the Devoe Policy of making a product 
prove its worth by practical tests before offering it to you, 
Devoe Lacquer has been thoroughly tested, both in the 
laboratory and in hard actual use, and we are satisfied that 


it measures up to Devoe standards of quality. 


st 
a 
~~ 
~~ 





DEVOE & RAYNOLDS CO., INC. 
General Offices, 1 W. 47th St., New York 
Branch Offices Throughout the United States 


DEVOE LACQUER 
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Be Valspar-Enamel makes a 
: sanitary, easy to clean 
Re refrigerator. 
a 
Waterproof Valspar- 
porch furniture, floors, 
”~ 
New Fords for old with 
Valspar-Enamel. 
eas 
ee 
5 


Why stock one enamel 
for furniture, another for 
floors, a third for automo- 
biles and perhaps a fourth 
for some other special use, when Valspar- 
Enamel will answer every demand for good 
enamel your customers can make! To tie up 
a lot of money in many different brands is a 
waste of your good capital. By selling Valspar- 
Enamel you reduce your inventory and in- 
crease your profits. 

Valspar-Enamel may be sold for any sur- 
face, wood or metal, indoors 


finish. Whether the surface 


to be enameled is exposed 











t 


Stock one enamel 
instead of many 


VALENTIN E’S 

or outdoors, that requires a 

durable,colorful,waterproof VALSPAR 
ENAMEL 


VALENTINE & COMPANY, 456 Fourth Avenue, New York, N. Y. 


HARDWARE AGE 17 


Valspar-Enamel _ protects 
and beautifies trunks and 
luggage. 











Enamel is ideal for 
front doors, etc. 





Floors painted with 
Valspar-Enamel are now 
in vogue. 


Simplify your stock with Valspar 


to water, to sunlight, hard 
wear, frequent washing, 
temperature extremes, or in 
fact any of the things which 
make an ordinary finish fail, you’ll never make 
a mistake if you recommend Valspar-Enamel. | 

And remember that you have in Valspar- 
Enamel a splendid assortment of colors, any 
two or more of which can be mixed to give 
a multitude of attractive shades. 

Why, then, complicate your stock and add 
overhead by carrying many unnecessary 
enamels made for special 
purposes? The _ simplest 
and most profitable enamel 
of all bears the famous name 
— Valspar. 
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CeWhat I like best about the men who make up varnish makers in the world, not the only makers 
the Murphy Varnish Company is the sane way in of good varnish, but merely the determination 


which they look at their own job—not the larges: 





that all the varnish they make shall be good. 99 


A Quicker, Cheaper, Better Way 


of staining wood 


The ideal wood stain should produce a 
uniform non-fading, non-bleeding color; 
it should not raise the grain; and most 
important, the stain should penetrate. 


Where until now have these various 
essential qualities been present in any one 
staining method? You know the answer 
—Nowhere! 


Murphy Brushing Lacquer used as a 
stain possesses all of these qualities in a 
superlative degree. Moreover it may be 
applied with less labor than any other 
stain and dries within five minutes. It 
may be put on by either of two methods: 


Method No. |—One painter brushes on 
Murphy Brushing Lacquer of the de- 
sired color and a second painter follow- 
ing behind him at an interval of about 
two minutes, wipes it off with a circular 
motion across the grain. This finish may 
be left “as is,” and is particularly adapt- 
able for open grained woods giving the 
appearance and protection of a stained 
and partially filled finish. 


Method No. 2—Thin one part of 


Murp 


Murphy Brushing Lacquer with two 
parts of Murphy Brushing Lacquer 
Thinner and brush on. Follow with a 
coat of Murphy Flat Varnish or Murphy 
Brushing Lacquer Clear. 


Neither of these methods raises the 
grain of the wood. No sanding is neces- 
sary. Nor is a coat of shellac needed to 
serve as a sealer to prevent bleeding. The 
resulting finish is beautiful, durable and 
easily kept clean. | 


Best of all, it is possible to produce a 
complete job in a single day. 


These remarkable results are obtained 
with Murphy Brushing Lacquer because 
of the penetrating qualities of the new 
Murphy solvents employed in its manu- 
facture and because its color content, 
while relatively low, gives maximum cov- 
erage and color value. Unique methods 
of manufacture enable us to secure these 
important qualities. 

Write for a sample panel stained after 
either of these methods. It will be a rev- 
elation to you of how simply and cheaply 
fine wood staining work may be done. 


hy 


BRUSHING Lacquer 


MURPHY VARNISH COMPANY 


NEWARK CHICAGO 


SAN FRANCISCO 


MONTREAL 
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THE PERSONALITY OF YOUR STORE 


The new one and five-gallon orange and black 


Every store has a personality. It may be nega- 
cans containing Hercules Steam-Distilled Wood 


tive or even repellent but it may just as easily 
fairly radiate good taste, progressiveness, and Turpentine will add to your window displays and 
a hearty welcome. The first impression is help to sell your paint and varnish. 
made by your show windows. And besides, this is the most convenient way to 
Well-designed window and counter displays help sell turpentine. No bottles to fill, no leakage or 


; : ; . r 
increase sales of paint materials. Paint and loss. Just pass a one or a five-gallon can ove 


varnish cans, brushes, color cards, turpentine cans, the counter. And remember that your customers 


all arranged tastefully and set off by advertising 
posters and displays show the public what you 
have to sell and what it will do. 


know, from reading,our advertisements and from 
the guarantee on the can, that it contains a pure 


and genuine spirits of turpentine. 


HERCULES POWDER,COMPANY- 


(INCORPORATED) 
956 Market Street, Wilmington, Delaware 


Sales Offices: 


HAZLETON, PA. PITTSBURG, KAN. 


ALLENTOWN, PA. 


BIRMINGHAM HUNTINGTON, W. VA. PITTSBURGH 
BUFFALO JOPLIN, MO. POTTSVILLE, PA. 
CHATTANOOGA LOS ANGELES ST. LOUIS 
CHICAGO LOUISVILLE SALT LAKE CITY 
DENVER NEW YORK CITY SAN FRANCISCO 
DULUTH NORRISTOWN, PA. WILKES-BARRE 


HERCULES POWDER COMPANY, 956 Market Street, Wilmington, Del. 
I am interested in receiving your publication “The Hercules Guarantee” regularly. [| Please send me bulletin “Painters Report Exceptional 


Results.” ["] Please quote on 5 gal.cans—2inacase. [] 5 gal.cans—1inaspecial shipping and pouringcrate [] 1gal.cans—10inacase. |_| 


eornmeeees@eeeeaeee 020780808 
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Painters who use it and dealers who 
sell it will stake their reputations on 
the wear-resisting quality of Liquid 
Granite Floor Varnish. For dura- 
bility it stands alone— unequalled! 


BERRY BROTHERS 


LIQUID GRANITE FLOOR VARNISH 


DETROIT MICH. WALKER VIDE, ONAL 
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Send for these 


Set them up in your 
window — 
Let them tell the painters 
in your town that your 
_ store is headquarters for 
~ Whiting-Adams 
Brushes 
| It will mean more and 
| better business for both 
of us 
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/ BRUSHES , 


| WHITING-ADAMS. 


BOSTON 


; , ‘ | Please send me your “Whi-Tad” Window Display 





: Address 
JOHN L. WHITING -J. J. ADAMS CO. 


690-710 HARRISON AVENUE City and State 


OS 


| sell Whiting’s Celebrated Brushes [ | 
I sell Adams Superior Brushes 





~c-«—-a<« ee ee eee = eeaeecaen en eo ee eee eae en ere ene eee 


T)  “WHIETADS? | 


REG UV & PAT OFF, 
7 








BOSTON, MASS. 
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2219-3 
9 So. Halsted St., Chicago, Ill 
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Showing New Brass Lock 
and Heavy Handle 


Two new styles of locking. Brass- 
plated catch and brass-plated lock 
with hold down clamp. Gane keeps 
cover closed even when it is not 


ALLS CIIyY 


New 1927 Line 


Jobbers who catch the Tackle Acces- 
sory trade of Retail Dealers the com- 
ing season must fish with a STRONG needa: 
line—a line that shows downright im- 

provements over all others. 


The Most Improved of All Tackle Accessory Lines 


is the New Falls City Line. It is right “Up 
to date.” Every Minnow Bucket as well as 
Bait and Tackle Box shows the touch of 
master craftsmen who know requirements. 





Take Tackle Boxes for example: The 
handles, covers and catches are riveted on 
to stay. The partitions are securely welded. 
The ends and corners are double seamed. 
The boxes are absolutely watertight and 
practically indestructible. 


eee 


~ - 
When Dealers show them sales result. Sales W A 1 I. IN 
, are what count. Increase your sales, Mr. ar ~ 
AY |B i- Jobber, with the line that HOLDS trade. Gri rs C17) ITY y 


Send for New Circular Catalog and Prices. 
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Nos. 208-210-212-408-410 


STRATTON & TERSTEGGE CO. 


INCORPORATED 
Lo uisville L. K. Grundy, Sales Representative Kentuc ky 


Eastern Office: 436 FINZER St. . Louisville, Ky. 
Western Office: 419-420 Central Bldg., Los Angeles, Calif. 


Largest Manufacturers of Minnow Buckets, Bait and Tackle Boxes in the United States 
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Largest Children’s Vehicle 





Factory Under One Roof 


Under the roof of this immense factory, 
wcuz Svan p-.. devoted entirely to the manutacture of 
; — quality Children’s Vehicles, are assembled 
this industry's master designers, engineers 
and craftsmen in the production of the 

famous Toledo Blue Streak Line. 


There is a perfect coordination of eftort 
that gets perfect results in appearance, 
strength, performance, durability and eco- 
nomical production. 








This 1s the reason why you can buy the 
quality Toledo Blue Streak Line at such 
reasonable prices. 





You will not be “sitting on top of the world” 
in your Children’s Vehicle Department un 
til you have the Blue Streak Lune. 





—- *-- ~~ 
BLUE STREAK | j 
~ ie +N . A 


Good Jobbers Complete Illus- 
Everywhere 


Carry the Toledo : , trated Catalog 
Blue Streak Line NA <P ae co Sent on Request 














Scooters oo ae 
Velocipedes ~ F . Bh Tot Bikes 
Automobiles i. ell Hand Cozs 
Coaster Wagons ; arn, Toy Auto Trucks 
Express Wagons , = | Race Cycles 

No. 181 


“An Honored Name of World Wide Fame” 


; he TOLEDO METALWHEEL C0. Yoledo,O: 
‘ Makers of Dependable Wheel Goods since 1887" 
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The husky ‘“Nep- 
tune” for musky or 
salt water fishing. 
Free spool with au- 
tomatic drag, capac- 













capacity 100 yds., 
. . 


selbach ““Takapart.” 
f Quadruple multiply- 
/ Q ing, tubular frame, 
i 
Y 
/ 














Wherever Anglers Gather 
Meisselbachs are Known—and Sold 


N casting tournaments, in casting clubs, on fish- 

ing trips everywhere, Meisselbach Reels have 

been preferred by critical fishermen for nearly 40 
years. 


Why? Smooth running, quadruple action, just the 
right weight, no backlash, precise workmanship and 
chosen materials—Nickel silver, bronze and phos- 
phor-bronze bearings. Guaranteed forever against 
defective materials or workmanship. 


Many keen merchants have found that the Meissel- 
bach line makes an ideal quality leader for their reel 
and tackle business. And increased facilities, ag- 
gressive magazine advertising to sportsmen, and 
practical store helps will make it an even better buy 
for you now. 


Order from your jobber or write us for samples, 
prices and discounts, now. 


THE A. F. MEISSELBACH MEG. CO., Inc. 
Sales Offices and Factory— Elyria, Ohio 







Namee 







The Veteran Reel 
for Veteran Fishermen 


ity 200 yds. Bake- 
lite end plates, $22. 









The Meisselbach 
‘*Rainbow’’—$5. 
Lightest and strong- 
est reel for fly fish- 
ing ever designed. 


THE A. F. 
MEISSELBACH 
MFG. CO., Inc. 
123 Taylor St., 
Elyria, O. 


Send me samples of 
Meisselbach Reels, with 
prices and discounts, and 


your plan that will help my sales. 
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Leading Hardware 
Merchants in Large 


Towns and Small Towns 
Carry This Line!!! 


Because no accessory department is complete without these 
famous products . . . . . they’ve been the backbone of 
profit-makers for over 11 years. Each item is made for 
quick sale, because each item fills the Ford owner’s need. 
No dead stock—no obsolete models. No service required. 
Every Peerless Product is live—not only today, but tomor- 
row or next season. 





Investigate—then Stock 


Ask your jobber’s salesman about this line of Ford replace- 
ments. He'll tell you that, beyond any shadow of doubt, 
it is the livest line of Ford replacements and specialties on 


the market. Nearly every one on the list is a staple—but 


with a nice margin that you don’t generally find in staples. PEERLESS HONEYCOMB RADIATOR 
— The old reliable since 1915 — 
For all models from 1917 to 1927 


PEERLESS TUBULAR 
RADIATOR 


Exact duplicate of Ford 
standard radiator, except 
that it has pure copper tubes 
(which radiate heat faster) 
and special side supports 
which give it more rigidity 
and longer life. These radia- 
tors carry a guarantee for 
material and workmanship. 
Sells for same price as ordi- 
nary kind. 








NEW PEERLESS RADIATOR CAP 





















A wing type cap for Fords that is handsome in 
appearance. Bright nickel finish. Packed in sepa- 
rate boxes: dozen to display carton for counter or 
window. Don’t overlook this special. 












NEW, IMPROVED 
CONSTRUCTION 


By adding the new, heavy 
gauge steel supporting chan- 
nels, we reinforce the side 
construction and tie the up- 
per and lower tanks to- 
gether in practically one 
unit. This means longer 
life, less tearing and a new 
means to take up road 
shocks. This big improve- 
ment is incorporated in all 
new Peerless radiators. 











PRODUCTS 


FOR FORD CARS 





If your jobber cannot supply 
you—write direct 


The CORCORAN Mfg. Co., 4910 Section Ave., Norwood, CINCINNATI, O. 
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Handled Year after Year by the Same Dealers for the Past ELEVEN Years 
The Answer to This Proof is . They MUST be GOOD 
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Your success and the amount of 
profits you make depend upon the 
confidence your customers place in 
you—and in the products you sell. 
Confidence is not built up over 
night. It is the result of service— 
as defined by your customers. 


Lancaster Tires—One of America’s 
Best— have proved themselves 
exceptional confidence-winners, 
money-makers, and business-build- 
ers for aggressive tire merchants 
for more than a decade. The trend 
toward Lancasters gains in volume 
month after month as tire users turn 
to Lancaster Tires with the confi- 
dence that only reliability, service 
and quality can command. 


We invite reliable, earnest merchants to 
investigate our proposition with the idea 
of making Lancaster Tires the basis for 
a permanent, profitable, constantly grow- 
ing business. The facts are yours. 


Write or wire us TODAY. 


The Lancaster Tire & Rubber Co. 


Established 1915 
Columbus Ohio 
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Empress 
Auto Ash Trays 
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will fit any head. 








Auburn 


Empress Grease 


and Oil Cups 



















A Bowen Line Consists of LIVE Sellers 


A stock of Bowen products is a moving stock because every item answers a 
definite need and makes a definite appeal. Take the Empress Auto Ash Tray 
for instance. This is something that every car owner needs and wants. It 
appeals to the eye and to the pocketbook. This popular ash tray is easily 
attached. It is made from heavy brass and finished in durable nickel plate. 
The list price ts only one dollar. 


Empress Grease and Oil Cups are well known everywhere for their quality. 
They always sell well. The valve grinding tool display shown below is 
another fast moving item. This tool is used with an ordinary brace, the jaws 


We help you sell Bowen Products by supplying you with saleshelps in the 
form of counter and window displays. 


Why not write for further information? 





BOWEN PRODUCTS CORPORATION 


New York 


GRINDING TOO! 
yj \ j ‘vv Up y/ i ,, U \] * 3 KO} oS, ] o 





Empress No. 120 Valve Grinding Tools 
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URING 1925 motorists used 50 MILLION Shaler 
Patch-&-Heat Units. This enormous repeat business 
was produced by the sale of Shaler 5-Minute Vulcanizers 
_ in previous years. And the first part of 1926 shows a | 
60% gain over the same period last year. The more vul- "H wy 
canizers you sell, the more of this big repeat profit you will Kv yy 
get—without asking for it. Send for colorful display mate- 
rial to tie your window to Shaler’s big advertising every 
week in The Saturday Evening Post or Liberty, other na- 
tional magazines and farm papers. It’s free. 


C. A. SHALER CO. + + + WAUPUN, WIS., U.S. A. 
World’s Headquarters for Tire Repair Equipment 


—— 


World’s Headquarters for Tire Repair Equipment 
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Right Answer 
to the 
Tire Question 


F you have experimented 

with a line of tires that has 

not proven satisfactory — take 
another chance and try 


Badger 


Dealers almost everywhere are 
most enthusiastic over its fine 
quality, unusual serviceability 
and business building possibili- 
ties. It’s profitable, too. 


Dealer trade supplied through 
leading Jobbers. / 


The Badger Rubber Works 


October 28, 1926 
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Have You Seen the New 
American Beauty? 


Never have you been offered a 

better proposition on a salable 

Washer. We are in position to 

> sell you the “AMERICAN 
pul BEAUTY” under a very attrac- 


tive arrangement. 








round back angles, its aluminum 
top and lid, making for neat ap- 
pearance, are all good selling 
features. The aluminum agitator 
is of special design having water- 
space under the baffles causing 
duplex washing action. 


The “AMERICAN BEAUTY” is 


a fast Washer yet one that is easy 
on clothes. The: safety-first alu- 
minum wringer has large white 
semi-soft rubber rolls. — 


' . | Its beautiful full cabinet with 



































Machine-cut gears throughout. 


Let us explain the “AMERICAN 
BEAUTY” and tell you about our 


proposition without obligation. 


THE GEO. WORTHINGTON CO. 


Cleveland, Ohio 
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Hygrade Lamps 








Let this winsome little maid help 
you sell Hygrade Lamps. 


Her bright eyes sparkle a welcome and her sunny 
smile says: “See what a treasure I have found!” 


Put her in your window with a carton of Hygrade 
Lamps at her feet. You'll have a display that will 
attract attention and make sales. 


If you want this attractive young lady to brighten 
your store, write to your jobber or direct to the 
Hygrade Lamp Company for window display W17. 








mceandes 


Licensed under | 
cent lamp patents 








HYGRADE LAMP CO 
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SINCERITY 


The key-note of the entire Peerless policy is Sincerity. High 
quality products, business friendships, confidence, service— 
none of these are possible without Sincerity. It exists in the men 
who build the fans, the men who sell them and in the executive 
management. 


We are building Sincerity into our manufacturing and mer- 
chandising program in order that we may offer you a product a 


little finer and a business policy decidedly more pleasant. 


Your association with Peerless will pay an extra profit in 
complete satisfaction. 


THE PEERLESS ELECTRIC COMPANY 
WARREN, OHIO 


MOTORS GENERATORS 
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New Horton 
- Automatic 
lroner 
{ Gas or Electric} 





» Die 
| Horton No. 34 
5 F&lectricWasher 


{Submerged 
cAgitator } 





cA Horton for every 
purse and purpose 


HORTON AUTOMATIC IRONER HORTON NO. 30 
30 inch Roll, Gas and Electric Heat Peerless Water Motor Washer 
HORTON No. 34 HORTON No. 22 
Submerged Agitator Washer Miracle Hand Power Washer 
HORTON No. 40 HORTON No. 23 
Three Cup Suction Washer Motor High Speed Hand Power 
HORTON No. 33 Washer 
WoodTubElectricAgitatorWasher }{}ORTON No 35 
HORTON No. 33-P Single Cup Vacuum Hand Power 
Wood Tub Power Washer Washer 








HORTO 











by the Largest 
Washer Dealer 
in the Country 


and why / 


WASHING MACHINE DEALER, 
OF considered as the largest in this 

country, with fifteen years’ experi- 
ence selling most makes and types of wash- 
ers, has just decided to adopt the Horton line 
exclusively. For seven years he has handled 
Horton. On the record of actual sales and 
service, he now chooses Horton alone. 
We do not, however, gauge our success by the 
size of our dealers. In the list of regular Horton 
customers are many of the largest—and also many 
of the smallest dealers in the country. Business 


relationships stretching over periods of fifteen, 
twenty, and even fifty years are not uncommon. 


What is it that ties these dealers to Horton, year 
after year, in good times and bad? 
Fundamentally, it is the spirit in which Horton 
does business. 

We try to humanize our business relationships— 


to develop friendships —and thus build our own and 
our customers’ business on the firm foundation of 
confidence. 

Every man in the Horton office and plant is con- 
scious of the tremendous obligations involved in 
such relationship. 

And so Horton Washers and Ironers must be as 
good as it is humanly possible to make them in 
order to keep faith with our friends. 


Horton Manufacturing Co. 
Fort Wayne, Indiana 


Washers 


lroners 





GOOD PRODUCTS — Yes / and above all else: GOOD FRIENDS 
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Sell 
Champion Lamps 


HARDWARE AGE 


Clear or 
Frosted 





25 Watt 





40 Watt 





50 Watt 





60 Watt 


Because— 


You Keep Your Inventory Cost Low—Increase Your 
Turnover and Profit with Champion 24-Hour Delivery 


Service. 


Because— 


Champion Co-operative Advertising Increases Your Lamp 


Sales. 


Your Jobber Can Keep You Supplied 


CONSOLIDATED ELECTRIC LAMP CO. 


208 Maple St. 
Massachusetts 


DanVers 





100 Watt 
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Develop Chain Sales For a Bigger Hardware Business 


) 
w | 


No. I No. 2 No. 3 
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There are 101 Uses 
for these 10 Chains 


In their various sizes, these ten patterns 
cover 90% of all chain uses. They are 
made up into chain specialties such as 
those shown below—quick selling items. 
When sold on a footage basis they are 
also in great demand. 


Chain is taking the place of cord or rope 
for countless purposes—it’s stronger— 
won't rot, fray and break—looks better, 


WELDED CHAIN 


. 1—General Utility Chain 
. 2—Elwel Coil Chain [Twist Link] 


. 3—Elwel Coil Chain [Straight Link’ 


. 4—Elwel Passing Link Chain 
. 5—Elwel Truck Chain [Twist Link 


Note These Uses for These 10 Chains — You Can 


lasts longer and it’s more economical. 
How many of the chain specialties listed 
below do you carry in stock? You're 
missing big chain profits if you fail to 
display them. Check the list—by fea- 
turing these uses you will quickly in- 
crease your chain department turnover. 
Many dealers are doing this. Why not 
get these profits? Ask your Jobber’s 
Salesman to show you the ACCO Line. 


WELDLESS CHAIN 
6—Tenso Patterns 
7—Lock Link Pattern 
8—Niagara Pattern 
. 9—Register or Safe Chain 
. 10—American Pattern—Sash Chain 


Suggest Many More 


Welded Chain 
Heel Chains 
Cart Back Chains 
Tug Chains 
Breast Chains 
Stage Traces 
Stake Chains 
Butt Chains 


Halter Chains 

Cow Ties 

Dog Chains 

Truck Chains 

Barrier Chain 

General Utility 
Chain 

Tail Board or End 
Gate Chains 


Wagon Chains 
[all types] 
Log or Binding 

Chains 


Weldless 
Chains 


Halter Chains 
Dog Chains 





Dog Leads 


Kennel Chains 

Cow Ties 

Tie Out or Picket 
Chains 

Porch Swing 
Chains 

Hammock Chains 

Anti-Spreader 
Wagon Chains 

Sash Chain 








ACCO CHAIN 


“A style for every purpose” 


AMERICAN CHAIN COMPANY, /nc., Bridgeport. Conn. 


In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 


District Sales Offices: Chicago New Y ork Philadelphia Pittsburgh 
Largest Manufacturers of Welded and Weldless Chains for All Purposes and WEED Line of Automobile Accessories 


Boston San Francisco 
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“lll Show You the Profit in Wire Lawn Fence’’ 


“Ten years ago few hardware dealers sold lawn fence. Now they 
realize that good wire lawn fence is one of the biggest money makers 
in the hardware trade. 


“T’ve talked with lots of these merchants and they all agree that when 
a home owner buys sufficient fence to beautify and protect his property, 
he wants the best and is willing to pay for it. 


“Right here let me tell you that the Ornamental Wire Lawn Fence 
made by the Dwiggins people is a real profit producer. This fence has 
the backing of an old established concern. It is known for its rare 
' artistic beauty and everlasting service. 


“Tt comes in many attractive styles and is the only wire fence so con- 
structed that the pickets can be replaced at any time if any accident 
: should happen to damage the fence. It is also practically sagless, but 
should tightening ever be necessary it can be easily done with our 
| Improved Fence Stretcher. The Dwiggins Steel Fence Posts are also 
good sellers. 

“The Dwiggins people have greatly increased their facilities and can 
take care of any size orders. If you'll write them they'll send you Cata- 
log, Prices and Full Information.” ‘ 








Dwiggins Wire Fence Co., | Anderson, Ind. 


No. 45 Complete Lawn Fence with Style “D” Wire No. 10 No. 80 Complete Lawn Fence with Style “B” Wire 






This fence gives a yard a classy appearance, is 
not expensive and will outlast a wood fence 
many times over. Our Non-Pullable Fence 
Posts sre supplied with this fence. 


A most artistic fence and one of our best sell- 
ers. Has continuous steel rail which braces 
the fence throughout and holds it in perfect 
line. All fabrics heavily galvanized. 
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Tider the Work 


out of Mowing 
the Lawn 











Only ruggedness and simplicity 
make power mowers like this 
Jacobsen thoroughly practical. 
That is why these smaller power 
machines, which cannot be de- 
pendent on constant expert atten- 
tion, are so often Timken-equipped. 


The engine supplies the muscle 
and Timken Bearings take the 
blows, both from the power im- 
pulses and from rough ground. 


The working capacity of Timkens 
is greater, they Save power, fewer 
parts are required, perfect en- 
closure is possible, and Timkens 
ordinarily need lubrication only 
once a season. 


Timkens mean long life with least 
attention, and the public accepts 
that meaning when you mention 
Timkens. They are a big asset 
mechanically andin your Selling. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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The Wm. Schollhorn Co., 

















For the Husky Boy 





Here is a remarkable pair of Lineman’s 
Pliers. They retail at $2.50, but they 
couldn't be made any better at any price. 


Made of specially treated alloy steel. 
The cutters will cut tempered steel piano 
wire. The milling is hard and will stand 
up, giving long life to the grip of the 
jaws. 


A square recess between the jaws pro- 
vides a splendid lag screw wrench. 


The joint is of special design. You can 
use the sides of the pliers for a hammer 
and they will not “freeze” up. 


Order from your jobber. Write us if 
he doesn't carry the Bernard line. 


BERNARD 


TRADE MARK REG. 


PCIERS 


ial 


Dept. H., New Haven, Conn. 
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$2.50 
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WHEELBARROWS 


Th e Sell a wheelbarrow that will enable your cus- 
tomer to cut down time and cost of material 


Outstanding handling with a wheelbarrow built to carry a 


maximum load with the minimum of labor. 


General Bull Frog No. 42 is engineered from the han- 





dles to the nose to do a job for the contractor. 


r urpose The deep, seamless tray carries a full load 


without spilling. The easy-running, never- 
Barrow break wheel and the shaped handles enable 


ON you to get a bigger result per hour of labor 
cost. And it’s built to last. Write us for speci- 
fications, prices and catalog showing Bull 
Frog barrows, carts, and scrapers for every 
purpose. 





The Toledo Wheelbarrow Company 
TOLEDO, OHIO 
Branch Offices and Warehouses: 


Philadelphia Chicago 
233 North 12th St. 69 E. Wacker Drive 


Put one of these to 
work alongside any 
other barrow and 
you will soon see the 
difference. 
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ATIO DVERTISING 
WILLINCREASE YOURLANTERN SALES/ 


7 AIMELY reminders make many sales! Remind nearly 





SEVEN MILLION people of a timely need and SOME- 
THING HAPPENS! 


Which is only another way of saying that Dietz Lantern Adver- 
tising—now appearing and to appear until Spring in all the leading 
National Farm Monthlies—read by nearly every farmer in the 
land—will increase sales of Dietz Lanterns in practically every 
hardware store. 


Help yourself to a greater share of this stimulated lantern business 
by doing some “reminding” of your own! Let Dietz Lanterns be 
SEEN and they will be HEARD in extra rings on your cash 
register ! 

Can We Send You a Window Display? 


R. E. DIETZ COMPANY, NEW YORK 


Largest Makers of Lanterns in the World—Founded 1840 
Output Distributed Exclusively Through the Jobbing Trade 


‘iar 


LANTERNS 4 
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More Hardware Stores Should Handle Refrigerators 


Many hardware dealers have built up a nice business on the Challenge 
line. 


But there are still a good many others who pass up these profits and 
send their customers down the street to a competitor when they want to 


buy refrigerators. 
Write to your jobber or to us about putting in the Challenge line. 


See our line in Hardware Buyers Guide and Directory. 


CHALLENGE REFRIGERATOR CO., Grand Haven, Michigan 
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MANY ATTEND 
* SECOND RED 
‘ARROW AUCTION 


Another Thousand Dollars 
Worth of Merchandise is Sold 
at Auction Conducted at Ca- 
pitol Theater by Number of 
Delphos Merchants Saturday 
List of Successful Bidders. 


—— -_ — ——— 








The second Red Arrow auc- 
tion was held Saturday when 
another $1,000 worth of mer- 
¢chandise was sold by Delphos 
Red Arrow merchants. 


Large crowds attended the 
auction at which 157 articles of 
merchandise were sold for Red 

Arrow money. Money from 
| Findlay was found in some of 

that turned in by bidders at this 
sale. 

In order to allow the bidders 

to take their purchases’ with 
| them immediately, the Red Ar- 

row merchants had the articles 
on display at the Capitol, whére 
| the auction was held. Only half 
fof the articles, however, could 
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“GET IN THE GAME, JOHN” 


How Often We Hear This Expression Between Men and How Much It Means 


Everybody wants to get ina game of some sort; 
they just need samebody to start the game and 
say, “Come on.” 


Read how the “Red Arrow” game in Delphos, 
Ohio, sold $1,000 worth of merchandise at a 
Red Arrow auction. 


Red Arrow will sell anything from a roll of 
fence wire to a pound of beeswax. It is a 52 
weeks tried and proven game-after-game-ser- 
vice that brings the entire buying population 
into a game in which they cannot only profit 
by buying but they have a game-interest in 
buying. 


Red Arrow Service is an honest service, hon- 
est to merchant, honest to the consumer. It 
combines every element of dignified merchan- 
dising plus the added feature of getting fun 
out of business. 


It meets mail-order competition and 
brings in cash for purchases. It is 8 
years old, and 1,000 merchants are 
using it now. Just say “I’m curi- 


99 


ous.” No obligation. 
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SIGN AND MAIL 


MR. C. E. DEPEW, 
c/o Red Arrow Service Co., Springfield, Ill. 











———  —————— 
__ 
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TRACE 


Without obligation I would like to know more about Red Arrow Service to retail 
merchants 
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WS-75A Dish Drainer WS-67 Dish Drainer 


Three Fast Selling Dish Drainers 


UNION Dish Drainers are good, steady sellers because they drain dishes perfectly. 
Homes, restaurants, hotels, clubs and boarding houses all need them. Their 
neat appearance, sanitary construct:on and durable quality make friends and 


hold trade. 

The three styles illustrated are very popular. 

The New WS-75A pattern with basket for silverware is an especially big seller at 75 
cents and returns a liberal profit. 

Style WS-67 is also a great favorite and a remarkable value in a cheaper drainer. 
Prices range at 19 cents to 25 cents. 


The WS-50 drainer round style with silverware basket in the center had a record sale 





last vear. 
The UNION Line includes all styles and sizes retailing from 19 cents to $2.00 each. 
Send for New Trade-Price List. 


GOOD 
Profits 


WS-50 Dish Drainer 














UNION STEEL PRODUCTS CO. 
Albion, Michigan 
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THESE TWO SELLERS 





For Hunting Season 





IVER JOHNSON 


Hammerless Double Barrel 


SHOT GUN 


Made in 12, 16, 20 gauge 
and .410, in both Plain Extrac- 
tor and Automatic Ejector. 
Sportsmen everywhere are buy- 
ing these guns, as price and 
quality meet. 





WILL 
MAKE 
MORE 

MONEY 
FOR 
YOU 




















IVER JOHNSON 
JUNIORCYCLE 


—A revelation in beauty, style 
and mechanical innovations. 
Beautifully enameled in Red or 


Blue, with ‘“‘Duco”’ White head. 


It sells on sight! 


Other Dependable 


IVER JOHNSON 





Sellers we manufacture are 


SINGLE BARREL— 


SHOT GUNS 


SAFE REVOLVERS— 


Champion in different gauges. 
Matted Top Rib in 12, 16, 20 and 


410. 
Special Trap, Ventilated Rib, 12 


gauge. 
Different calibers including the Iver 


Johnson 32 Special with choice of 
finishes, lengths of barrels and grips. 


Velocipedes and Bicycles 


Our complete line comprises profitable sellers for Hunting and Holiday Season. Write 
for price information. State what line you are interested in—Firearms or Wheel Goods. 


Iver Johnson’s Arms & Cycle Works 
332 River Street, Fitchburg, Mass. 
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Qhe FASTEST-SELLING GAS RANGES 
FAVORITE has ever built / 


The new Favorite Gas Range; with Thermal Insulated 
oven, pictured above, heats to 500 degrees in nine minutes—main- 
tains any desired temperature with half the gas required by an ordi- 
nary range—has the exclusive Favorite Expansion Oven—and is 
strikingly beautiful with rounded corners, flush front, concealed 
bolts and hinges. 


The oven may be expanded to double its capacity 
without increasing gas consumption; retains the heat within the 
oven where it belongs; cooks on imprisoned heat at least 50% of 
the time under automatic control; cuts gas bills in half; and prac- 
tically eliminates shrinkage of food. 


This new range with Thermal Insulated Oven is selling 
so successfully that Favorite has been able to triple its production 
which makes possible NEW LOW PRICES! 


Increase your range business with the remarkable sell- 
ing features and demand for this new Favorite Range. 


The new 35 Series Favorite Gas Range, illustrated 
above, is at least a year ahead of the market. It makes other gas 
ranges appear old-fashioned. 


It is the lowest-priced gas range that Favorite has ever 
produced, considering size, performance and beauty. 


The baking oven is 20 inches deep and 13 inches high 
and is the fastest in America—500 degrees in nine minutes. It is 
completely finished inside with granite porcelain and equipped 
with gtay iron oven bottom. 


Unusually beautiful appearance with smooth surfaces, 
rounded corners and concealed bolts and hinges. Large cooking 
top is 34 inches from the floor. 


Here Is UNQuestTionABLy Tue Best VALue IN THE 
Gas Rance Business Topay. Write us 
for full information. 


NOW!~for Immediate SALES 





Favorite Stove & Ranoe Co. 
Piqua, Ohio 


Mail at once full information and prices on: 
(] Favorite Thermal Insulated Gas Ranges 
[} The new 35 Series Favorite Gas Range 
Signed 
a 
City 
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FAVORITE 
Stoves & Ranges 


Gas ~ Coal~ Oil- Combination 


cMade in Piqua, Ohio. | 
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Complete Report of Atlantic City Hardware Convention 109 
Giving a full account Proceedings. Many topics vitally 
affecting the welfare of the industry discussed and 
analyzed by leading minds in the hardware field. 
Oliver Brothers Chart 145 
Mail Sack, by Saunders Norvell 150 
Making the “Extra” Paint Sale 152 Bringin g the 
“What Killed My Business,” by Charles P. Catlin 176 
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How Can the Salesman Be of Greater Service? 
Door 
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Washington Letter, by L. W. Moffett 158 the wholesaler and the manufac- 
turer but YOUR interests as a re- 
Cap Screw Price Lists, by M. M. Godschalk 160 tailer, as has the Atlantic City 
General Market Information 162 Convention. . 
In this issue we bring the entire 
proceedings to you. You will find 
in it the opinions of the leading 
minds in the hardware field. 
Whether it is of any value to you 
Branch Office Representatives of Hardware Age or not depends on your intelligent 
interpretation of. the various 
Editorial speeches. 
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Beautiful Forged Iron Hardware 
Now within Reach of All ~~ 


HE makers of I 

the famous 

McKinney 
Hinges have answered 
the call for reasonably 
priced Forged Iron Hardware. 
Few other products have re- 
ceived such a universal wel- 
come. Architects have been 
profuse in their congratula- 
tions. Builders have filed their 
names with us to be continu- 
ally posted on every available 
item. The outstanding job- 
bers have put through extensive stock orders. 
Builders’ Hardware departments have booked 


many orders even before they had received their 


samples. And most significant of all, thousands 
of consumers are writing for the Forged Iron 
Brochure and the names of merchants who sell 


MCKINNEY 
FORGED IRON 
' HARDWARE 


The authentic beauty of McKinney Forged 
Iron, the practical knowledge of hardware- 
application which was its birthright and the 
thorough advertising and merchandising be- 
hind it have made this product a sensation in 
the hardware field. 





ee 


The unretouched photo- 
graphs of three delightful 
pieces of the Etruscan design 
give tangible evidence of the 
beauty of line and texture em- 
bodied in each unit. 

The obviating of all forged 
iron application difficulties by 
correct design has made the 
McKinney pieces favorites with builder and 
architect. The completeness of the line fur- 
nishes another very definite asset. 

To be without representative samples of 
McKinney Forged Iron Hardware in your 
display room is to risk the loss of a lucra- 
tive business. Full-page advertisements in 
Vhe Saturday Evening Post, House & Gar- 
den, House Beautiful, plus the building and 
architectural papers are sending buyers to 
the merchants who realize 
the call for this Forged Iron 
Hardware is great—and 
still growing. 

Use the coupon if you 
have not received full in- 
formation on McKinney 
Forged Iron Hardware. 





MAIL THIS COUPON 





—— 





Forge Division, McKinney Manuractrurinc Company, Pittsburgh, Pa. 
Please send catalog entitled “‘ Forged Iron Hardware by McKinney” to 


Name................ . SO aS Oe ee ee Address ete See of 
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Convention Facts 
_ s ) aaa 1—American Hardware Manufacturers Associa- 
tion. 
2—National Hardware Association of U. S. 
3—Accessories.and Metal Branches of N. H. A. 
PURPOSE .. _. To discuss and discover how distribution costs may 
be reduced and held in check. 
alae ea nerigta aare Oct. 18-22, 1926. 
PLACE Ambassador Hotel, Atlantic City, N. J. 
ATTENDANCE ........ Total registration approximately 1600. 








OFFICERS FOR 1927 | 


Although a convention of 


Walter H. Donlevy, Carter, Donlevy & Co., 


Philadelphia, was elected president of the 


National Hardware Association. 


Dennis A. Merriman, American Steel & Wire 
Co., Chicago, Ill., was elected president of the 
American Hardware Manufacturers Associa- 


tion. 


manufacturers and jobbers, many problems vitally affect- 


ing the interests of the retailer were discussed—-so much so, that officers and many mem- 
bers of the National Retail Hardware Association participated. 
(The full report of the convention appears in this issue) 
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W. H. Donlevy 


ch E can face the future with a 
\ \ great degree of confidence 
and can safely pitch our tents 
in the camp of the optimists and give 
thanks that we are living in the most 
highly favored nation on the globe,” 
declared W. H. Donlevy, Carter, Don- 
levy & Co., Philadelphia, Pa., in closing 
his annual address as acting president 
of the National Hardware Association. 
Mr. Donlevy was chairman of the 
opening joint meeting held at the Chel- 
sea Hotel, Atlantic City, N. J., Tuesday 
night, Oct. 19. 

The invocation was given by Dr. Ed- 
ward Yates Hill, D.D., Philadelphia, 
Pa. The chairman introduced S. Hor- 
ace Disston, Henry Disston & Sons, 
Inc., Philadelphia, president of the 
American Hardware Manufacturers 
Association; Hobart Beatty, Clinton, 
Ill., president N. R. H. A.; Herbert P. 
Sheets, Indianapolis, Ind., secretary- 
treasurer N. R. H. A. Each made an 
appropriate response to the chairman’s 
welcome. 

President Donlevy’s address was 
thoroughly optimistic. In part he said: 

“Modern conditions under which we 
now live, and recent scientific inven- 
tions, have created new industries and 
new policies and those of us who do 
not adjust ourselves thereto must fall 
by the wayside. 


Chain Stores to Stay 


“The catalog houses and chain stores 
are here to stay. Their one feature 
mostly to be envied is their ability to 
do such a large volume on a strictly 
cash basis. Wholesalers and retailers 
both should endeavor to discover legiti- 
mate and efficient methods to meet this 
competition. 

“We are assembled in a time of gen- 
eral prosperity and we may briefly 
touch upon those fundamental factors 
which largely contribute to it. 

“Tron and steel has always been and 
still is one of the key industries of the 
country. During the first half of the 
year the steel manufacturers were able 
to maintain an average of 87 per cent 
ingot output—a percentage never be- 
fore equaled. Bank clearings and car 
loadings have been of record propor- 
tions. 

“Agriculture is one of the main props 
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Intelligent Optimism Is Keynete of Acting President’s Address— 


Presents Facts and Statistics Indicating Basically 


Healthy Conditions in Industry 


upon which we depend for national 
prosperity and it is gratifying to note 
the situation of the farmer is some- 
what improved and his purchasing 
power is increasing. 

“Our country is remarkably free 
from strikes and labor troubles and the 
percentage of unemployment is small, 
The American workman, always the 
best paid of any in the world, is today 
enjoying higher wages than ever before 
and labor’s standard of living is con- 
stantly rising. 


Stock Ownership Increases 


“In this connection, another phase 
of the situation well worth our notice 
is the continued increase in ownership 
in the stock of many corporations by 
the employees. Statistics recently pub- 
lished state that 315,497 employees hold 
stock, valued at $455,000,000, in 22 
representative corporations. 

“Building construction continues on 
a large scale throughout the country, 
distributing large sums in wages and 
consuming much material, including 
hardware and furnishings. It is pleas- 
ing to note the earnings of the princi- 
pal railroads of the country are in- 
creasing, which will enable them to 
purchase needed equipment and im- 
provements. The present method of 
distribution of hardware, viz., from 
manufacturer to wholesaler—whole- 
saler to retailer—has been in vogue 
since the industry was in its infancy. 
It is both the natural and logical 
method, and I believe will continue in- 
definitely. 

“Those wholesalers who have made 
earnest efforts to ascertain the require- 
ments of the trade and territory they 
serve and who carry the requisite 
diversified stocks, are, by reason of the 
efficient transportation facilities and 
delivery systems now prevailing, ren- 
dering the best service in the history 
of the industry. 

“How to remedy this situation is one 
of our perplexing problems. 

“As the consuming public is more 
and more catered to, it frequently 
makes unnecessary demands upon the 
retailers, who in many cases pass them 
to the wholesalers, resulting in increas- 
ing the cost of doing business. 

“This additional cost should be 


borne by those creating it and who 
receive the benefits. The expense of 
doing business is one of our ever pres- 
ent problems and is of paramount im- 
portance. Every possible effort is be- 
ing made to effect economies in distri- 
bution. 

“As business men we are, or should 
be, interested in everything pertaining 
to good government. Many communi- 
ties are suffering today from high costs 
of local government, resulting in ex- 
ceedingly high taxes, which have be- 
come burdensome. In a number of 
cases cities have reached the limit of 
their lawful borrowing capacity. High 
taxes have advanced the cost of every- 
thing, merchandise, food, fuel and 
transportation, and are factors in the 
cost of doing business and living costs. 

“It is pleasing to note that business 
men in many localities have become 
aroused at this unsatisfactory condition 
and have started a movement toward 
reducing the cost of municipal govern- 
ment, and a consequent reduction in 
taxes. This movement is taking shape 
in Boston, St. Louis, Denver, Chicago, 
Indianapolis, Seattle and other smaller 
cities. 

Hoover’s Efforts Endorsed 


“We heartily endorse the successful 
efforts of Secretary Hoover in his cam- 
paign of eliminating waste by simpli- 
fying sizes, patterns, styles, etc., in 
many lines. 

“We recognize and applaud the 
splendid educational work that has been 
done by the National Retail Hardware 
Association. This is one of the out- 
standing progressive associations of the 
country, and we wish them abundant 
success in their efforts in the future. 
Our relations with our sister organiza- 
tion, the American Hardware Manufac- 
turers’ Association, are friendly. 

“T desire to pay a word of tribute to 
the trade press. These progressive 
journals are ably edited, and are an 
educational factor of much value. 

“There has been an absence of violent 
fluctuations in prices during the year, 
making it possible to conduct business 
on a more even keel, although unsea- 
sonable weather has retarded the sales 
of some lines, resulting in a carry-over 
for another year.” 
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President S. Horace Disston Reviews 
Association’s Activities, For Past Year 


Manufacturers Association Head Tells of Participation in National Retail Con- 
gress—Calls on Younger Men of Industry to Take More Active Part and 
Asks Members to Assist Secretary to Increase Membership 


American Hardware Manufac- 

turers’ Association 
1925 convention, President S. Horace 
Disston, Henry Disston & Sons, Inc., 
Philadelphia, Pa., told of the resigna- 
tion of Fred D. Mitchell as secretary- 
treasurer and the association’s good for- 
tune in securing Charles F. Rockwell 
to fill the vacancy. Commenting on the 
death of prominent hardware men and 
urging younger members to take more 
active part in the association work, 
President Disston said: 

“A large measure of the activities 
of the American Hardware Manufac- 
turers’ Association centers about the 
several conventions of the year and the 
work of our executive committee, our 
representatives in the hardware coun- 
cil and the personal service rendered 
by our office under the direction of the 
secretary. 

“Owing to the diversity of lines rep- 
resented in the Association, such re- 
search work as has been undertaken; 
matters affecting standardization; sta- 
tistics and kindred activities have been 
handled in groups, and for this reason 
the president need not inflict upon you 
the voluminous report which so fre- 
quently characterizes official addresses. 

“On May 10 our executive committee 
met in joint session with the executive 
committee of the National Hardware 
Association, at which John M. Townley 
presided, and in the work of the meet- 
ing Ray P. Van Camp took prominent 
part. Both of them apparently in such 
good health and spirits, it seemed in- 
credible when, within the succeeding 
month, we were shocked to learn of 
the sudden passing of these two big 
men, so prominent in their respective 
communities and respected throughout 
the hardware world. 

“As we heard from Mr. Donlevy last 
night, there are many other prominent 
men in the hardware industry who have 
passed in the last year. In the latter 
part of August we were grieved at the 
death of one of our oldest and most 
intimate associates, Mr. F. S. Kret- 
singer. From its very beginning Mr. 
Kretsinger took deep interest in the 
Association, served as president and 
until the last was active in its affairs. 
While a matter for the resolutions com- 
mittee, I cannot forbear this recogni- 
tion of the passing of these three good 
friends. 

“The death of men like that in our 
Association serves to remind me of 


RR american the progress of the 


since the | 





ROCKWELL, 
treasurer, and §. Horace Disston, presi- 
dent of the American Hardware Manufacturers’ 


HARLES F. secretary- 


Association. This was Mr. Rockwell’s first con- 
vention in the office of secretary. He is to be 
highly complimented for the exceptionally fine 
program and for the smoothness with which the 
convention was conducted. Much praise was 
heard in Atlantic City about the efficiency and 
energy displayed by the new secretary 
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what I believe is a necessity for our 
Association; that is, the fact that we 
must have the same as we have in our 
business, younger people coming along 
so that when something happens they 
can take up the reins where we left 
off. We hope and trust that the mem- 
bers of the Association will become 
more active in the work of the Asso- 
ciation, in committees, and so on, be- 
cause it is going to be vitally neces- 
sary for the life of the Association, 
and we know that you are interested in 
that or you would not be here. We 
hope that the members will be more 
interested in Association work so that 
we stand for something and do real 
work. 

“The Atlanta Convention with the 
Southern Hardware Jobbers Associa- 
tion was the usual extremely pleasant 
and highly successful occasion. At- 
tendance this year was unusually large 
and indicated the cordial feeling that 
exists between these two organiza- 
tions. 

“The annual Congress of the Na- 
tional Retail Hardware Association is 
always an_ event worth emphasizing, 
and their meeting at Indianapolis in 
June was particularly interesting. 
The American Hardware Manufactur- 
ers Association was officially repre- 
sented by a number of its officers and 
members of the executive committee. 
Many of our members likewise were 
present and applauded the business- 


like way in which the problems of the 
congress were disposed of. 

“The next Retail congress will be 
held at Mackinac Island in June of 
next year, and manufacturers will by 
their attendance not only pay a de- 
served compliment to our retail friends, 
but also learn through observation 
what results the officers of the Na- 
tional Retail Association are able to 
secure. Meetings open promptly with 
full attendance, each and every one ac- 
counted for. Perhaps they have the 
advantage of us in that their conven- 
tion is composed of men specifically 
delegated by the different state asso- 
ciations to represent them and are 
thus in duty bound to respond to each 
and every roll call. 

“Every feature this year on our 
convention program is of timely inter- 
est and busy men of national reputa- 
tion have favored us by their presence. 
Our sessions will be called promptly at 
the hours scheduled, and I know that 
you will show your appreciation to the 
men who will address you by being in 
your places promptly and in goodly 
number. 

“There is another point where I be- 
lieve our membership can help us con- 
siderably. There is no question in the 
world that such a group of manufac- 
turers as we have in our association 
can do a great big work. We can’t do 
a great big work unless we are going 
to have members, and I believe you 
gentlemen who have been attending 
these conventions for a great many 
years and know the benefits you derive 
from them, because I am sure every 
one of you do, could in your towns and 
cities where your business and offices 
are, bring in other people in the hard- 
ware manufacturing business and tell 
them some of the advantages you your- 
selves derive in attending these con- 
ventions. 

“There are hundreds of large man- 
ufacturers of hardware who ought to 
be in our association. Some of them 
don’t know the advantages gained by 
joining. 

“Our secretary has, during the past 
year, been trying to let some of them 
know about these advantages. Of 
course, he finds it hard to do that by 
personal solicitation, but where possi- 
ble he has done it. He can’t travel 
into every city in the United States, 
but you gentlemen can help us in this 
work, we believe, and you will be help- 
ing your association if you do so.” 
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Hobart Beatty Analyzes Consumer Advertising 
from Retailer’s Standpoint 


N. R. H. A. President Says Nationally Advertised Goods Do Sell Easier, But the 
Question of Adequate Margin on Such Sales Must Be 


IVING the retail hardware deal- 
er’s viewpoint on the selling 


of nationally advertised mer- 
chandise, N. R. H. A. President Hobart 
R. Beatty, Clinton, Ill., said that many 
nationally advertised goods formerly 
pushed by dealers are now merely han- 
dled due to small margin, because of 
price-cutting for advertising purposes. 
Mr. Beatty cited personal experiences, 
giving a very complete picture of the 
retailer’s viewpoint. In part he said: 

“Back a few years we were able to 
control a nationally advertised com- 
modity. We were able to go to work 
and sell it to our consumer and make 
the thing, which we were more inter- 
ested in possibly than any other one 
thing, and that was a legitimate 
margin. 

“As I view national advertising, it 
is purely a question now of margin. 
Many of the lines which we used to 
handle and which we used to push we 
are still handling but are not pushing. 
Why? Because of the lack of margin. 

“National advertising has a _ con- 
sumer value. A few days ago I was 


Given More Consideration 


i 
Hobart Beatty 
President, N. R. H. A. 


walking down the street of one of the 
cities and I noticed that in the wir- 
dow of a drygoods store—this was in 
Decatur, Ill., a town of 65,000, not a 
department store, but a  drygoods 
store—four different nationally adver- 
tised commodities, displayed in the 


At the left: Mrs. M. 
J. Lacey, Pyrex, and 
C. J. Prentiss, Van 
Camp Hardware & 
Iron Co. At right: 
J. G. O’Brien, Cald- 
well Mfg. Co., and 
R. W. Bolles, Animal 
Trap Co. of America 


window of that drygoods store at a 
price which was lower than I had ever 
heard of their ever being quoted, and 
I studied those prices and I wondered 
how they could make that kind of a 
price. I had met Mr. Williams, the 
manager of that store, sometime back, 
and others that I talked with. As I 
studied those prices I wondered if Mr. 
Williams would tell me why he is do- 
ing that and where he buys nationally 
advertised commodities. One of them 
was a hardware article. The other 
three were nationally advertised toilet 
articles, one a tooth paste and the other 
a talcum powder. So I went in and 
asked for Mr. Williams. He was not 
busy, and I told him briefly what I 
wanted to know. He says, ‘Beatty, we 
lose money upon that.’ I said, ‘Why 
do you do it?’ He says, ‘Do you know 
that we carry in our window every 
week two or three or four nationally 
advertised articles and sell them at a 
loss and charge the difference up to 
advertising?’ I said, ‘Mr. Williams, I 
don’t believe that that is the proper 
method of distribution, is it?’ He said, 


























October 28, 1926 HARDWARE AGE 113 






Not 


OP ROW—lIeft to right—Mrs. H. R. 
Beatty, Clinton, IIL, Mrs. R. J. Atkinson, 
Brooklyn, N. Y., a rs. H. P. Sheets, In- 
dianapolis, Ind. 
Second Row—left to right—In circle, Mrs. 
. A. Hammond, then -— & - napp, 
Mrs. P. J. Cosgrave, and Mrs. Will J. Fed- 
dery, Hardware Age 
Third Row—left to right—Mrs. H. W. Geller, 
St. Louis, Mo., Mrs. Liew S. Soule, Hard- 
ware Age, and Mrs. Geo. H. Griffiths, Hard- 
ware Age. In the circle, Mrs. R. Tenk, 
Quincy, Il. 
Bottom Row—left to right—Mrs. J. W. Wil- 
liams and Mrs. E. D. Jones 
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“I do want to congratulate our members on the fact that we have such a large 
turn-out of the ladies. I think this is the largest attendance of the ladies that we have 
had at any convention.” 


——S, Horace Disston. 
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‘It is not whether it is ethical or not, 
but whether it gets results. It gets 
us results, because we have people com- 
ing into our store, and what we spend 
money for advertising for is to get 
people into our store’. I said, ‘I agree 
with you that that is what we spend 
money for, but I question very much 
the ethics of that kind of advertising’. 
He said, ‘Don’t question me, just pick 
up the papers and read’. He said, 
‘Nationally advertised articles are 
nothing but footballs.’ 

“To you men who are vitally inter- 
ested in national advertising, you 
manufacturers, it is well to study the 
future results of what cutting prices 
will do. 


A Questionnaire 


“Now here is something that you 
manufacturers might be interested in. 
I have here two letters. I will read 
some extracts: ‘It isn’t often that we 
will write you about an advertising 
campaign in Liberty, but we have just 
received a contract for 1927 that opens 
up the whole golfer market to you. 
We know you are interested in that.’ 
Now in the third paragraph ‘Liberty 
is only two years old, but it is already 
carrying more advertising lineage than 
any other general magazine except one. 
Liberty has received an unparalleled in- 
dorsement by the nation’s leading ad- 
vertisers because of its ability to pro- 
duce results.’ Now another paragraph 
—In order to get the most profit out 
of this advertising, may we urge you 
to give an interested hearing to the 
Lewis salesman, and to cooperate with 
him in calling the attention of your 
customers to this advertising in 
Liberty!’ 

“The other, a questionnaire, and 
about fifty per cent of the question- 
naires have stamped envelopes for re- 
turn, and if they do not, they do not 
get any return from me. ‘We are 
trying to sell the Stanley Works, New 
Britain, Conn., on the benefit of adver- 
tising Stanley tools in farm papers. 
Recommendation has been made to use 
some mid-west State farm papers, such 
as Prairie Farmer in Illinois. The 
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J. Louis Schrade 
Schrade Cutlery Co. 


Stanley Works advertising department 
seems to favor Successful Farming in- 
stead of our recommendation. We are 
writing you and other hardware mer- 
chants in other sections to find out 
what the merchants’ judgment is. 
Which paper reaches the most farmers 
in your community, Prairie Farmer or 
Successful Farming? Please fill in 
the answers and give us the benefit of 
your judgment.’ 

“If we as retailers exercise our func- 
tion as the distributor of merchandise 
to our people it is up to us to get that 
merchandise into the hands of our peo- 
ple at a price that is right and at the 
same time with a margin that is justi- 
fiable to us. I hesitate to think—now 
get this—I hesitate to think that it is 
easier to sell nationally advertised 
merchandise than it is others—that it 
was the way of least resistance. Now 
then, if we as retailers are going to 
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look at it from the standpoint of ease, 
then we must take our hats off and say 
they are doing what is absolutely right. 
Are we performing our function as 
retailers when we look at things from 
the standpoint of ease? Is it not our 
duty as retailers that we do the best 
for our people and for ourselves? 

“Now just a word to the manufac- 
turers in regard to national advertis- 
ing as I see it; if you are going to 
market your products through the 
legitimate trades and through the 
legitimate channels of distribution you 
must stop—what I am saying is purely 
from the standpoint of the retailer, 
without going into the problems which 
no doubt you have thought of and prob- 
ably have and probably are working 
on—it resolves itself down to exclusive 
agencies. We as retailers would much 
prefer to sell a nationally advertised 
article providing we can control that 
article in our respective communities. 
It is easier to sell a nationally adver- 
tised article, no argument about that. 
I think we are all looking for the easiest 
way and we are not and we will not 
want to build up a trade for a na- 
tionally advertised article and in a few 
short years see it as a football in the 
dry goods stores, the chain stores, and 
used just to bring people into those 
stores so that they may sell other ar- 
ticles and make a profit. 


No Exaggeration 


“I could talk on about this for some 
time, but we are short of time, and I 
am not going to say anything more 
about it. I am going to talk directly 
to what I think the manufacturer 
should do for himself and for the re- 
tailer. In the first place, I think we 
take as good care of manufacturers’ 
help as the average hardware store. 
We aim to take care of them. We aim 
to keep everything that comes in from 
the manufacturer that we can use in 
every conceivable way as a sales help, 
but I do not believe I am exaggerating 
when I say that at least fifty per cent 
of the national advertising that comes 
in from the manufacturer goes into my 
waste basket.” 





J. S&S. 





At left: D. 
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Schumacher, Toledo Wheelbarrow Co.; W. D. Biggers, Continental Screen Co.; F. O. Schoedinger, the F. O. Schoedinger Co.; 
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Must Use Care Selecting Goods 


Nationally Advertised, Says H. J. Funk 


hardware jobbers in the Wednes- 

day afternoon discussion on 
nationally advertised lines, H. J. 
Funk, Albany Hardware & Iron Co., 
Albany, N. Y., said both jobber and 
retailer must use care in selecting such 
goods for sale. In part Mr. Funk 
said: 

“The sale of nationally advertised 
merchandise by a distributor and re- 
tailer is a question which is of vital 
importance today to the trade at large 
due to the fact that a great many 


[ harawa the viewpoint of the 


Job 





manufacturers do not seem to under- 
stand and realize that overhead ex- 
penses in the hardware trade have in- 
creased considerably within the past 
few years and that in place of in- 
creasing the differential between the 
cost and selling price they have actually 
in a great many cases decreased the 
margin of profit. Therefore the job- 
ber as well as the retailer must use 
care in selecting such nationally ad- 
vertised items as will show him a fair 
return on his investment. 

“Advertising creates demand; de- 
mand creates turnover; and turnover 
creates profit, providing there is a 
sufficient margin to begin with. 

“In selecting nationally advertised 
merchandise it is well for the jobber 
and retailer to have a thorough un- 





At left— John Donnan, 

sec’y, Southern Hardware 

ion Above—A._ E. 

Alverson, Greenlee Bros. 

Co. At right—H. J. Funk, 

Albany ardware & Iron 
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derstanding with the seller that the 
national campaigns which we hear so 
much of will cover at least a three 
year program. In the past a great 
many manufacturers have seen fit to 
start a national campaign for one 
year, send out their high-pcwered 
salesmen, overstock the jobber as well 
as the retailer, and when this has been 
accomplished, drop the campaign and 
the merchandise itself becomes dead 
closeout items in the stock. Therefore, 
I would strongly urge all manufac- 
turers when laying out their programs 





that they at least consider a three year 
period. 

“If you distribute in your territory a 
good line of nationally advertised mer- 
chandise and a competing manufacturer 
starts nationally advertising his line, 
it is the writer’s belief that you should 
select only one line and cooperate with 
that individual manufacturer giving 
him your wholehearted support and he 
in turn give you his support to the 
extent of placing in your territory at 
least one or two service men who can 
call on the retail dealers and explain 
to them that their factory is creating a 
consumer demand for the merchandise 
by national advertising, also explain to 
the dealer as well as the dealer’s clerks 
this line of merchandise in detail which 
is almost a physical impossibility for 


a jobber’s salesman to do. Also this 
service man should educate the retail 
dealer to the fact that when he is in- 
formed that the line of merchandise in 
question will be advertised in the 
national publications on such and such 
a date, the dealer should take these ads 
and if possible cooperate with a win- 
dow display and local advertising. 
“Why do some large jobbers dislike 
nationally advertised merchandise? 
There are two reasons, one that the 
manufacturers as a whole do not permit 
a fair return on the investment and 
the second that some jobbers prefer 
private brand merchandise which gives 
them a larger percentage of profit and 
also preserves their identity with the 
retail dealer, but I believe the day of 
private brand merchandise is past. 


Our Problem as a Jobber 


“Our problem today as a jobber, as 
I see it, is an educational one to the 
manufacturer for we must have a fair 
margin of profit if we continue to dis- 
tribyte their lines of merchandise. 
Manufacturers need distributors and 
we can render that service for them 
much more economically than the manu- 
facturers can themselves and if the 
manufacturers who believe in national 
advertising would play the game square 
we think this would be the best weapon 
in the hardware trade at large to 
combat chain store competition as most 
manufacturers realize that once their 
merchandise is sold by chain stores, 
mail order houses, etc., it simply means 
that these lines are used for leaders at 
cut prices which is nothing more than 
a slow, sure death to that particular 
line of merchandise. 

“Therefore, in closing I would again 
suggest that we as jobbers take the 
manufacturers into our confidence and 
let them know we must have a larger 
spread between our cost and selling 
price and ask that they insist upon all 
jobbers maintaining their suggested 
resale selling prices and that they con- 
tinue their national advertising cam- 
paigns which are of benefit to all 
concerned.” 
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Left to right—H. W. Fisk and J. J. Walworth, Rome Mfg. Co., with E. D. Jones, Yale & Towne Mfg. Co. 
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Anti-Trust Laws Unfair to Business Should Be 
Repealed, Says D. D. Peden 


Texas Jobbers Quote Hardware Age Article Treating with Subject as Handled in 
England — Offers Association Pertinent Resolution 


high expenses of doing business, 

and the difficulties of making a 
fair profit in legitimate business, D. D. 
Peden, Peden Iron & Steel Co., Houston, 
Tex., called for the repeal of the Clay- 
ton Act, Sherman Law and other so- 
called anti-trust laws which restrain 
business groups from maintaining fair 
prices. He urged members present at 
the Wednesday morning session of the 
jobbers’ convention to work for the 
passage of the Capper-Kelley bill, which 
would permit such organized effort as 
may be necessary for manufacturers to 
maintain prices. 


(| hich expense first on the present 


Refers to Hardware Age 


Mr. Peden quoted a recent article by 
Saunders Norvell, in HARDWARE AGE, 
urged all members to read it, then of- 
fered a resolution on the subject. In 
part Mr. Peden said: 

“IT want to refer to an article that 
appeared in HARDWARE AGE, Sept. 9, by 
Saunders Norvell, because I believe all 
of you who haven’t read this article 
should read it, as it is well worth your 
while, and in my humble opinion hits 
the nail on the head many times. 

“England is an older country than 
ours, and these merchants are doing 
business over the entire world. Mr. 
Norvell states: 

“*There are trade boards in England 
where the prices of the manufacturers, 
the prices to wholesalers and the retail 
prices to consumers on goods are all 
fixed. The British Government has ex- 
perts who sit on these boards, and the 
government, representing the people, 
has the right to establish fixed prices. 
These prices are maintained in the 
trade guilds and associations by agree- 
ments that, in this country, would make 
them outlaws, but that are accepted in 
England by the government and people 
as being entirely reasonable and satis- 
factory. 

“*This is true, not only of England, 


but of other European countries. In 
other words, a profit on a sale is recog- 
nized by the law as being essential. 
The man who destroys this profit is 
just as much an enemy to society as 
the man who would ask an exorbitant 


D. D. Peden, 
Peden Iron & Steel Co. 


profit. The whole question that this 
Anti-Trust Law should seek to cover, in 
my opinion, is: “What is a reasonable 
profit?” On this principle, the law 
should be based.’ 

“This, of course, is a big problem, but 
times have changed since the Sherman 
Law was enacted, and I believe it is 
time now it should be amended. It, of 
course, will be a difficult thing to do, 
and not only this association, but the 
other trade associations over the 
United States should help to secure its 
amendment. 

“Undoubtedly a great many of the 
other associations would be very glad to 
work along this line. 

“The government regulates and in- 
sists that the railroad companies make 
the same freight rates and passenger 
rates, the insurance companies all make 
the same rates and change their rates 


the same day, the oil companies sell 
their gasoline at the same prices, the 
labor unions all demand the same sal- 
aries, so why should the jobbers and 
manufacturers be considered criminals 
or lawbreakers, in case they should sell 
their goods at the same price, which 
would be only a fair profit on the cost 
of the transaction. 

“The Capper-Kelly bill is a good 
thing, and we should ask our Congress- 
men and Senators to support that bill. 

“With this in mind, we have pre- 
pared a resolution, which I now offer 
for your consideration, as follows: 

“RESOLVED, That the anti-trust laws 
of this country, which were designed 
solely to disrupt and prevent trusts and 
monopolies, have been by gradual in- 
terpretation of the courts extended so 
as to prevent useful cooperation among 
the business men of this country who 
are free from any purpose or possi- 
bility of monopoly. The result has been 
that the merchants of this country 
have, against their will, been driven to 
a state of ruthless, uneconomic and 
wasteful competition among _ them- 
selves. This situation has resulted in 
enormous damage and loss to all 
branches of trade and commerce and 
is a situation without parallel in any 
other civilized country. 


Anti-Trust Law Condemned 


“Former President Taft, now Chief 
Justice of the United States, as long 
ago as 1908, stated that in his opinion 
the time had come for an amendment 
of the Sherman law, ‘making clearer 
the distinction between lawful agree- 
ments, reasonably restricting trade, and 
those which are pernicious in effect.’ 

“The National Hardware Association 
in convention assembled does hereby in- 
dorse this highly authoritative state- 
ment and declares its belief that the 
anti-trust laws should be immediately 
amended so as to permit agreements 
of: cooperation among merchants, which 
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are economically useful, while ccn- 
tinuing to forbid agreements among 
competitors which are likely to produce 
monopolies. 

“It is the opinion of this convention 
that the anti-trust legislation enacted 
in 1914, namely, the Clayton Act and 
the Federal Trade Commission Act, 
have done nothirig to ameliorate the 
grievous burdens which the severity of 
the Sherman Law has placed upon the 
plain business interests of this country. 

“The hardware industry, in common 
with all other like industries, adheres 
to the universal condemnation of trusts 
and monopolies; but insists that 
neither their industry nor countless 
other like industries of this country can 
become trusts or monopolies; and that, 
therefore, the individual members of 
these great industries ought no longer 
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to be prevented by the laws of our 
country from useful and sensible co- 
operation with each other. 

“RESOLVED, further, That copies of 
this resolution be transmitted to the 
President of the United States, to the 
President pro-tempore of the United 
States Senate, to the Speaker of the 
House of Representatives, to the At- 
torney-General, to the Secretary of 
Commerce and to the individual mem- 
bers of the United States Senate Com- 
mittees on the Judiciary and on Inter- 
state and Foreign Commerce and to the 
individual members of the House of 
Representatives Committees on the Ju- 
diciary and on Foreign Affairs, and 
likewise to each member of the United 
States Senate and of the House of 
Representatives.” 


National Advertising Should Feature 


Hardware Store for Hardware, Says Stone. 


LOSING the three sided discus- 

sion on national consumer ad- 
vertising and its advantages or dis- 
advantages to jobbers and retailers, 
J. E. Stone, Stanley Works, New 
Britain, Conn., agreed in part with 
previous remarks by Hobart R. Beatty, 
N. R. H. A. president, saying: 

“When I looked this subject over I 
said to myself I will not have to say 
very much wpon that subject, because 
Mr. Beatty and Mr. Funk who will 
precede me will cover the _ subject 
thoroughly, but I am afraid if a vote 
is taken it will not be in the affirma- 
tive on everything Mr. Beatty has said. 
I would like to say that I agree with 
him in part. I think there is a great 
waste in advertising. There is a great 
waste of money—by national manufac- 
turers who are advertising in consumer 
publications, and I believe Mr. Beatty’s 
remarks were addressed practically en- 
tirely to what are called consumer pub- 
lications, that he is not referring to 
the trade papers. I have not heard 
any criticisms against the trade paper 
advertising. 

“T believe a great 
many manufacturers 
have made _ mistakes 
and I am including our- 
selves among them, in 
that we have tried to 
sell the dealer some- 
thing in the way of 


advertising without ga v1 
first ascertaining 
whether the dealer 
wants to be sold upon 
that particular form of 
advertisement. 
“Another thing, I do 
not believe that there 
has been enough em- 
phasis stressed upon 
advertising of hard- 
ware commodities — 


that the place to buy them is in the 
hardware store. If I can speak for 
ourselves I would say in the last year 
we have not advertised in any con- 
sumer publication, but what we put 
two things at the bottom—our own 
name and also ‘Ask your Hardware 
Dealer.’ We believe in trying to con- 
fine the sales of hardware commodities 
in hardware channels. 

“Mr. Beatty speaks of the high power 
salesmen that come in and say, ‘We 
are going to create a demand for these 
goods.’ I do not believe that the hard- 
ware manufacturer today that is ad- 
vertising can ever expect to create a 
demand for his goods, he will be for- 
tunate if he will accomplish a dealer’s 
acceptance, and there is a good deal of 
difference. What are bought today 
and sold by their names? You buy 
your shoes, your collars, your shirts, 
and some of us buy our clothing by well 
established brands. The woman in the 
household often buys her goods, a great 
deal of her wearing apparel, according 
to names they are familiar with 
through national advertising. 


Left to right—Herbert P. Sheets, secretary-treasurer, and Hobart 
Association, with R. O. Noojin, Huntsville, Ala, and R. J. 
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“Mr. Beatty speaks of the abuse of 
advertised lines, and I agree with him 
thoroughly. They have been abused, 
a great many of them, but there are 
uses that they can be put to for the 
benefit and profit of all of us.” 





Beatty, president, National Retail Hardware 
Atkinson, N. R. H. A. vice-president 
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Left to right—Wallace Pond, Nicholson File Co.; H. W. Geller, Geller, Ward & Hasner Hardware Co.; A. W. Barnett, G. & H. Barnett Co., H. E. 
M W. Curtis, Cleveland Stone Co., and George D. Krause, George W. Krause Hardware Co. 


asback, Masback Hardware Co.; 





We Eliminated Unnecessary Sizes and Styles 
Says R. W. Standart, Jr., at Convention 


ONTENDING that the first loss 
C is the cheapest loss in the dis- 

posal of slow moving merchan- 
dise, even at a price, R. W. Standart, 
‘Jr., vice-president and _ treasurer, 
Standart Bros Hardware Co., Detroit, 
Mich., told the Thursday morning ses- 
sion of the National Hardware Asso- 
ciation how his firm had eliminated 
unnecessary sizes, styles, varieties and 
lines. In part Mr. Standart said: 

“We made up a chart which gave 
us a picture of our stock showing the 
amount of sales for the year, our stock 
on hand, price and manufacturer’s 
name. With this chart as a base, we 
worked out a plan of disposing of slow 
selling lines. We got out a flyer show- 
ing slow selling items, some with 
regular prices and some with cut 
prices. For example: We found files 
in our stock that were sixteen years 
old. We put these out on the flyer 
and sold a good many at regular prices. 
If we did not sell the goods on the 
flyer, we disposed of them out of town. 
For example: We sold all of our game 
traps in St. Louis, as the Michigan 
law does not allow an individual to 
trap. If we were unable to dispose of 
all the items out of town, we sold them 
in job lots in town, as low as 50 per 
cent of our cost, depending upon the 
item. Our experience has been, that 
the first loss is the cheapest. 


Slow Selling Items 


“We consider a slow selling item, 
one that does not turn over at least 
three times per year. We will not 
handle assortments at all. We found 
that we purchased from too many 
manufacturers and duplicated our lines 
and yet had not sold enough of any 
-one line to make it worth while. For 
example: We were purchasing pliers 
from nine different manufacturers and 
wrenches from eight different manu- 
facturer. We have now arranged to 
buy our pliers from one manufacturer 
and wrenches from another. We are 
setting up this same policy where pos- 
sible throughout our entire stock. 


“In some cases we found we had ° 


bought too complete a line and had too 
many sizes, so we referred to our chart 
to see if all the sizes sold. Where they 
did not, we marked close-out on these 
sizes that did not move and in this 
way boiled down our line. These close- 


R. W. Standart, Jr., 
Standart Bros. Hdw. Co. 


outs we gave to our salesmen to sell 
which they did in most cases. 

“Our policy is to confine our buying 
to the best known lines, or what we 
consider the best known lines. When- 
ever we put in a new line, we will 
wash out the old line first. This we 





R. W. Shapleigh, Shap- 
leigh Hardware Co., and 
Frank Drew, Winches- 
ter Repeating Arms Co. 


et 





failed to do in the past and this was 
just another reason for having too 
many unnecessary sizes and styles. We 
found we had duplicated items for 
about the same price, so we eliminated 
the slow selling item, but retained the 
line as complete as possible. 

“This is an age of elimination. For 
example: The General Electric Mfg. 
Co., are recommending to their trade 
to handle one type of lamp in six dif- 
ferent voltages, as they have found 
their sales are on these lamps. The 
Hill Bolt Co. of Detroit have confined 
their line to three sizes and six lengths 
of carriage bolts and the same sizes 
and lengths of machine bolts. This is 
their entire output. P. & F. Corbin 
Co., have issued a new catalog and 
greatly reduced their lines. The same 
applies to the Axe story. After we 
had reduced our line of tinware to the 
items which we felt were good sellers, 
a representative of a tinware company 
called upon us. We asked his opinion 
on what we had done and he said: ‘Who 
gave you the idea?’ We told him it 
was our own. He seemed very much 
surprised and said that just the pre- 
vious week, all the tinware manu- 
facturers had met and reduced their 
lines to practically the same plan that 
we had made. He said we were abso- 
lutely right in what we had done.” 
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IRST row, left to right—F. M. Everett and W. M. Parker. Columbian Rope Co.; Mr. and Mrs. H. H. Riddle, George Worthington Co.; 
H. W. Geller, Geller, Ward & Hasner Hdw. Co. In circle—Fayette R. Plumb, Fayette R. Plumb, Inc., and C. W. Asbury, Enterprise Mfg. Co. 
of Pa. Second row, left to right—Don Foss, Wooster Brush Co., Murray Sargent, and G. F. Wiepert, Sargent & Co., with J. H. Post, Treman, 
King & Co. Third row, left to right—Mr. and Mrs. Harry Zust, Cammillus Cutlery Co.; J. E. Stone, Stanley Works; L. H. Webber, George 
Worthington Co., with John S. King and S. E. Ryder of Velchek Tool Co. Fourth row, left to right—P. W. Dillon and F. E. Birch, Northwestern 
Barb Wire Co.; Mrs. H. A. Cornell, Miss G. Cornell and H. A. Cornell, president, Metropolitan Hardware Ass’n. In circle, at left—Fayette R. 
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Foskett, Albany Hardware & Iron Co. 
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Increasing Profits Through Stock Reduction 
and Simplification 


Simplification Program of Lamp Manufacturers Has Proved Fundamentally 
Sound and Has Proved That Adequate Service Can Be Rendered by 
the Jobber and the Dealer from Substantially Reduced Stocks 


rEOUNHE concentration of demand on 
| comparatively few varieties of a 

commodity instead of many prom- 
ises great economies for the future, 
J. R. Colville, of the National Lamp 
Works of the General Electric Co., 
Cleveland, Ohio, told the convention. 
Mr. Colville said in part: 

“You are, of course, familiar with 
the increasing interest being shown in 
simplification of lines. Some manufac- 
turers, in analyzing this problem, are 
finding that 90 or 95 per cent of their 
present demand is concentrated in a 
very few items and that the remaining 
10 or 5 per cent is scattered over a 
wide variety of types. Under modern 
high-speed, high-production methods, 
the cost of producing low-demand goods 
is out of all proportion to their actual 
value. Unless large price differentials 
are established, this extra cost is dis- 
tributed over the entire line, with the 
result that the consumer who can use 
a standard type is penalized for the 
benefit of the consumer who can not 
or will not. 

Benefits of Simplifications 

“It is easy to see how the manufac- 
turer benefits from simplifications of 
lines and elimination of unnecessary 
types. It is also clear that the con- 
sumer benefits, for, in general, lower 
manufacturing costs mean loWer prices. 
It is equally true, although not quite so 
obvious, that the distributor and the 
dealer also benefit. 

“About fifteen months ago we intro- 
duced the first lamp of a new standard 
line of five with which we hoped to re- 
place approximately forty-five types, on 
which was concentrated roughly 70 per 
cent of our total large Mazda lamp de- 
mand. The new line was very carefully 
thought out before it was introduced. 
We endeavored to so choose the sizes 
that the requirements of the public 
would be adequately met. 


“The second lamp was introduced in 
November of 1925, and the remaining 
three lamps, as well as a small deco- 
rative lamp, were announced last Ieb- 
ruary. The merits of the new lamps 
were quickly appreciated. In August, 


W. G. Yantis, 
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the latest month for which figures are 
available, 70 per cent of our total ship- 
ments of new and replaceable types 
were new lamps. In other words, we 
shipped well over twice as many new 
lamps as we did replaceable lamps. In- 
cidentally, in August, over 50 per cent 
of our total shipments of all large 
Mazda lamps of all sizes were new 
line lamps. 

“The item to which I wish to direct 
your particular attention is the reduc- 


ras 
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tion in factory stock. The lamp manu- 
facturers have rather prided them- 
selves on their delivery service. Where- 
as we have carried a maximum of three 
months’ factory stock, we believe that 
when we are completely over to the 
new line, a one and one-half months’ 
stock will enable us to render at least 
as good service as we have in the past. 
This means to us, of course, very sub- 
stantial reductions in our investment in 
finished lamps and is one of the im- 
portant economies we will effect. 

“If we, as manufacturers, are able 
to render as good or better delivery 
service on one-half the stock, isn’t it 
reasonable to believe that our jobbers 
can also continue their present service 
on substantially reduced stocks? And 
can the dealer not also reduce stocks 
proportionately? To give prompt ser- 
vice on forty-five types requires an 
adequate stock on every type; he feels 
he must carry enough lamps in each 
type to meet any reasonable demand. 


Adequate Service Rendered 


“Before the lamp manufacturers 
launched their simplification program, 
they realized fully the magnitude of 
the undertaking. The plan, however, 
appeared so fundamentally sound that 
they went ahead with it. Today the 
new standard line has been accepted by 
the consumer. Adequate service on in- 
candescent lamps can be rendered by 
the jobber and the dealer from sub- 
stantially reduced stocks. A _ similar 
standardization on all lines handled by 
the jobber would mean similar stock 
reductions. I am sure that the active 
support of jobbers would greatly assist 
other manufacturers in the develop- 
ment of simplified lines, and while re- 
ducing prices to the consumer would 
mean for the jobber and the dealer 
smaller stocks, less expense, more 
profit.” 
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In Memoriam 


JAMES FERNLEY 

has gone to his last 

‘ long rest, leaving be- 

hind him a host of sorrowing 

friends in whose hearts his 
memory will never die. 


He died as he lived, a 
forceful, kindly, dominating 
figure in the field of his life’s 
work, and his passing placed 
a pall of scrrow over the con- 
vention which was to have 
been the greatest effort in the 
association he served. When 
the announcement was made 
at the opening session of that 
convention, strong men stood with bowed 
heads, unashamed of tears which dimmed 
their eyes as their minds harked back 
over the years of his friendships and ser- 
vices. 

4 *# HK 

To these men he was more than an effi- 
cient officer of their association; he was 
almost the association itself; the power 
which had guided it smoothly and safely 
through the business seas. He was the 
friend and counselor, the bearer of bur- 
dens and responsibilities; the life of an 
organization into which he had put the 
vigorous fruitful years of his being. 

cA * x 

T. James Fernley was the first and only 
secretary-treasurer of the National Hard- 
ware Association of the United States. He 
it was who, with the assistance of a few 
progressive hardware wholesalers, brought 
that association into being back in 1894, 
and for 32 years was the leading influence 
in its development. 

ca #* + 

But his sphere of activities was not 
limited to the wholesale field. He was 
known and honored by every factor in the 





T. JAMES FERNLEY 


realm of hardware. Power- 
ful of frame, deep of voice, 
and endowed with wonderful 
executive ability, his person- 
ality reflected itself wherever 


he went. 
* ok aK 


To some who saw him only 
at his work he may have 
seemed at times brusque, but 
to those who knew him, he 
was kindness personified. He 
had burdens to bear—myri- 
ads of them; burdens which 
would have made nervous 
wrecks of many men, yet 
through them all he main- 
tained a calmness and a poise, deliciously 
flavored with an inimitable sense of hu- 
mor. His coined word ‘“ack-so-sories”’ 
will long be remembered by those permit- 
ted to hear him phrase it. 

*K * a 

For several years Mr. Fernley had been 
gradually failing in health. His friends 
noticed it, and urged him to husband his 
strength, but the spirit “to do’ was 
greater than the spirit “to heed.” The death 
of his son, Thomas A. Fernley, at about 
the same time three years ago, undoubt- 
edly hastened the decline which culmi- 
nated in his death.” For the past several 
months that decline had been rapid, yet 
through it all he maintained his cheerful- 
ness and labored on the details of his great 
work. , 

* * a 

He passed away at his home in Phila- 
delphia at 5:30 Monday morning, October 
17, 1926. His work was finished; his la- 
bors done. He has left behind him a 
monument to his life, not shaped of cold, 
hard marble, or bronze, but carved deep 
in the hearts of those who knew him and 
loved him. 


May He Rest in Peace 
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Hardware Jobbers Are Increasing Volume in 
Radio, Electrical and Auto Supplies 


Accessory Branch of National Hardware Association Includes and Discusses the 
Handling of Radio and Electrical Appliances — Speakers Optimistic on 
Hardware Distribution of These Lines—A. H. Nichols Chairman 


ticipating in the accessories 

branch meeting Monday and 
Tuesday were practically unanimous in 
declaring the hardware jobber and 
dealer an ever-increasing factor in the 
distribution of radio, electrical and 
auto supplies. Acting President W. H. 
Donlevy opened the meeting, making 
some preliminary comments on _ the 
phenomenal growth of the auto indus- 
try and on the large volume of auto ac- 
cessories distributed by hardware job- 
bers. He said that members of the as- 
sociation who are not making the most 
of this line are missing a golden oppor- 
tunity for profits. He then turned the 
gavel over to A. H. Nichols, Buhls 
Sons Co., Detroit, Mich., whose intro- 
ductory remarks in part were as fol- 
lows: 

Increase in Manufacturing 


dS ticipa hardware jobbers par- 


“If we are to judge by the reports 
we receive we should look back over the 
past year with a great deal of pleasure, 
for it is plain that manufacturing out- 
put exceeds that of 1923, the banner 
year. Our exports have been greater 
than in 1924, railroads have handled 
their greatest volume during the past 
year and the banking business is more 
prosperous than ever. Nearly every 
business review is sending out not only 
an optimistic note for fall business, but 
is commenting on remarkable business 
during the past few months. Yet, in 
spite of this prosperity the merchan- 
dising interests will tell you that con- 
ditions are unsatisfactory. 

“The distribution of merchandise is 
a question that in spite of careful study 
seems to become more unsatisfactory 
with each day’s business, and without a 
doubt the most important problem for 
you manufacturers and we wholesalers 
at this meeting is to find a permanent 
solution for the unprofitable condition 
of the distributors. 


“As business men we are interested 
in friendly relations. Experience has 
taught us that good will in business is 
a tremendous asset. We all have the 
same ambitions. 

“There has been no line of business 
blessed as the hardware business has 
been. Charles Schwab will tell you 
this is the age of steel, while Thomas 


A. H. Nichols 
Buhls Sons Company 


Edison will claim it is the age of elec- 
tricity, both industries being a part of 
the hardware business. 

“The increased demand for hard- 
ware is being caused very largely by 
the automobile industry which a few 
years ago was unknown, but today is 
our country’s greatest industry, and 
when you think of the extra demand 
this causes for the millions of articles 
that always have and always will be 
carried in the hardware store you can 
realize how the hardware dealer has 
been blessed. 

“T found a few statistics the other 
day I think will be interesting to you. 
According to records there were pro- 
duced in the United States and Canada 


in 1925, 4,336,754 automobiles and mo- 
tor trucks, the wholesale value being 
$4,210,175,965. The manufacturing of 
automobiles gave employment directly 
and indirectly to 3,445,642 people and 
required an investment of $1,888,028,- 
810. The record shows that in the 
world there were in 1925 24,564,574 
motor vehicles in operation, nearly 80 
per cent of these being operated in the 
United States, for which there was 
paid into the different State treasuries 
$260,619,621 in annual licenses. To 
show you something of the growth of 
the automobile industry, I might state 
that in 1923 there were 13,479,608 au- 
tomobiles in use in this country. In 
1924, 15,480,649; in 1925, 17,512,638, 
and in 1926 it is estimated there will 
be over 20,000,000 cars in use. Com- 
paring the sales in the motor car busi- 
ness with other lines of business would 
say the motor car sales for 1925 were 
$3,163,328,000. 


1925 Production 


“In addition to this there were pro- 
duced in the United States in 1925, 
based on the wholesale value, $925,- 
032,833, in automobile tires and tubes, 
which is an increase of over 40 per 
cent of the 1923 output. This would 
mean about sixty million tires and 
about ninety million tubes being manu- 
factured last year. Of this volume it 
is estimated that about 35 per cent or 
twenty million tires will be sold to the 
automobile manufacturer for original 


‘equipment, but leaves about $595,000,- 


000 worth of tires and tubes to be sold 
by the dealer. 

“Another new item that apparently 
the hardware dealer is not receiving 
his portion of sales is the Radio. This 
industry is also in its infancy, although 
$350,000,000 worth of radios were dis- 
tributed through the wholesaler last 
year. 

“The radio market surely has a won- 
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Left to right—A. S. and S. S. Vaughn, the Vaughn and Bushnell Mfg. Co., R. P. Kelley, Clemson Brothers, Inc., William E. Hansen, Hansen and 


Yorke, George T. Bailey, Oliver Iron and Steel Co., Jack C. 


Ruf, Johnson Belting Co., and Frank A. Bond, U. S. Chain and Forging Co. 





derful future but must be developed. 
Soon nearly every farm house will have 
a radio. The hardware merchant is the 
best outlet for the radio and especially 
in the smaller cities and towns. While 
the wholesale hardware dealers’ sales- 
man makes regular calls every week or 
two, it enables him to cover the terri- 
tory more often and at a far less sales 
expense. 

“Then we have the thousand and one 
other articles operated by electricity 
that rightly belong to the hardware 
dealer and gives us all the opportunity 
of increasing our sales and profit if 
we have the proper cooperation; and 
when we remember that the wholesale 
hardware dealers employ about 11,000 
traveling salesmen covering every nook 
and corner of our land, it causes me to 
believe that we, as hardware dealers 
and accessory manufacturers, should 
at this meeting combine our efforts for 
the good of both.” 

S. Edward Rose, Barker, Rose & 
Clinton Co., Elmira, N. Y., said: 

“Our motor supply and automobile 
aecessory business has been on the in- 
crease every year. This phase of our 
business has increased and is now 
larger than our hardware business. It 
is getting to a point now where we 
have to urge our salesmen to devote 
more time to the hardware line than 
they have been doing, as the tendency 
has been for them to devote most of 
their efforts on automobile accessories.” 

Clifford B. Crets, Van Camp Hard- 
ware & Iron Co., Indianapolis, Ind., 
said Van Camp’s radio business had 
been increasing every year, and also 
their automobile accessory business, 
and that it keeps the men on their toes, 
giving those two lines their attention. 

J. D. Moore, Moore-Handley Hard- 
ware Co., of Birmingham, Ala., said: 


“Our business has been increasing 
every year on automobile accessories 
and radio supplies. The outlook for 
business is improving steadily, and this 
year has shown a remarkable growth. 
The directors of our company have 
been taking a greater interest in elec- 
trical supplies and radio supplies than 
ever before. While we are getting a 
very nice volume, we are in close touch 
with the industry and know that others 
are doing as well as we are, showing 
that there is a great prospect for busi- 





Joseph Hottell, Delta 

File Works, and Roy 

Webster, Sands Level 
and Tool Co. 








ness in the future in that particular 
way.” 

William E. Foskett of the Albany 
Hardware & Iron Co., Albany, N. Y., 
said his company had found it difficult 
to keep their salesmen from neglecting 
the hardware line in their efforts to 
push sales of automobile accessories. 
He thought there was a bright future 
in store for this line of business. He 
voiced the sentiments expressed by 
Mr. Moore of Birmingham. 

J. T. Johnson, of Kingston, N. Y., 
said he had not got into the radio 
business as strongly as he expected to 
in another year. He said 23 per cent 


of their business was in the automobile 
accessories line and radios, and he ex- 
pected to have more. 

Roy F. Soule, editor of the Hardware 
Dealers’ Magazine, spoke briefly. He 
expressed the opinion that the hard- 
ware dealers were not paying enough 
attention to the sale of accessories. 

Mr. Halstad, of Oakland, Cal., said 
that in nine months he had had an in- 
crease of 48 per cent in the automobile 
accessory department, and on investi- 
gation he found that 32 per cent of 





that increase had been due to the ac- 
tivities of wholesale hardware houses, 
and upon further investigation he dis- 
covered that these various wholesale 
houses had been educating their sales- 
men in the product that they were 
selling; that they showed a far greater 
desire to educate their salesmen than 
did the automotive accessory jobbers. 

Frank J. Semples of the Frank Mil- 
ler Co., said that there was a great dif- 
ference between ‘the training of the 
regular hardware salesmen and that 
of the automobile accessory salesmen, 
that the comparison was very favor- 
able to the hardware men. 








Left to right—Courtland Van Camp Martindale, Mrs. John Martindale, John Martindale, all of Van Cam 
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Mr. Semple also expressed the opin- 
ion that the future of the accessory 
business will be a department of the 
hardware house; that it was a profit- 
able business when properly handled. 

Commenting on the introduction of 
new lines, W. C. M. Lawrie, the F. 
Hersh Hardware Co., Allentown, Pa., 
said: 

“So far as the missionary question 
goes I guess a lot of fellows here think 
the missionaries are a sort of a nuis- 
ance at times. We have some trouble 
with our salesmen, but we insist that 
the missionary men go with them. 
Now, we have got them pretty well 
hooked up most of the time. We do 
not permit the missionary man to do 
any selling. He simply acts as a 
teacher for our salesmen, and you will 
be surprised to see how rapidly the one 
particular line will be sold in two or 
three weeks when the missionary man 
is along. We find missionary men are 
intelligent teachers and help keep those 
lines moving and get the proper turn- 
over.” 


Mr. Joyce of Frank Miller Co., Cam- 


den, N. J., said he believed the mission- 
ary was a help; that after the mission- 
ary went out the salesmen could go 
over the field and close up sates, and 
the jobber always was in position to 
refuse to O. K. a sale where the credit 
was uncertain. 

Frank L. Campbell of the U. S. 
Chain Co., Pittsburgh, said be believed 
the missionary helped the jobber to 
move the goods to the dealer and that 
national advertising helped to create 
a demand by the consumer. He be- 
lieved that the missionary should spend 
some time educating a salesman. 

Mr. Schoemacher said that national 
advertising creates a consumer demand 
and that the consumer demand likewise 
creates a dealer demand on the jobber; 
that if the consumer desires to buy an 
article the dealer of course will handle 
it. 

The wholesaler shou'd be granted ex- 
clusive territory on radio but not on 
the general auto accessories lines said 
F. L. Hawes, Buhrans & Black, 
Syracuse, N. Y. 

He referred to the fact that many 


Bruce Keener, Jr., Says Manufacturer’s 
Competition Greatest of All Hardware Problems 


ECLARING 
competition was in his opinion the 


that manufacturer’s 


greatest problem being faced today by 
hardware jobbers, Bruce Keener, Jr., 
C. M. McClung & Co., Knoxville, Tenn., 
analyzed this subject as follows: 

“All of you, no doubt, have been in 
the hardware business a great many 
years longer than I, but in my four- 
teen years’ experience I have seen the 
manufacturers steadily becoming more 
brazen in selling the retail dealers. I 
say brazen, as it takes a lot of deceit 
and hypocrisy in the make-up of a 
manufacturer to let him accept orders 
from retailers at wholesale prices 
while pretending to distribute his goods 
through the jobber. If you catch man- 
ufacturers doing this sort of thing 
they try to excuse themselves by say- 
ing ‘The dealer said he was entitled to 
jobber’s prices,’ or else they will tell 
you the dealer’s letterhead had the 
words ‘wholesale and retail’ on it. The 
latter is more often the alibi. Some- 
times when caught they try to smooth 
the matter over by saying they sold 


the retailer at prices 5 per cent or 
even 10 per cent higher than those 
paid by the jobber. 

“When a manufacturer is found sell- 
ing the retail trade, it is a rather dif- 
ficult thing to handle, because the man- 


Bruce Keener, Jr., 
. M. McClung Company 


manufacturers desire you to contract 
for quite a stock of goods in advance 
of your requirements; that he on one 
occasion refused to make a contract for 
shipment at an early date for that 
reason; that subsequently he found 
himself short of these goods and when 
he sent in an order was unable to get 
them owing to the fact that he had 
not contracted for them sufficiently far 
in advance, and for that reason he had 
come to the conclusion that it was 
better to accede to the requests of 
manufacturers for orders we!l in ad- 
vance of the jobbers needs. 

The general opinion of those present 
seemed to favor compensating sales- 
men on a commission basis, or a share 
of the profits. One jobber said he had 
in mind a salesman whose limit of 
sales seemed to be $70,000 no matter 
what efforts were made to educate him 
to secure greater results; that this man 
was on a salary, but when put on a 
commission basis there was decided im- 
provement in his selling ability. 


ufacturer, or his salesman tells the 
dealer that we, the jobber, objects. If 
they would only say in some diplo- 
matic way that their future policy 
would be to sell their goods to whole- 
salers only, all this unfriendly feeling 
could be avoided. 

“Linked with the competition from 
manufacturers, and a part of it, is 
the increasing number of manufactur- 
ers’ agents. As they have increased 
so has this factory competition in- 
creased. I can’t speak for the country 
as a whole, but in the South they are 
almost a curse. Any Tom, Dick or 
Harry can get some accounts. When 
he gets them he wants to get some 
commission, so he sells anybody and 
everybody, whether wholesaler or re- 
tailer or both, if he can. I don’t mean 
to say that all manufacturers’ agents 
are bad, as they are not. There are 
several from whom we buy that are 
splendid, and I have some good per- 
sonal friends among them. But taking 
them as a whole, they are our worst 
competitors. I should like to see this 
association go on record as favoring 
direct factory representation as against 
the agents.” 
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Elected 
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Vice-Presidents Are Fred L. 
Campbell, Joseph E. Stone and 
F. H. Mclsaacs—Charles F. 


Rockwell Continues as 





D. A. Merriman Secretary-Treasurer S. Horace Disston 
American Steel & Wire Co. Henry Disston & Sons, Inc. 


ENNIS A. MERRIMAN, American Steel & Wire Co., Chicago, 

Ill., was unanimously elected president of the American Hard- 

ware Manufacturers Association at the final meeting of its 

1926 convention held at the Hotel Ambassador, Atlantic City, N. J., 

Oct. 19 to 22. Mr. Merriman is a well known figure at all hardware 

conventions, and has always taken an active interest and part in all 

matters vital to the hardware business. He succeeds 8S. Horace 
Disston, vice-president, Henry Disston & Sons, Inc., Philadelphia. 

Vice-presidents selected are Frank L. Campbell, U. S. Chain & 
Forging Co., Pittsburgh, Pa.; F. H. MeIsaacs, Lamson & Sessions Co., 
Cleveland, Ohio, and Joseph E. Stone, Stanley Works, New Britain, 
Conn. Mr. Stone has served the organization as chairman of the 
executive committee; the other two vice-presidents were re-elected to 
their offices. 

R. C. Thompson, Lufkin Rule Co., Saginaw, Mich., E. C. Wald- 
vogel, Yale & Town Mfg. Co., Stamford, Conn.; H. 8. Graham, Snell 
Mfg. Co., Fiskdale, Mass.; and J. G. Ralston, Reynolds Co., Dixon, 
Ill. are the new members of the executive committee. 

Charles F. Rockwell, secretary-treasurer has his headquarters at 
342 Madison Ave., New York City. 





Frank L. Campbell Joseph E. Stone F. H. MclIsaacs Charles F. Rockwell 
U. §&. — & Forging Stanley Works Lamson & Sessions Co. New York City 


QO. 
The Three Vice-Presidents and Secretary-Treasurer of the American Hardware Manufacturers Association 
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W. F. Kennedy Discusses Future Traveling 
Man and Traveling Man’s Future 


Modern Selling Requires That Traveling Man Must Do More Than Preserve a 
Personal Contact with the Dealer for the Jobber 


different salesman of the past 

has no place in present day sell- 
ing, and has yielded his place to a 
more intelligent type of individual, W. 
F. Kennedy, of the Ott-Heiskel Co., of 
Wheeling, W. Va., told the convention. 
Mr. Kennedy said in part: 

“A salesman is a man who sells 
things, or as put by another, “A sales- 
man is a man whose business it is to 
sell things.” It was not so many years 
ago that the cracker-jack salesman was 
the buoyant, happy-go-lucky, glad- 
hand chap who had a good-humored 
smile and a questionable joke to pass 
out to his trade. He was generally not 
brought up with the house he traveled 
for because an adventurous spirit led 
him away to some other firm, perhaps 
with an entirely different line than the 
one he first had and his one big aim 
when inside was to get on the road. 


it HE easy-going, hand-shaking, in- 


William Brezette 
Phoenix Horse Shoe Co. 


“Experience with the line in ques- 
tion—he would argue—wasn’t needed 
in order to sell goods, a salesman was 
a salesman (and he esteemed himself 
such) and knowledge of the merchan- 
dise was unnecessary for him to get 


Henry A. Squibbs 
American Steel & Wire Co. 


his degree of B.S. (Banner Salesman) 
from the School of Business. 

“We will have to admit with the little 
equipment he had this salesman got 
along fairly well, much better than he 
would now, for character means more 
today than ever. The traveling man 
today gets much more help from the 
house sales organization than he ever 
did in the past. With the automobile 
he has access to his sales chief that he 
seldom had before. He can get samples 
of new items, tips on important price 
changes, leads on possible sales to cer- 
tain customers, news of a new store 
starting up, and a hundred other helps 
that the means of transportation and 


communication of another day did not 
permit. 

“It is increasingly necessary for the 
salesman to sell goods. The traveling 
man formerly drained the want book 
but now finds this source about dry. 
To fill his mission then, and justify 
his visit, he must book future orders; 
must show and explain new items; 
must find out what the dealer needs 
by having a general knowledge of the 
stock each merchant desires to carry, 
and then he must give genuine, ad- 
visory service in such matters as price 
trends, proper displays and the sal- 
ability of certain items in particular 
sections. When he writes up merely 
what’s on the want order book, the 
traveling man performs no real ser- 
vice. 

He must do more than preserve a 
personal contact with the dealer for 
the jobber. He must know his line 


John A. Denholm 
The John A. Hart Co. 
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Teor row, left to right—J. E. Booth, Robeson-Rochester Corp.; E. P. King, Sands Level & Tool Co.; Ike Black, Russell & Erwin Mfg. Co.; 

W. R. Hill, Sargent & Greenleaf Co., and E. A. McKenna, North Bros. Mfg. Co. In circle—S. J. Mayer, Segal Lock & Hardware Mfg. Co. 

Second row, left to right—J. N. Mackin, E. C. Atkins & Co.; Roy R. Roth, Howse-Hasson Hardware Co., and E. W. Clark, E. C. Atkins & Co. 

Third row, left to right—W. C. Perkins, American Chain Co.; H. M. Demarest and H. Zieman, Empire Level Co., with E. B. Odgers, Utica Drop 

Forge & Tool Co.; D. R. Coutts, Western Chain Co., and Bob Pittfield, The White Co. Bottom row, left to right—F. O. Betz, A. G. McKinney, 
J. P. McKinney, Jr.; C. A. Hammond, W. C. Farr, Bill Scott. Russ Smith and Frank J. Koch, all of the McKinney Mfg. Co. 
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intimately; especially must he be well 
posted and informed on the new items 
—those added since the last issue of 
his house’s catalog. He must have 
ability to arouse the interest of his 
merchant friend in these new items and 
to generate enthusiasm and impart 
enough knowledge for dealer salesmen 
and clerks to in turn adequately pre- 
sent these new goods to the consuming 
public. He must do more, not only 
arouse the interest, but he must close 
the transaction; write up the order; 
see to it that advertising and display 
material that are generously furnished 
by the maker and the jobber are sup- 
plied and still further, see to it that 
they are used and not consigned to 
the waste basket. 

“In short, he must be more than 
simply a hand-shaker and a good fel- 
low for if his calling is to endure and 
if the traveling man is to continue a 
factor in a jobber’s business, he must 
actually close more transactions; do 
more of the mental work; secure a 
larger share of the business from his 
territory and so be the connecting link 
in rendering a genuine service both to 
his house and his customer friend. 

We believe that there is a future 
for the traveling man but can’t say so 
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much for the order taker in the light 
of the definition above given, “A sales- 
man is a man who sells things’’—yes, 
there is not only a future, but a bright 
future and plenty of reward. The day, 
however, when any individual can just 
stalk over a given territory and say 
that so many counties or so many 
towns are my territory and the busi- 
ness—the whole business—that comes 
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off that territory is the result of my 
work and is to be credited to my ef- 
forts, is past. Rarely is a trip made 
that a salesman is not furnished with 
some new item—new since his last 
visit, even though it may have been 
only two, or three, or four weeks be- 
fore, and it is his duty to present and 
introduce and cooperate with his house 
in establishing these new lines and 
making new connections. If he fails in 
any one of these respects, he does not 
measure up to his opportunities. 

“He must be able to do more than a 
letter, or a circular or a direct-by-mail 
announcement can accomplish and if 
he realizes this and sets himself reso- 
lutely to the task of planting. cultivat- 
ing, watering and aiding in every way 
in the bringing of the crop to the fruit 
state, then he most certainly is entitled 
to his place in the scheme of distribu- 
tion. 

“If he is active and willing to work, 
even though he be not as brilliant as 
some of his contemporaries, he will 
bring up with a very satisfactory re- 
port. Written in large letters, how- 
ever, in his calling, is the word WORK, 
and he is foolish indeed who expects 
to get by on any other ticket.” 








Loaded Shell Simplification Indorsed 


by Special Committee at Convention 


‘Tl’ HE loaded shell simplification stand- 

ing committee indorsed recommen- 
dations for loaded shell simplification 
presented by H. R. Colwell, representa- 
tive of the Division of Simplified Prac- 
tice, Department of Commerce, at a 
special meeting held in Atlantic City, 
N. J., Oct. 19. 

The program of elimination suggests 
that 348 varieties of cartridges be re- 
duced to 256, and provides for a sub- 
stantial reduction in the varieties and 
numbers of loaded shells. The com- 
plete adopted schedule will be published 

The simplification committee was 
headed by Chairman C. L. Reierson, 
president Remington Arms Co., Inc., 
New York City, with Henry Brewer, 
Winchester Repeating Arms Co., New 
Haven, Conn., as vice-chairman. The 
members of the committee were: 

C. E. Dill, U. S. Cartridge Co., New 
York City; John Donnan, Southern 


Hardware Jobbers Association, Rich- 
mond, Va.; J. L. Donnelly, Western 
Cartridge Co., East Alton, Ill.; Sherman 








C. L. Reierson, 
Remington Arms Co., Inc. 


C. Lloyd, E. I. du Pont de Nemours, 
Wilmington, Del.; C. L. Horn, Federal 
Cartridge Corporation, Minneapolis, 
Minn.; C. W. Hymer, Hercules Powder 
Co., Wilmington, Del.; W. E. Keplinger, 
Peters Cartridge Co., Cincinnati, Ohio; 
L. C. May, representing National Hard- 
ware Association (F. P. May Hardware 
Co., Washington, D. C.); Rivers Peter- 
son, National Retail Hardware Associa- 
tion, Indianapolis, and A. E. Sibley, 
American Powder Mills, Boston, Mass. 
The next step in this program will 
be the submitting of the revised sched- 
ules to all factors in the making, sell- 
ing and using of loaded shells and car- 
tridges. If generally accepted the elimi- 
nations will take effect Jan. 1, 1927. 
The general interest in the subject 
of simplification for load shells was 
evidenced by the animated discussion 
of the subject. The program of simpli- 
fication, as endorsed by the special 
committee at the convention, suggests 
that 526 varieties of shells be reduced 
to 348. The varieties of loaded shells 
will also be substantially reduced if the 
simplification program is indorsed. 
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Left to right—R. A. Sundvahl, Corbin Screw Corp.; Ike Black, Russell & Erwin Mfg. Co.; E. E. Baldwin, Corbin Screw Corp.; J. D. McCue, 


Russell & 


rwin Mfg. Co.; B. A. Hawley, Russell & Erwin Mfg. Co.; G. 


P. Spear, Corbin Screw Corp., and G. T. Kimball, American Hardware Corp. 
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Among those Present 
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T the top, right, are J. D. Robertson and W. S. Konold of the Warren Tool & Forging Company. The three persons in the second row are 

F. L. Hawes, Mrs. W. C. McClasky and W. C. McClaskey of Burhans & Black, Inc., Syracuse, N. Y. In the third row, left to right, are 

H. A. Ellison, R. W. Peirson and Arthur M. Dodd of the Horton Manufacturing Company. Fourth row, left to right—F. Heitman, F. W. Heitman 

Co.; B. Morrison, Little Rock, Ark., and Mark Lyons of the McGowin-Lyons Co., who is also president of the Southern Hardware Jobbers’ Asso- 

ciation, Fifth row, left to right—Ernest N. Birge, Mr. and Mrs. Alfred Howell, the Ames Shovel & Tool Co. Last row, left to right—A. H. 

Nichols, Buhls Sons Co., F. H. MaclIsaacs, Kirk-Latty Mfg. Co., Manufacturers’ Association vice-president; W. H. Donlevy, Carter, Donlevy & 
Co., president N. H. A., and S. Horace Disston 
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Radio and Electrical Goods Distribution 
Dominates Second Accessories Discussions 


Ways and Methods for Economic Distribution of Radio and Electrical Appliances 
Discussed at Second Session of the Accessories Branch 


AYS and means for hardware 
W jobbers to use in the economic 
distribution of radio and elec- 
trical appliances dominated the second 
session of the accessories branch in 
Atlantic City, N. J., Tuesday morning. 
A. H. Nichols, Buhls Sons Co., Detroit, 
Mich., was again the presiding officer. 
Arthur M. Dodd, Horton Mfg. Co., 
Fort Wayne, Ind., gave an instructive 
talk on the distribution of electrical 
merchandise in which he advocated 
jobber distribution and told of his com- 
pany’s own success with this method 
of selling policy. Mr. Dodd’s talk will 
be published in full in next week’s 
issue of HARDWARE AGE. It is too good 
to cut and too long for adequate atten- 
tion in the available space of this 
issue, 


A Profit Sharing Plan 


The first topic of general discussion 
was the question “How can regular 
salesmen be induced to sell an in- 
creased volume of specialties?” F. L. 
Hawes suggested carrying samples and 
having the sales staff learn particulars 
from the factory salesmen. He said 
this practice had been used satis- 
factorily by his house. Mr. Wagner 
finds a specialty salesman successful 
when introducing a new line or start- 
ing a drive on any item. W. E. Fos- 
kett, Albany Hardware & Iron Co., 
Albany, N. Y., said his firm followed 
the same practice. 

Mr. Cooper from Florida told of a 
profit sharing plan which he had found 
successful in pushing specialties. This 
plan enables the salesman to obtain a 
little extra money on the sale of such 
lines and obviously makes him more in- 
terested in their successful sale. 

Chairman Nichols then asked if dele- 
gates thought the electric light com- 
panies were changing their attitude in 
the sale of electric appliances. He said 
that in many places such companies 





Will J. Feddery and + Cosgrave of Hard- 
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ware 





Arthur M. Dodd, 
Horton Mfg. Company 


sold appliances at cost for the purpose 
of increasing the use of electric cur- 
rent. 

Several jobbers said this condition 
was true in their cities. 

Frank E. Watts, manager, Electrical 
Goods, which is published supplemen- 
tary to HARDWARE AGE, offered a few 
remarks on this subject, saying in part: 


Pioneering New Appliances 


“When a new appliance goes on the 
market the pioneering must be done by 
those factors which have the greatest 
hopes of profit. They must demon- 
strate its advantages. Here is the 
economic fact, that whoever introduces 
a new commodity effectively, the work 
done after the commodity has been in- 
troduced and the pioneering work has 
been accepted by the community, the 
public will then seek to buy that com- 
modity at those places where they 
have bought similar articles before. 
The people will cry to buy this new 
commodity at the places where they 
have always bought the old style ap- 
pliances of a somewhat similar char- 
acter. I remember in one instance 
where the electric light company gave 
away 25,000 irons for the purpose of 
introducing them. Those old relics 
still exist in some districts.” 

Mr. Watts then referred to the great 
development in Cleveland in the use of 
electrical appliances; that that city was 
using a higher percentage of electrical 
appliances than any other city in the 
country. He said the utility companies 
would gladly give up the sale of elec- 
trical appliances if the merchants 
would accept their responsibility and 
push such items in a more energetic 
way; that it was not the fault of the 





utility company that they were obliged 
to put new devices on the market; but, 
however, in the end it resulted in 
benefit to the dealer, who eventually 
would find it profitable to stock on 
many items which they previously had 
not carried. 

Farm electrification and what it means 
to the hardware trade, was the subject 
of the talk given by Dr. Frank D. Paine, 
University of Iowa, in which he said 
that the electrification of farms would 
add greatly to the prosperity of farm- 
ing, bettering farm conditions and 
making the farmer a better customer. 
Thus, he said, the subject was of vital 
interest to hardware jobbers. He dwelt 
on the sales possibilities in an elec- 
trified farming district, and cited ob- 
servations he had made in various farm 
sections. 

Mr. Watts predicted a great market 
in the future for electrical appliances, 
especially in the farming sections. He 
said that within the next five years 
there will be a brand new market for 
between five hundred million and seven 
hundred and fifty million dollars’ 
worth of electrical merchandise on the 
farm. He mentioned a farmer in the 
North West who had 640 acres of land, 
who was using electrical appliances to 
great advantage, and making farming 
pay, and increasing his production 
methods; that the farmer of today who 
gets about 80 cents back out of a dollar 
invested might with electrical appli- 
ances get a $1.25. 


Great Electrical Market 


J. P. Colville, National Lamp Works 
of the General Electric Co., Cleveland, 
told of his company’s very satisfactory 
results in the simplification of lamps 
and commented generally on the reduc- 
tion of stocks and the increase of 
profits due to simplification. Simpli- 


fication, he said, benefits the manufac- 
turer providing lower production costs. 
The 


consumer benefits with lower 
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Left to right—J. H. Holcombe, Lamson & Sessions Co.; 
N. Groff, William H. Cole & Sons; A. 
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H. B. Thompson, Conklin Tin Plate & Metal Co.; Norman Mintz, Silver Lake Co., George 
H. Willey, Flylock Knife Co., and C. E. Brown, Gardner Printing Company. 





prices. The distributor and retailer 
also benefit in that their stock invest- 
ments are less. 

Rudolph Tenk, Tenk Hardware Co., 
Quincy, IIl., offered the following com- 
ments on the subject: 

“Some five years ago we tried to 
analyze our buying, and I think we 
found 75 per cent of our sales volume 
was on goods that were bought from 
80 different manufacturers. Nails was 
something that we bought from two 
mills, but the remaining percentage was 
scattered over—bought from different 
factories. Some of these purchases 
were as small as $100 a year. That 
was not profitable to us and was not 
profitable to the factory. We found 
that by concentrating that we were 
able to reduce our total inventory some 
20 per cent on the same volume of 





Colonel Houston Dudley, 
Gray & Dudley Company, 
Nashville, Tenn, 


sales. It enabled us to release more 
than 20 per cent of our floor space. 
In other words, we could get that same 
line of merchandise in a much smaller 
space, which meant that the orders 
could be filled more rapidy.” 

Charles H. Ireland of Odell Hard- 
ware Co., Inc., Greensboro, N. C., said: 
“How to reduce has been a mystery 
to me. We live a good ways from the 
source of supply, and my house is so 
popular that the people do not like to 
go anywhere else to get goods. Asa 
consequence it is very difficult for me 
to reduce my stock. I have figured all 
the time and my figures just keep 
running on, and I do not get very far 
with them. I noted Mr. Colville’s 
figures about reducing salaries, but I 
think that is a pretty hard thing to do.” 





Hardware. Wholesale Commercial Necessity 


Felix H. Levy Tells Thursday Session 


special counsel, Department of 

Justice, New York City, told the 
Thursday morning session of the Job- 
bers’ Association that the commercial 
necessity of the wholesaler is univer- 
sally conceded in hardware, dry goods, 
groceries, drugs and other like neces- 
sities, where the articles dealt in are 
numerous and require frequent small 
deliveries; that if the wholesaler were 
eliminated in these necessities it would 
increase the cost of distribution so that 
manufacturers, retailers and consum- 


Pi sec H. LEVY, ESQ., former 


ers would all suffer but nevertheless, in 
most instances, manufacturers, while 
admitting the value of the wholesalers’ 
position, often weaken this position by 
direct dealings with their retailers 
where large bulk deliveries are possi- 
ble. He said this is economically wrong 
and that individual wholesalers have a 
legal right to refuse to deal with manu- 
facturers who assume such a policy, but 
they cannot act collectively in doing 
this because of the Sherman law. He 
recommended that industries thus af- 
fected should unite in establishing a 


bureau by which the correctness of 
their position could be made clear to 
manufacturers, in the belief that the 
latter would see that their own inter- 
ests require the unimpaired mainte- 
nance of the wholesalers’ position. 

President Donlevy then called for the 
report of the Code of Ethics Commit- 
tee. Chairman S. Z. Moore, Steinman 
Hardware Co., Lancaster, Pa., read the 
report on this subject, and on motion 
it was referred to the executive com- 
mittee for further consideration and 
with power to act. 
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Left to right—Dan Rinehart, Senator George W. Sprowls and John A. Ditz, of the Pasha; 


D. A. Merriman, newly elected ony American 


Hardware Manufacturers Association; William E. Murphy, American Horse Shoe Ass’n; C. L. Clark, Greenlee Brothers Co., and G. H. Jantz, 


Lovell Mfg. Co. 
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Jos. Woodwell Co.; E. C, Schrweide, W. McCoach and A. J. Vits, Aluminum 
Frary & Clark. 





Gross Profits vs. Present Overhead 
Discussed by H.W. Conde 


head, and a discussion of ways 

and means for the accomplish- 
ment of this end, formed the topic of 
a very interesting address by H. W. 
Conde, of the W. W. Conde Hardware 
Co., of Watertown, N. Y. 

“The statement has been made to 
me,” said Mr. Conde, “that the aver- 
age net profit of hardware distributors 
of the United States runs from 2 to 5 
per cent on the total business and, 
frankly, is it not nearer 2 per cent 
rather than 5 per cent. 

“In other words, if a house is doing 
a business of $2,000,000 a year under 
present conditions, isn’t $40,000 to $60,- 
000 the best net profit that you can 
hope to make under normal years, and 
if this is the case, does it show a fair 
return for the money invested and the 
efforts expended? Will it show you 
better than a net return of 6 per cent 
on the invested capital and if it does 
not show more than 6 per cent what 
is there left for a safe surplus and for 
a reasonable expansion and natural 
growth? Possibly | am wrong in my 
figures and I hope that that is the case. 


y HE importance of reducing over- 


D. Fletcher Barber, 
Chandler & Barber Co. 


If so the above statements amount to 
naught. 

“Therefore, if you agree with me on 
the statements which I have made in 
regard to the present cost of doing 
business we must turn to the other side 


H. W. Conde 
W. W. Conde Hdw. Co. 


of the subject, namely: Gross profits, 
and I want to make myself very clear 
on this subject before discussing it. It 
is not my idea and I know it is not the 
idea of anyone in our association, that 
it is the purpose of hardware distrib- 
utors to make exorbitant profit. In the 
first place they can’t do it, due to pres- 
ent competitive conditions, and further- 
more, I do not think that any of us 
even in the innermost secrets of our 
mind would profiteer, but should that 
be our thought we would have picked 
out some other business. 

“T think it is the practice of most 
houses to give their salesmen too much 
leeway in making prices. The sales 
manager of each house takes a line of 
goods, puts a price on same which only 
shows a fair return. The salesman 
knows his cost, he is told that one of 
his competitors is lower, the salesman 
naturally hates to lose an order. In 
the first place does he investigate and 
ascertain definitely if the assertion of 
the buyer is correct. No, the average 
salesman reduced the suggested sell- 
ing price of the sales manager, writ- 


ing in to him and telling him he had 
to meet John Jones’ competition. A 
salesman from another house reports 
he finds the price has been cut and so 
advises his house or he meets it and 
the outcome is that the established 
price on this particular item is lowered 
and the margin of profit obtained is 
not sufficient to take care of the over- 
head and give a fair return on this 
particular item. 

“A very good friend of mine who is 
a sales manager in one of the large 
jobbing houses in the East, told me 
one of his reasons for making very low 
prices was for ‘prestige.’ 

“Finally, are we not inclined in our 
efforts for more gross business and ex- 
pansion to endeavor to sell merchandise 
in unnatural territories. If we are in- 
clined to do so, how can we get busi- 
ness, unless we sell cheaper than job- 
bers who are geographically located to 
give better service than a house much 
farther away? If these cut prices are 
made to get business, the other fellow 
meeting them, as a result, a lower level 
is established.” 


H. S. Earle 
North Wayne Tool Co. 
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Walter H. Donlevy Chosen President 


of National Hardware Association 


Brace Hayden and A. H. Nichols Selected as Vice-Presidents 
of Jobbers’ Association 


ALTER H. DONLEVY, Carter, 
Donlevy & Co., Philadelphia, Pa., 
was chosen president of the Na- 

tional Hardware Association at the 
closing session of the 1926 convention 
held in the Ambassador Hotel, Atlantic 
City, N. J. Mr. Donlevy has been vice- 
president of the organization since the 
1924 convention. Since the death of 
President John Townley, he has served 
as acting president, and was the pre- 
siding officer at the 1926 convention. 
Brace Hayden, Dunham, Carrigan & 
Hayden Co., San Francisco, Calif., and 
A. H. Nichols, Buhl Sons Co., Detroit, 
Mich., were selected as vice-presidents. 
Assistant secretary-treasurer George A. 
Fernley will for the time being handle 
the details of the secretary’s office 
vacated by the recent unfortunate 





Brace Hayden 
Dunham, Carrigan & Hayden Co. 





death of his father, the late T. James 
Fernley, who has been secretary-treas- 
urer of the association for the past 
thirty-two years. 

The executive committee was selected 
as follows: Paul A. Griffiths, Shields 
Bros., Philadelphia, Pa.; John T. Mar- 
tindale, Van Camp Hardware & Iron 
Co., Indianapolis, Ind.; G. C. Wilson, 
Chas. H. Black, Seattle Hardware Co., 
Seattle, Wash.; Walker D. Stuart, 
Frank A. Bare, Tritich Hardware Co., 
Denver, Colo.; and D. M. Fulton, Car- 
lin & Fulton Co., Baltimore, Md. 

A. J. Bihler, J. C. Lindsey Co., Pitts- 
burgh, Pa. was chairman of the nomi- 
nating committee and was assisted by 
Geo. W. Huntley, J. P. Ayer, L. 5S. 
Webber, Chas. H. Ireland, W. G. Fisher 
and H. E. Nickerson. 


An Appreciation of T. James Fernley 
By Chas. H. Ireland. Read by L. M. Stratton. 


URELY, in the midst of life, we 
are in death, and to the thoughtful 
mind on an occasion, such as we face 
today, the recurrent question of the 
seer is as patent today as it was in 
the time of Job. “If a man die, shall 
he live again?” Hence, we have paused 
in the midst of our official duty to pay 
this personal tribute to the memory of 
an invaluable servant and an honored 
official of the National Hardware Asso- 
ciation of the United States and with 
bowed heads and saddened hearts, ac- 
cept with resignation the dispensation 
of a higher and wiser will than ours, 
believing in a Divine Guidance and an 
unerring and all prevailing Providence. 
The subject of our appreciation, T. 
James Fernley, was the honored and 
efficient Secretary of the National 
Hardware Association of the United 
States from its organization in 1894 
until he passed away at his home in 
Philadelphia at 6:30 o’clock on Mon- 
day morning, October 17, 1926. 

As an Executive, he had few equals. 
Endowed by nature with a splendid 
physical frame, broad shouldered, deep 
chested—he was capable of great physi- 
cal endurance and of carrying on when 
those less richly endowed would have 
been compelled by nature to desist, and 
it can truthfully be said of him that 
he brought to the service of this Asso- 


ciation all of the powers of his splen- 
did equipment. 

Mentally, he was splendidly en- 
dowed, and by diligent application and 
devoted adherence to the duties of his 
office, he proved himself, not only com- 
petent for the arduous duties of his 





George A. Fernle 
Son of the late T. J. Veraley 
office, but was in every respect wise in 
his discriminations of what was best 
for the interest of this Association. 
Socially, he was genial in his disposi- 
tion, companionable in his relationship 


to the members of the Association; by 
some, he was considered brusque, par- 
ticularly, toward those whom he con- 
sidered as his opponents, but he was 
always loyal to his friends—a devoted 
husand—an affectionate father, and 
that home which sits today in the 
shadow of a great grief was the chief 
object of his deepest solicitude, and it 
was in this sphere that his qualities 
shone with the greatest splendor. 

Faults, surely,. he had some—that 
this was true, his most ardent friends 
would not deny, but his virtues were 
so superior to his faults that the 
former were forgotten in the prepon- 
derance of the latter, and it can be 
truthfully said that all of these splen- 
did powers he dedicated unstintedly to 
the welfare of his Association. 

Now, that his work is finished, the 
result of his life’s efforts loom up as 
a justification of his life, and surely, 
it is sufficient justification for any 
man’s life to have been the organizer 
and promoter of such a successful or- 
ganization as the National Hardware 
Jobbers Association. 

And without disparagement to any 
of those who were active in its forma- 
tion, it is only just to ascribe to Mr. 
Fernley the leading influence in the 
establishment of this splendid Organi- 
zation. 
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Turnover and Its Relation to Profit 


Fayette R. Plumb Leads Discussion of Topic: “Under What Circumstances Does 
Increased Turnover Become Unprofitable?” 


N open floor discussion of the vari- 
A ous circumstances under’ which 
- &jincreased turnover may be un- 
profitable was the feature of Thursday 
Afternoon Session. The discussion was 
led by Fayette R. Plumb, of Fayette R. 
Plumb, Inc., of Philadelphia, Pa., who 
in his opening remarks said: 

“The general expression ‘turnover’ 
embraces a great many opinions or sub- 
jects which none of us need refrain 
from bringing into the discussion which 
I hope will follow. We know that quick 
turnover is a great influence toward in- 
creasing profits, but there is a great 
deal of feeling expressed that turnover 
has been carried to excess; that some 
of us have misunderstood how far we 
should go in attempting to secure a 
quicker turnover and that the misap- 
prehension is leading to so many costly 
practices in the effort to secure quicker 
turnover that we are in danger of mak- 
ing the remedy worse than the disease. 


Capacity Exceeds Demand 


“We have, since the war, of course, 
had a condition where this desire to 
secure a quicker turnover was inevi- 
table, rising prices bringing about a 
scarcity of capital in our business and 
forcing each of us to try to make our 
capital work as actively as possible. 
We have been helped by the fact that 
in nearly every industry the manufac- 
turing capacity has been in excess of 
the demand, and deliveries by the rail- 
roads speeding up transportation have 
made it possible for us to order and 
get our goods in the stock very quickly 
so that we were able to carry a much 
smaller stock. 

“The impelling force behind it, I 
believe, as much as anything has been, 
as I said, scarcity of capital. When 
prices doubled on the whole and the 
volume of business, if it didn’t increase, 
still required double the number of dol- 
lars to handle, it was natural that very 
few of us could accumulate that addi- 
tional capital as quickly as the prices 
advanced and consequently we all did 
have this impelling force. Added to 
that, of course, as we know, has been 
the general sentiment that prices were 
high and that they might decline. 


An Erroneous Impression 


“Some people seem to feel that be- 
cause turnover has been carried so far 
in hand to mouth buying, that hand 
to mouth buying has become so firmly 
established that it is going to continue 
indefinitely. I myself do not believe 
it, and I think we might as well con- 
sider the advantages and disadvantages 
of the practice without feeling that it 


necessarily is a permanent change in 
the method of doing business. 

“I can very well see that any buyer, 
even ourselves in buying materials as 
well as the customers, when they can 
get goods at the drop of the hat and 
are confident the prices are going to 
go up and fear they may go up, is 
going to buy small quantities, as small 
as they can get along with. Just wait 
until we consume the balance if the 
surplus and other conditions bring 
about a tendency toward a rising mar- 
ket and I think human nature will be 
the same as it was before. When 
there is a chance to make profit by 
buying goods far in advance in heavy 
quantities, we will do it again as we 
have in the past. 

“To outline very briefly one effect of 
this turnover carried to excess, which 


- 


Fayette R. Plumb 


of Fayette R. Plumb, Inc. 


is increasing the cost of doing busi- 
ness, I think we all know that in striv- 
ing for additional volume and thinking 
that would give us a quick turnover, 
many distributors and manufacturers 
have increased the variety of the stocks 
that they carry or manufacture to a 
considerable extent. That has resulted 
in their frequently being out of leading 
items of good sellers. That is one of 
the things which manufacturers fre- 
quently talk about and jobbers fre- 
quently talk about in regard to the 
retail trade. 

“Some people feel that this being out 
of leading items has thrown a good 
deal of business away from the legiti- 
mate channels of distribution, the 
wholesale houses, into the catalog 
houses and other channels of distri- 
bution. I frequently hear manufac- 
turers also make the general statement 
that jobbers don’t sell goods the way 
they used to, that they have such a 
variety of stock and they have taken 


in many cases so many new classes 
of goods that their salesmen are not 
trained as they used to be in the good 
old days to actually go out and explain 
the merits of manufacturers’ goods and 
sell them instead of simply taking or- 
ders for them. 

“That has resulted in cases of manu- 
facturers trying to supply that want 
by adding an extra force of salesmen 
of their own specialty men and so- 
called missionaries who have tried to 
go beyond the jobber to the retailer 
and the large consumers explaining the 
merits of their goods so as to sell them 
for their wholesale distributors, per- 
haps in some cases for themselves. 

“Another thing has been that these 
frequent, small, hurry-up orders we all 
know and acknowledge are very costly 
and greatly increase the cost of doing 
business to the retail trade, to the 
wholesale trade, also, and I presume I 
can speak feelingly, to the manufac- 
turers.” 


Diversity Is Feature of 
Entertainment Program 


For the entertainment of members 
and their ladies attending the Atlantic 
City convention, an entertainment pro- 
gram of outstanding merit was ar- 
ranged by the Entertainment Commit- 
tee, of which Llew S. Soule, Editor of 
HARDWARE AGE, was chairman. 

The various features included an in- 
formal dance in the Chelsea Conven- 
tion Hall on Tuesday at the conclusion 
of the opening meeting. A concert by 
Joe Green, xylophone artist, and his 
novelty orchestra was a feature of a 
concert and formal ball, held in the 
Chelsea Convention Hall, on the even- 
ing of Oct. 21. Each of the twelve 
artists comprising Mr. Green’s orches- 
tra is a soloist of distinction and one 
whose name is nationally known 
through phonograph records or via the 
radio. 

A special program for the ladies 
was also arranged under the chairman- 
ship of Mrs. Soule, and included a 
card party for the ladies of the conven- 
tion in the Japanese Room. Individual 
table prizes, a grand prize and a spe- 
cial door prize were awarded. 

A swimming exhibition by the Am- 
bassador Girls’ Swimming Club was 
held on Wednesday at the Ambassador 
Pool. The ladies of the convention 
were accorded the unrestricted use of 
this pool without charge. Delegates 
and ladies also had the privilege of 
two eighteen-hole golf courses and the 
use of the Ambassador tennis courts. 








T the left are D. G. 

Smith, Landon P. Smith, 
Inc.; Frank A. Bare, Tritch 
Hardware Co.; Chas. E. 
Roberts, Denman Cord Tire 
Co., and C. A. Bowers, 
Clayton & Lambert Mfg. Co. 
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T the right are J. M. Mc- 

Daniel, American Whaole- 
sale Corp.; H. A. Watty, 
Splitdorf Electrical Co.; C. 
H. Garity, American Whole- 
sale Corp., and Harry Clov- 

er, Griffin Mfg. Co. 





TO the left are shown H. 

B. Wilson, M. A. Klein 
and E. W. Howell, M. 
Klein & Son, with Irving 
Kemp, Evansville Tool 
Works; A. P. Hendricks, M. 
Klein & Son, and A. K. 
Trout, A. K. Trout Sales Co. 
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ROM ieft to _ right— 
Henry Duncan, Everett, 
Mass.; D. J. Foss, Wooster 
Brush Co.; P. Q. Shrake, 
Ney Mfg. Co.; J. M. Mob- 
ley, Ney Mfg. Co., and M. 
W. Gatch, Gatch Brush & 
Wire Goods Co. 





EADING left to right— 
Irving Kemp, Evansville 
Tool Works; H. M. John- 
son, F. G. Wooster Co.; W. 
B. Swan, James Swan & 
Co.; W. F. Bassett, Colum- 
bus Handle & Tool Co., and 
Bob Raymond, Evansville 
Tool Works 
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Ed. Griswold, Corbin Cabinet Lock Co.; D. W. Jenkins and S. 


HARDWARE AGE 


October 28, 1926 


wee 
oY ee hr 


Horace Disston, Henry Disston & Sons, Inc., with B. Morrison, Fones Bros. 


Hdwe. Co., and L. C. Frazar, Henry Disston & Sons, Inc. 
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Tendencies 1n Steel Discussed by 


A. I. Findley at Metal Branch 


¢¢8 N VERY man in a place of re- 
LH: sponsibility in the steel indus- 
try, whether in the making or 
marketing of the products, has had to 
pay a higher price for success in these 
post-war years than was called for in 
any period since iron and steel making 
took a leading place in American in- 
dustry,” A. I. Findley, editor of The 
Iron Age, told the metal branch of the 
convention, in his first address de- 
livered before this body sincé 1919. 
“The world upheaval has thrust upon 
the thinking of every progressive busi- 
ness man today economic, political and 
social problems, a knowledge of which 
was considered only the most secondary 
part of his equipment -ten years ago. 


Shortening a Long Story 


“One paragraph in the Steel Cor- 
poration’s report for 1925 compresses 
into small space what might be made 
a long story, of what the steel com- 
panies have had to do to meet the com- 
petitive conditions of these years since 
the crash of 1920. I refer to the state- 
ment that prices received for the cor- 
poration’s products in 1925 were $3.80 
a ton less than in 1924 on domestic 
business, and $4.38 a ton less than in 
1924 on foreign business. Gross earn- 
ings were $165,000,000 in 1925,- or 
eight per cent more than in 1924, on a 
business of 12,340,000 tons of finished 
material, or eighteen per cent more 
than in 1924. Only by unprecedented 
economics in production was the show- 
ing of 1925 made possible. 

“Other steel companies found, like- 
wise, that if they were to make money, 
a large part of it must come through 
savings; their problem was even hard- 
er, seeing that the Steel Corporation 
has very considerable profits outside of 
steel making, its advantage being esti- 
mated at $3 to $4 a ton. In the whole 
industry, plant efficiency has _ been 
greatly increased. Better labor per- 


formance may be a factor—how much 
of a factor we do not know. What is 
known is that every steel producer has 
been forced by active competition te 
get its costs down. 

“At times this year it has seemed as 
though more insistent effort was being 
made throughout the industry to stabi- 





A. I. Findley 
Editor, Iron Age 


lize prices and that there was more 
willingness to refuse business that did 
not yield a profit. It must be said, 
however, that on the testimony of some 
steel manufacturers others are still 
prone to a certain amount of weakness 
in the presence of attractive tonnage. 
Also, if steel market reporters are cor- 
rectly advised, these “others” are in- 
clined to say the same thing about their 
accusers. On the whole, as earnings 
statements for 1926 have been showing, 
the agitation for more successful sales- 
manship in steel has been bearing fruit. 

“Probably nothing has been more 
marked in steel trade developments 
since the war than the extension of the 
uses of steel into new channels. What 
is being done in this direction has a 


direct bearing on the movement for 
better selling of steel. Increasing the 
demand tends to solve the problem of 
excess capacity. At the same time we 
do not overlook the tendency to overdo 
the newer lines of steel manufacture. 
Cold rolled strip steel is a case in point. 
Andrew Carnegie once said in the early 
days of his experience in rolling struc- 
tural steel, when he wanted to warn 
off other steel companies that were 
thinking of going into it: ‘It is a busi- 
ness of infinite detail.’ That would de- 
ter no one now. Every branch of the 
business today is one of infinite detail. 
Nobody expects anything else. 


An Increasing Demand 


“The 2,000,000 tons of rails rolled in 
American mills in 1887 were nearly 75 
per cent of the entire output of fin- 
ished steel. For the past five years 
the average production of steel rails, 
at 2,500,000 tons a year, has been just 
nine per cent of the average annual 
production of rolled steel products. It 
would take a stout volume to tell the 
story of this increase of over 1000 per 
cent in total steel output since 1887, 
while steel rails increased only twenty- 
five per cent. The average man is 
astonished to be told that wire prod- 
ucts, many of them the most tenuous 
forms in which steel exists, now rep- 
resent a larger annual tonnage than 
steel rails. Food containers call for 
more than a million tons of steel a year 
in the form of tin plate. Railroad, 
structural and automobile outlets are 
impressive. A skyscraper and a 
Queensboro bridge are spectacular. 
But the demand for which the bulk of 
the new capacity of the country has 
been built in recent years is rather that 
which ramifies into hundreds of uses 
and into thousands of sales to indi- 
vidual buyers. 

“In no part of the industry has there 
been any such post-war expansion, 
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measured by tonnage, as in sheets. 
And bearing out what was said above 
of the tendency to rush into new lines 
of manufacture, no market has seen 
such ungoverned and at times reckless 
competition as the sheet market. De- 
mand has doubled since the war—2,- 
100,000 gross tons of black sheets 
produced in 1919 and 4,100,000 tons in 
1925, in addition to 325,000 tons of 
black plate specialties rolled on tin 
mills. Yet capacity has kept distress- 
ingly in excess of demand. 

“The sheet industry, however, has 
been busy making quite another sort of 
record than that indicated by the price 
curve. It has outdone every other de- 
partment of the industry in the devel- 
opment of new outlets for its product. 
The Sheet Steel Trade Extension Com- 
mittee in its pamphlet of last year 
listed more than 650 different articles 
or classes of products in the manufac- 
ture of which sheet steel can be used. 
Later the committee was advised of 150 
additional uses, making a total of 800 
articles of common consumption in 
which sheets are now used or can be 
used. In their extension work the 
sheet manufacturers have set an ex- 
ample which producers in other lines 
may well follow, as some of them are 
doing. 

“No question has been more often 
asked in steel trade comment of recent 
months than ‘Where is all the steel 
going?’ The manufacturer who finds 
the largest outlet for his product in 
the forty-five per cent of the steel con- 
sumption of 1925 that was outside of 
railroad, construction and automobile 
uses, should be best able to give the 
answer, for it is in this forty-five per 
cent that the expansion of the near 
future will be greatest. 

“In the steel trade, hand-to-mouth 
buying has solved one problem that for 
years has plagued producers—that of 
making contracts binding. The revi- 
sion of contract prices on a falling 
market was an abuse that time and 
again caused serious dislocation, as 
booms and leanness alternated. In the 
past year and a half there has been an 
equalizing of production § schedules 
throughout the year and a stabiliza- 
tion of prices that have been of benefit 
to the producer. But much of the 
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Otto Dederer 
Sickels, Loder & Co. 


George H. Griffiths, 
Hardware Age 


hand-to-mouth buying is of a sort that 
increases the cost of production and 
distribution. The multiplication of 
orders involving small lot rollings is 
expensive to the mills, and they are 
being called on in many cases for a 
service that has long been considered a 
function of the jobber. Thus far the 
mills have not been able to pass on to 
the buyer the cost of this service. 
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Secretary Charles F. Rockwell and President 

S. Horace Disston, ae Disston & Sons, 

Inc., of the American ardware Manufac- 
turers’ Association, talking it over 
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“On the other hand, those large users 
of steel who, under the old regime, 
bought heavily just before the market 
entered upon one of its up-swings, and 
who depended for no small share of 
their profits on their foresight in buy- 
ing, have chafed not a little under the 
lock-step markets we have been having 
in the past two years. 

“Today the steel makers of Conti- 
nental Europe are going after business 
in this country in earnest. Some of 
them are getting into this market main- 
ly because of debased currencies, yet 
Germany with its gold par Reichsmark 
is making its competition increasingly 
felt. In some cases quoted prices are 
far below those of domestic mills. 
These very marked concessions are ap- 
parently made to overcome the scruples 
of American buyers against bringing 
in foreign steel. The fact that they 
yield little or no profit to the foreign 
seller is reason for the belief that these 
extreme concessions will not long con- 
tinue. 

Lately the formation of the syndicate 
of German, French, Belgian and Lux- 
emburg steel works has caused wide- 
spread discussion of its effect on the 
American steel market. Its first effect 
on the European market was an ad- 
vance in finished steel prices ranging 
from ten to fifteen shillings, the ad- 
vances applying also to exports. These 
higher prices have led to predictions 
in some quarters that the American 
market will get less foreign steel here- 
after. That does not follow. Seeing 
that on some forms of import steel 
domestic prices have been cut $10 a ton 
and more, there is still a considerable 
margin for importers to work on. 

“It is not surprising, in view of the 
amount of pig iron and steel European 
makers have sent to this country, even 
under the disorganized conditions that 
have prevailed yonder in the past two 
years, that there is serious questioning 
as to the effect of the new combination 
on the,American market. Having ar- 
ranged to abstain from _ low-price 
invasions of their respective territories, 
we may expect that the associated 
European makers will try to send more 
rather than less steel to this, the best 
market in the world in which to sell 
“their product.” 








John J. Armstrong, 


Armstrong Hardware Co.; Harry a Kruse Hardware Co.; K. W. Atkins, E. C. Atkins & 


Gross Hardware Co. 


Co., and Arthur E. Gross, 
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Economic Value of Statistical Bureaus in 


Manufacture 


J. Merrill Wright, Pittsburgh, Pa., Discusses the Economic Value of Statistical 
Bureaus in Manufacturing Activities 


an educational campaign and or- 

ganize for the purpose of col- 
lecting business statistics, J. Merrill 
Wright, of Pittsburgh, Pa., told the 
Thursday morning session, conducted 
under the able chairmanship of Frank 
L. Campbell, of the U. S. Chain & 
Forging Co., and vice-president of the 
Manufacturers Association. 

The gathering and distribution of 
important statistics is invaluable. 
What are its effects? 

“Stability of Business. If the manu- 
facturer knows just how much business 
there is to go around, he will operate 
his plant accordingly. 

“Over-Production. Over-production 
is eliminated if the manufaturer 
knows the volume of current business. 

“Economic Disturbance is Avoided. 
There is always bound to be a disturb- 
ance in an industry which at one time 
manufacturers more than the market 
will absorb and another time is unable 
to know the increasing demand and is 
unprepared to meet it. Such a condi- 
tion always results in a violent fluc- 
tuation of prices. If there is an over- 
production, prices are cut, often below 
cost; if the demand is much greater 
than the supply, prices are abnormally 
increased to the injury of the con- 
sumer. The ideal condition is one 
which enables the manufacturer to al- 
ways make money, to never sell at less 
than cost, but to always make a fair 
profit. Such a policy is fair not only 
to the manufacturer and his_ stock- 
holders but to the consumer. 


K VERY business should carry on 


Variation and Volume 


“Variation in Volume of Business. 
Statistics which show the volume of 
business over a period of years and 
the percentage that every manufac- 
turer gets is, in my opinion, one of the 
most valuable, if not the most valuable, 
results secured from statistics. 

“Protection Against the Purchasing 
Agent. It is the purchasing agent’s 
business to buy as cheaply as possible. 
Why should you depend upon a pur- 
chasing agent to fix the price of your 
commodity, irrespective of its cost? If 
you know the capacity and the supply 
and the demand in your industry and 
the cost of production, you need not 
worry about the purchasing agent. 

“Statistics Enable You to Cease 


Manufacturing and Selling an Article 
Which Costs You More to Manufacture 
Than Your Competitor. Nearly every 
manufacturer can make some particu- 
lar article cheaper than his competitor. 
No Manufacturer can make every ar- 
ticle in the industry cheaper than his 


competitor. Why not discontinue the 
manufacture of that article on which 
you are bound to lose money and let 
your competitor who can manufacture 
more cheaply take the business? You 
in turn can concentrate your energies 
on making those products for which 
your plant is better equipped, which 
you can make cheaper than your com- 
petitor and on which you can make 
money? 

“Obtaining Representation in Indus- 
try. You, of course, can realize what 
it means if an industry knows all about 
its own business in such a way as to 
present its case to the public or to the 
Government when anything arises that 
will adversely affect it. If an industry 
can make its wants felt at the capitol, 
benefits obtained are incalculable. 

“Equilibrium in Business is Main- 
tained. I do not believe our present 
business prosperity could ever have 
happened except through the collection 
of statistics by trade associations. 


Right Statistics 


“Avoids Non-Employment.  Statis- 
tics rightly collected and distributed 
avoids periods of unemployment. 

“Waste. One of the greatest losses 
in every industry is waste. Waste is 
eliminated and efficiency made a basis 
of competition rather than price cut- 
ting. This it does by preventing un- 
necessary duplication of plants, the 
enlarging of productive capacity be- 
yond demand, and the consequent waste 
of capital and the income from it. 

“Raw Materials. Statistics collected 
from the members of an industry which 
show the cost of raw materials or fuel, 
or transportation, or any other product 
entering into the manufacture of an 
article, will save the industry immense 
sums of money. 

“Competitive Cooperation or Coop- 
erative Competition is Recognized as a 
Fundamental Phase of the Business 
World Today. We have discovered 
through sad experience that it pays 
to work together. The survival of the 
fittest is a fallacy. Destructive com- 
petition affects not only the consumer 
but the stockholder. | 

“It Preserves Competition. Statis- 
tis enable the members of an industry 
to intelligently compete. This is done 
by the Association itself through the 
elimination of evils which always exist 
in an industry. It preserves the com- 
petition of the small competitor. 
Through exchange of statistics he is 
enabled to find a market for his 
product. 

“Banker. The day is not far distant 
when membership in a trade associa- 


tion will be required by the banker be- 
fore necessary credit will be extended. 

“Capacity Statistics. Such statistics 
are valuable in connection with pro- 
duction. They show the relation which 
current production bears to capacity 
and the extent to which production can 
be increased without regard to plant 
extension. 

“Shipment Statistics. While produc- 
tion figures measure plant activity, 
shipment statistics show the rate of con- 
sumption. Comparison of shipment 
figures with production figures show 
whether the industry is producing more 
or less than consumptive requirements. 

“Stocks on Hand Statistics. Stock 
figures of raw material are valuable in 
indicating the extent to which the in- 
dustry is supplied with its raw mate- 
rial, whether or not there is likely to 
be a large demand in the near future 
which would likely bid up prices, or 
whether with large stocks the manu- 
facturers will be out of the market. 
Raw material stocks indicate when con- 
sidered with the average daily consump- 
tion, the amount of supply on hand 
and how long it will last. 

Hand to mouth purchasing prac- 
tices can be ascertained. The stock of 
finished goods enables the manufac- 
turer to control his operations. If 
stock figures are high a lessened de- 
mand is indicated and _ production 
schedules will be cut down. If stocks 
are low production will be increased 
to get a share of the increased busi- 
ness. This eliminates over-stock and 
over-production. 

“New Orders Statistics. New orders 
are probably the best business bar- 
ometer because they reflect business 
sentiment exactly. Production figures 
in any month may consist of orders 
received over several months previous. 
Shipments statistics may comprise 
goods purchased months before. New 
orders’ statistics, however, register 
immediately the current consumers’ 
present thought. 

Production and shipments are limited 
by plant capacity. There is no limit 
to new orders unless productive ca- 
pacity for months is filled. 


Value of Figures 


“So that such figures are of vital 
importance in showing the pulse of 
demand and enabling the manufacturer 
to fix his policies with reference to price 
changes, etc. 

“Unfilled Order Statistics. The 
amount of unfilled orders for an in- 
dustry indicates exactly how long the 
industry can operate without receiving 
further orders.” 
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OP row, left to right—Otto Kaufman, Grant Grip Mfg. Co.; Jos. Pollak, Jos. Pollak Tool & Stamping Co.; J. M. Williams, Fayette R. Plumb, 

Inc.; Llew S. Soule, editor of Hardware Age, and Tom Gallavin, E. C. Stearns & Co. Second row, left to right—B. B. Jones, Clyde Cutlery 

Co.; Godfrey Rueger and E. B. Brittain, John T. Rountres, Inc., with Henry S. Nelson, Phil B. Bekeart Co. In circle—Irving Kemp and C. E. 

Bulloch, Evansville Tool Works. Bottom row, left to right—R. A. Peterson, Hardware Retailer; R. A. Sundvahl, Aluminum Goods Mfg. Co.; Glenn 
Hackney, Hardware Retailer; William G. Fisher, Mathews & Boucher, and D. D. Davis, Continental Wood Screw Co. 
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Hardware Council’s Operation and Progress 


Outlined by Chairman C. W. Asbury 


not familiar with the Hardware 

Council, C. W. Asbury, Enterprise 
Mfg. Co. of Pennsylvania, Philadelphia, 
Pa., its chairman prefaced his progress 
report with the explanation that the 
Hardware Council is composed of four 
retailers, four wholesalers and four 
manufacturers, and that the object of 
this body is to consider how to minimize 
wastes and remove, if possible, waste- 
ful practices in order to strengthen 
the economics of distribution. The 
Hardware Council comprises the officers 
of the national retail, wholesale and 
manufacturers’ associations, with the 
secretaries of all as ex-officio members. 
Mr. Asbury’s talk was made at the open 
session of the American Hardware 
Manufacturers Association, held Wed- 
nesday morning, with President S. 
Horace Disston in the chair. In part 
Mr. Asbury said: 

“The council has not and cannot 
have, by reason of its very existence, 
anything to do with questions of prices 
or attempts to regulate in any way the 
distribution of any specific lines of 
goods. 


| JOR the benefit of those who were 


“A Multitude of Sins” 


“No one knows better than you gen- 
tlemen that the term hardware covers 
a multitude of sins. E. C. Simmons 
told me on one occasion that he car- 
ried regularly in stock 80,000 items; 
therefore, any study of the council 
must in itself obviously be a most gen- 
eral study. 

“As to the questions which have been 
before the council, they are, I think, of 
major importance and reports have 
been made up through the process of 
the subject’s having been referred to a 
committee, as I previously described, 
that committee’s getting all available 
information from each of the three 
branches of the industry and then 
studying facts thus attained before un- 
dertaking to make up a general report. 
The report, when thus made up by the 
committee, is submitted to the council 
at the next succeeding meeting and all 
of the members of the council discuss 
freely every phrase that is used in the 
report in order to prepare that report 
in the best shape for easy digestion by 
all branches of the industry. 


Reports Already Made 


“Now, as to the practical benefit of 
such work, the council being without 
power, as I have said, of any kind, it 
can only hope that its reports will be 
read and digested by those who receive 
them, in the hope that each individual 
in reading those reports carefully may 
take some step in the management of 
his own business which will tend to cor- 
rect the expensive abuses that have 


crept into distribution, with the net re- 
sult that the three branches of the 
hardware industry will be greatly 
strengthened and, above that, and per- 
haps of more importance, is that the 
public will be better served and at 
lesser cost. 

“The reports that have already been 
made by the council cover such sub- 
jects, for instance, as installment sell- 
ing. That has been a very live eco- 
nomic subject for some time. What its 
effect is in the distribution of hardware 
is undertaken to be set forth in that 
report. It is assumed that articles sold 
on the installment plan, generally 
speaking, are articles which involve the 
expenditure of a considerable sum of 
money. The payments are extended 
payments because the buyer either can- 





C. W. Asbury 
Enterprise Mfg. Co. of Pa. 


not or has no disposition to pay the 
large sum in cash. 

“Many articles of hardware, how- 
ever, are inherently and must continue 
to be articles which pass over the 
counter for cash, or the usual exten- 
sion of credit by charge. If the average 
consumer overloads his future income 
or hocks it, he is not in position to pur- 
chase many of the articles that we 
make and undertake to sell as hard- 
ware manufacturers, and the effect, of 
course, extends to the wholesaler and 
to the retailer. 

“The abuse of the installment plan 
of buying therefore affects the distri- 
bution of those items which sell for 
lesser price and for cash; it affects ad- 
versely the distribution of such articles. 
Therefore, we consider it to be of vital 
interest to the hardware _ industry. 
There is no attempt to attack the in- 
stallment method of selling or buying 
as a general proposition because that 
would be obviously foolish. That gen- 
eral method has been practiced, for in- 
stance, in such things as_ building 
homes and leaving a mortgage thereon, 


and so on; but it is directed to the 
abuse of that system of selling. 

“Reports have also been made upon 
the practice of ordering in small quan- 
tities and the economic wastes which 
follow the practice; also upon whether 
or not the factors chiefly responsible 
for increased cost of distribution are 
affecting the situation. 


Reports in Pamphlet Form 


“At Monday’s meeting a report was 
made on the responsibilities of busi- 
ness management, on the wastefulness 
and abuse in the distribution of manu- 
facturers’ sales helps, chiefly such 
things as window displays, the cam- 
paigns of so-called broadcasting of 
printed literature, without proper 
study, by the manufacturer, of the ef- 
fectiveness of that distribution. 

“There is another in which five 
points are set forth in a report cover- 
ing the things which manufacturers, 
and five things which wholesalers, and 
five things which retailers should do 
in the interest of more effective distri- 
bution. 

“Plans have been made by which the 
reports of the Council will be printed 
in pamphlet form and will be distrib- 
uted by the respective secretaries of 
the four associations involved to their 
respective memberships so that each of 
you gentlemen may expect to receive 
with reasonable promptness a pam- 
phlet containing all four of these re- 
ports.” 


An Idea of the Problems 


To give the convention an idea of 
some of the problems under considera- 
tion by the Hardware Council, Mr. As- 
bury read eight out of thirty-three 
questions. These will be referred to 
committees composed of one retailer, 
one jobber and one manufacturer for 
study and then report back to the 
Council at the succeeding meeting. 
There it will have further discussion 
and approval for the final report. All 
reports will be furnished the trade 
press and association secretaries. The 
eight questions follow: 

1. In what ways and to what extent 
are present trends in distribution 
methods likely to affect the selling of 
hardware? 2. What seems likely to be 
the chain store development, if any, in 
the hardware field? 3%. In a modern 
merchandising sense, what are the 
functions of an efficient retailer? 4. 
Can more valuable service be rendered 
by a merchant concentrating his cap- 
ital and effort in the line he is best 
fitted to supply or by attempting to 
serve all the wants of the customers? 
5. Can the cost of distribution be low- 
ered by each merchant concentrating 
his efforts in the territory he can serve 
best or by spreading sales activities in 























October 28, 1926 


the territories where competi- 
tors have an _ advantage? 
6. How can a merchant who 
places bargain price competi- 
tion on leading items profit from 
the greater variety he carries 
for the convenience of his cus- 
tomers and the various services 
he renders? 7. To what extent 
is the retailer justified in urg- 
ing the purchase of quality 
goods when the needs of the 
customer can be satisfactorily 
served by the less expensive 
goods? 8. How can the retailer 
follow the seemingly sound advice to 
concentrate his buying when so many 
sellers, both wholesalers and manufac- 
turers, solicit his orders and offer all 
sorts of inducements to get a share of 
his business? 

“Now, just one more word which is 
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an appeal to you directly with respect 
to the Hardware Council. The Hard- 
ware Council cannot properly function 
and cannot hope to perform a service 
in the interest of all of you gentlemen 
unless it has your cooperation. It is 
just possible that some committee to 
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which some of these questions 
have been referred may ask you 
for information as coming from 
your business contributory to 
others which may come from 
other businesses in order to get 
a digest or summary upon 
which a conclusion may be 
reached in the interest of all. 
If those requests come to you, 
may I appeal for your earnest 
study of the inquiry that comes 
and ask if you will send as full 
and complete a report thereon 
to the committee as your busi- 
ness and your experience would war- 
rant? With such helpfulness’ on 
the part of the manufacturers, the 
wholesalers and the retailers, we can 
only express the hope that the work 
which is undertaken by the Council 
may be of some benefit to you all.” 


R.C. White Discusses the Reasons 
for Our Prosperity 


¢6 MERICA today is the most 
A prosperous nation in the 
world,” said R. C. White, * 
sistant Secretary of Labor, who - 
dressed the convention in the place of 
the Hon. James J. Davis, who was 
unable to be present. “Ninety per cent 
of all the automobiles are owned and 
operated in America. Who owns them? 
The rich people, the members of the 
employing class? They own some of 
them, of course. But the immense 
majority of automobiles in America 
are owned by the workers, by men who 
earn a daily wage. You cannot paral- 
lel anything like that elsewhere in the 
world. History itself affords no paral- 
lel. 


American Worker Well Paid 


“The American worker is paid a 
higher wage than ever a worker was 
paid before, and a great part of Amer- 
ican prosperity is due to this fact. 
America is the first country in the his- 
tory of the world to discover that a 
worker is a human being in the full 
sense of the term, and this discovery 
has rewarded the nation richly in dol- 
lars and cents, as well as in other ways 
less materialistic. 

“Again, no other country has been so 
zealous in matters of practical science. 
Without disdaining the theoretical side 
of science, Americans have considered 
to a degree that no other nation has, 
how science might be applied to indus- 
try for the purpose of increasing 
human wealth and comfort. The re- 


sult of this application is seen in every 
American home. Nowhere else will you 
find such excellent plumbing, so much 
machinery for the relief of household 
drudgery, so many appliances to make 
people comfortable and contented. 


“Consider the farmer! In _ every 
country of the world outside of Amer- 
ica, the condition of the farmer, in a 
majority of instances, is far below the 
standard of the American farmer. He 
enjoys none of the advantages of the 
urban dwellers. But in America there 
is practically nothing that the urban 
dweller enjoys that is not enjoyed by 
the up-to-date farmer. Good roads, to- 
gether with the invention of, first, the 
trolley car, and, second, the automobile, 
and now the radio, have brought him 
in intimate connection with the city. 
He has all the modern improvements. 
He reads in the evening by means of 
electric light; his wife does her wash- 
ing and ironing by means of modern 
appliances; much of his work is done 
by means of machinery. He is no 
longer isolated; he shares in all that 
the world at large enjoys, and it is 
right that he should, because agricul- 
tural conditions must be good, else not 
only the farmer but all our people 
would be adversely affected. In the last 
analysis our prosperity as a whole will 
depend upon the prosperity of the 
farmer. 


Prosperity Is Great 


“So far as the people in our cities 
are concerned, their prosperity is so 
great at present that there is indeed 
very little to grumble about. Every- 
thing in the American city today is 
well-ordered. The citizens do their 
work in great office buildings or indus- 
trial plants where everything conducive 
to human comfort is found. There are 
excellent schools to educate the young; 
there are excellent hospitals to care for 
the sick. The homes of the people are 
becoming more and more comfortable, 
and the time draws near when the slum 


and poor houses will be a thing of the 
past, a mere ghost of the memory. 

“Americans are often accused of be- 
ing too materialistic. It is said that, 
as a people, we have come to believe 
that the meat is more than the life, 
and the raiment more than the body. 
But there is little to justify this 
criticism. Americans know that if we 
are to live on this earth, it is better to 
get the most out of it. The Hindus 
are a very spiritual people, but nearly 
all of them are poor. Instead of de- 
veloping sciences and, through science 
and industry, they prefer to exert their 
superior mental powers on metaphys- 
ical problems, the result being that 
while they have a remarkable philoso- 
phy of existence, they have failed to 
till their soil to the best advantage or 
to develop industries. The western 
world has not made a similar mistake, 
and, of all Occidentals, Americans are, 
in matters economic, the most wide- 
awake. The philosophical Hindu does 
not think that life is worth living, and 
we should doubtless be of the same 
opinion if it had not been for the great 
development of our industry through 
the application of modern science. 

“Americans believe that life is worth 
living, because they have made it worth 
living. They have not been in the habit 
of spending it in a wordy contentious- 
ness over matters that must ever be 
insoluble; they have been in the habit 
of spending it in a way to call forth 
and develop all its resources. Bacon, 
in his prophecy, foresaw man as 
imitating the thunderbolt. Well, Stein- 
m@®, the great electrician of Schenec- 
tady, fulfilled that prophecy several 
years before his death by producing a 
miniature thunderstorm in his labora- 
tory.” 
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The Government in Business Discussed by 
Representative ‘Tilson 


a legitimate aid to business was 

discussed by the Hon. John Q. 
Tilson, Representative in Congress 
from Connecticut and Majority Leader 
of the National House of Representa- 
tives, at the morning session on Oct. 
20. Mr. Tilson said in part: 

“After countless experiments along 
this line, it is safe to say that never 
in the history of the race has such 
an experiment been genuinely success- 
ful. In our own country, Uncle Sam 
has the worst reputation as a business 
man that I know of; and, unfortu- 
nately, this reputation is well deserved. 


- HE function of the Government as 


Necessity of Government 

“Government is necessary, however, 
for many reasons; and to nothing is it 
more essential than to business itself. 
Stability of government and strength 
sufficient to protect the humblest citi- 
zen in his private rights are abso- 
lutely essential, not only to the efficient 
carrying on of business, but for the 
continuance of a satisfactory state of 
prosperity and well being. Govern- 
ment can properly go even further and 
should do so. It should guarantee to 
each citizen, rich or poor, weak or 
strong, humble or exalted, equal rights 
before the law and equal protection 
under the law. This should be the 
aim, the purpose, and the extent of 
the law. 

“In order that governments may 
function, revenue is necessary and this 
is usually raised by some form of tax- 
ation; in fact, taxes are absolutely 
necessary for the maintenance and per- 
petuity of governments. All taxes are 
a burden upon those who must pay 
them; but even a burden may be either 
so adjusted that it may be borne with 
little inconvenience and difficulty, or, 
on the other hand, it may be so placed 
that it becomes well-nigh intolerable. 








So with tariff taxes. When properly 
laid, they are the least burdensome of 
all our taxes and in our system can be 
and are made not only to gather sub- 
stantial revenue readily but to serve a 
positively helpful constructive purpose 
in equalizing the conditions of those 
utilizing our domestic markets. 

“The much lower wages of highly 
skilled mechanics in foreign countries 
have another effect which is deceptive 
and often misleading. Owing to the 
very high wages of our skilled me- 
chanics, as well as our common labor, 
it is necessary that as much hand labor 





Hon. John Q. Tilson 


as possible be dispensed with, so that 
in order to keep down production costs 
all the machinery possible is used and 
every conceivable form of labor-saving 
device. On the other hand, in foreign 
countries all labor is so much cheaper, 
and especially the labor of highly 
skilled mechanics, that the manufac- 
turer there can afford to use more hand 
labor, even skilled labor, and he does 
it rather than run the risk of making 


an enormous capital outlay to equip 
and tool his plant only to find his mar- 
ket so circumscribed that he cannot 
find an outlet for his increased product. 


Boasted Superiority 


“Herein lies the secret’ of the much 
boasted superiority of the American 
workman over the foreign workman. 
It is often said that our American 
workman turns out more product than 
his brother worker in the same line 
in other countries. It is true; but bear 
in mind what I have just said as to 
machinery and labor-saving devices. It 
is often said that an American work- 
man will get more out of the same 
machine than will the foreign work- 
man. This also is probably true; but 
bear in mind what I have said about 
the superior equipment and tooling of 
American shops; and in both cases 
keep in mind the fundamental reason 
why foreign manufacturers do not 
equip and tool their factories equal to 
American factories, which is because 
of the uncertainty of a permanent and 
adequate market. . . But, look out! 
Tfey are improving in this respect. 

“Let me tell you gentlemen where the 
danger lies in this direction. Do away 
with our system of protection; let it 
be definitely understood that hence- 
forth our American market is open to 
all the world upon equal terms, and 
you will soon see such a change in the 
methods of foreign manufacturers as 
will make you dizzy and when they 
have equalled us in machinery and 
equipment (and they are progressing 
in that direction), learned how to use 
them effectively (progress is being 
made along this line also), and still 
pay less than half our wage scale to 
their workers, look out! For some- 
body in this country is going to be hurt 
if their product is allowed to come in 
free or with an inadequate duty.” 











Herbert Lawrence and George Tolley, Underhill, Clinch & Co., with John Shann, Chas. J. Smith & Co.; L. H. Johnson, Masback Hardware Co.: 


Chas. J. Smith, Chas. J. Smith & Co., Wm. L. BI 


enererre 


umberg, W. L. Blumberg Co., and Sam Anceleritz, Wm. Goldenblum & Co., all of New York City. 
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T the right—H. G. Grosscup, Lovell 
Mfg. Co.; H. J. Strugnell, Rem- 
ington Arms Co., and Arch Hager, 
Hager & Sons Hinge Co. In circle 
—R. E. Andrews, General Electric Co. 














BOVE—T. Claffey,  Pitts- 

burgh Steel Co.; Frank 
Colladay, Frank Colladay Hdw. 
Co., and Donald McMillan, Lan- 
ders, Frary & Clark. At right . 
—C. A. McGuire, with George 
D. Kirkham of American Steel 6 
& Wire Co., and W. H. Ter- 
stegge, Stratton & Terstegge Co. 





A 2e¥e-—i. Ludes, F. E. Smith, J. S. Leins and W. L. Hochshild, the R. E. 

Dietz Co. In circle, at the right, are W. H. Donlevy, Carter, Donlevy Co., 
National Hardware Association President, and S. Horace Disston, Henry Disston 
& Sons, Inc., Retiring President, American Hardware Manufacturers’ Association 
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Hon. W. E. Humphrey Explains Present 
Policies of Federal Trade Commission 


ECLARING that the _ present 
1) operative policy of the Federal 
Trade Commission is_ protect 
the public, stop fraud, investigate all 
charges impartially and embarrass no 
honest business, the Hon. William E. 
Humphrey, of the Commission, gave 
the manufacturers’ Thursday morning 
audience a fascinating and instructive 
outline of the Commission’s progress 
in the past 18 months, which marks the 
time of Mr. Humphrey’s connection 
with that body. He said a plan is 
under way to hold publishers jointly 
responsible for fraudulent advertising, 
which type of dishonest practice is said 
to cost the American people several 
hundred million dollars per year. 
Frank L. Campbell, U. S. Chain & 
Forging Co., Pittsburgh, Pa., vice-pres- 
ident of the American Hardware Manu- 
facturers’ Association, presided at this 
meeting. Mr. Humphrey’s outline in 
part follows: 


Activities of the Commission 


“The Federal Trade Commission has 
no power to punish the wrongdoer. 
Forgetting that has led to many errors 
and much criticism of the Federal 
Trade Commission that was unjust. 
We leave that to the courts. All the 
Federal Trade Commission can do is 
protect the public from these fraudu- 
lent practices by issuing orders to cease 
and desist. 

“The activities of the Federal Trade 
Commission provide that whenever the 
Federal Trade Commission has reason 
to believe any concern is engaged in 
any unfair practice, that it shall issue 
a complaint against that concern, pro- 
vided it believes it is in the public in- 
terest so to do. Now I believe that 
phrase ‘in the public interest so to do’ 
should be the chart and compass to 


* 


' 





Cc L. Gairoard 


}. Wiss & Sons 


guide the Federal Trade Commission. 

“When I went on the Federal Trade 
Commission the practice was to send 
out our investigators. Sometimes the 
investigators were quite thorough and 
the investigations were quite complete; 
sometimes they were formal; usually 
they were merely nominal, and always 
they were ex parte, and upon that re- 
port the Federal Trade Commission 





Hon. William E. Humphrey 


would issue a complaint and simul- 
taneously with the issuing of the com- 
plaint they would get out a statement 
for publicity to the press as to the 
facts, before there was any trial or be- 
fore they knew what the facts were, 
and that statement, coming with the 
official stamp of the Commission, was 
given wide publicity, particularly if 
the parties proceeded against were well 
known, or if the political effect would 
be great, or if the allegations were 
sensational. And it frequently hap- 
pened, yes, I regret to say, that the 
records of the Federal Trade Commis- 
sion showed that it happened in more 
than one-half of the cases, that after- 
ward when the case came to trial, some- 
times months and sometimes years 
afterward, it would be found that the 
party was wholly innocent, no law had 
been violated, and the case was dis- 
missed, but that dismissal didn’t bring 
any headlines in the newspapers. It 
didn’t furnish any material for So- 
cialistic propaganda. That did not fur- 
nish any redress for the injured party. 

“When we have a complaint now we 
send out our investigators. If they 
make a report that there is nothing in 
the case it is dismissed. If they report 
that they believe there has been a vio- 
lation of the law, then we give the re- 
spondent—that is what we call the 
party we proceed against—we give the 
respondent, if they so desire, an oppor- 
tunity to be heard, and why shouldn’t 
they? We have heard the evidence 


against him, which usually comes from 
his competitor, and why shouldn’t we 
hear from him before we hold him up 
as the violator of the country’s laws? 
Why shouldn’t he be given an oppor- 
tunity to be heard? So, we give him 
an opportunity to state his side of the 
case. | 

“If, upon that hearing we are satis- 
fied that there has been no violation of 
law the case is dismissed and that. ends 
it. If we helieve there have been some 
unfair practices and the respondent is 
willing to agree that he will abandon 
the practice forever and if he fails to 
do it we may use such stipulation 
against him—we require it in writing— 
we dismiss the case and that is the end 
of it. 


Policy of Stipulation 


“Now, strange as it may seem, this 
policy of stipulation has aroused more 
opposition perhaps than any changes 
we have made in our rules. In every 
instance where we can procure these 
stipulations, and I want to stop right 
here to say I think it is a great credit 
to American business when I tell you 
that 85 per cent of all the concerns 
that have been before us, when they 
have been told they are violating the 
laws of the country, have voluntarily 
entered into the stipulations to cease 
those practices. 

“Now the opposition to these stipula- 
tions tell you in every instance where 
we could procure one, we should pro- 
ceed to trial and do so in order, as they 
say, to advertise dishonest business, or, 
to use the pet phrase of the street 
demagogue, they tell you that they 
want to put the fear of God in the 
hearts of dishonest business men. But, 
while they are terrorizing the 10 per 
cent that is dishonest, are they not at 
the same time terrorizing the 90 per 
cent that are honest? 





McKnight 
. A. Director 
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EXPLANATORY NOTE OF PRICES 


Items 1, 2, 3, 4, 5 and 6 represent Dollars per gross ton 
(2240 lbs.). 

Items 7, 8, 9, 10, 11, 12, 13, 14, 15, 16, 17, 18, 19 and 20 repre- 
sent Dollars per hundred pounds. 

Item 21 represents discounts from Price List which would 
need to be consulted. 

For Example: 


Ist item, Pig Iron, Basic—Valley, $16.75 per gross ton 

(2240 Ibs.) : Table of current n 
2nd item, Foundry Pig Iron, No. 2—Chicago, $11.00 per 

gross ton (2240 lbs.). e 
7th item, Common Iron Bars, Pittsburgh, 95/100 of a metal materials e 


Dollar (equals 95c.) per 100 lbs. 
9th item, Tank Plates, Pittsburgh, $1.00 per 100 lbs., etc. 











OMMENTS:—Except where otherwise stated, the figures below show the monthly averages, : 

the highest or lowest prices ruling at any particular dates. 

Attention is particularly called to the long price movement starting in April, 1915, advanc 
steadily until July, 1917, to points that probably will never be surpassed in this generation. In Nove 
ber, 1917, prices were agreed with or fixed by the Government on a majority of these items. The strc 
market continued until the signing of the Armistice. Then there was a “marking time” or grad 
easing off until late 1919, when the market began advancing again by leaps and bounds until Ju 
1920. This was the turning point of the greatest market movement of modern times, and was followed 
the Post-War deflation culminating early in 1922. The market cycle showed an upward movement d 
ing the period of 1922 coal strike, followed by recession after the strike; the upward movement 
sumed in January, 1923, culminating in April, 1923, and followed by another period of recession. 

Further reductions have taken place since April, 1923, in all items enumerated with the except! 
of Zinc, Pig Lead and Pig Tin. These reductions are naturally to be expected in getting back to wl 
might be regarded as normal conditions. 

In considering this chart the fact should be taken into consideration that the cost of labor 
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; 
. much greater than prior to 1914. OLIVER BROTHERS, INC. 
Item Price Dec. | Nov. | Sept. | Sept.5| Oct. 2 | Oct. 1 | Oct. 1 | Nov. 1|Dec. 22} July | July | Mar. | Jan. 
' No. Material Based, 1897 1898 1899 1900 1902 1903 1904 1905 1906 1907 1908 1909 1910 
F.O.B. 

1 Pig Iron, Basic............ Valley 16.75 | 23.00 | 22.00 | 14.50 | 14.95 | 16.88 








2 Foundry Pig Iron, No. 2. .. Chicago 11.00 | 11.00 | 21.00 | 15.50 | 23.00 | 15.75 | 13.50 | 17.75 | 25.50 | 24.50 | 17.50 | 16.50 | 19.00 





4 
: 
: 
& 
: 


3 Bessemer Pig Iron..... Pittsburgh 10.00 | 10.40 | 23.75 | 14.00 | 21.75 | 16.35 | 12.85 | 16.85 | 23.85 | 22.90 | 16.90 | 16.40 | 19.90 





4 Steel Billets Bessemer. Pittsburgh 14.90 | 15.25 | 38.00 | 17.50 | 29.00 | 27.00 | 19.50 | 26.00 | 29.50 | 34.00 | 27.00 | 25.00 | 27.00 

















5 Wine ReGs. ... 0.0.0: Pittsburgh | 22.00 | 20.25 33.00 | 35.50 | 34.00 | 26.00 | 32.00 | 39.00 | 36.50 | 33.00 | 33.00 | 33.00 
6 Heavy Steel Scrap....... Chicago 7.75 | 7.25 | 15.50 | 9.00 | 18.50 | 13.00 | 10.00 | 14.50 | 17.50 | 15.50 | 11.50 | 12.50 | 16.50 
7 Common Iron Bars. .. . . Pittsburgh 95 95 1.95 1.30 1.80 1.50 1.30 1.80 1.80 1.70 1.40 1.40 1.70 
8 Merchant Steel Bars. .. Pittsburgh 95 95 | 2.50 1.10 1.60 1.60 1.30 1.50 1.60 1.60 1.40 1.20 1.48 
¥v Tank Plates........... Pittsburgh 1.00 | 1.124) 2.75 1.10 1.75 1.60 | 1.40 1.75 1.70 | 1.70; 1.60; 1.30 1.55 





10 Structural Material... . . Pittsburgh 1.05 1.15 2.25 1.45 1.85 1.60 1.40 1.70 1.70 1.70 1.60 1.30 1.55 





11 Steel Sheets, No. 28 Black Pittsburgh 2.05 1.80 3.25 3.00 2.65 2.55 2.00 2.15 2.50 2.50 2.40 2.25 2.35 





12 Steel Sheets, No. 28 Galv. Pittsburgh 3.10 3.20 3.60 3.75 3.55 3.25 3.50 





13 Barb Wire—Galv...... Pittsburgh 1.60 1.65 | 3.25 2.80 2.50 2.60 2.05 2.25 2.45 2.45 2.40 | 2.40 2.15 





14 Wire Nails—Standard. . Pittsburgh 1.20 1.25 2.65 2.20 1.90 2.00 1.60 1.80 2.00 2.00 1.95 1.95 1.85 

































































eer Pittsburgh 2.40 | 1.95] 2.05] 2.15] 1.60] 1.65 | 2.05 | 2.05] 1.75] 1.80] 1.80 

16 | Copper, Ingot.......... New York | 10.75 | 12.80 | 18.50 | 16.75 | 11.55 | 13.50 | 12.75 | 16.624] 23.00 | 21.00 | 12.874] 13.00 | 13.93 | 
17 | Spelter—Zinc........... St. Louis | 3.774) 5.25 | 5.35 | 4.024) 5.25 | 5.65 | 5.00/ 6.10] 655 | 5.80| 4.35 | 4.65 | 6.00 i 
18 | Lead—Pigs............. St.Louis | 3.574] 3.55 | 4.50| 4324] 410] 440] 4.20] 5.25| 615 | 5.00 | 440] 3.8231 4.60 | 
> | SteeBig.......<<+008 New York | 13.70 | 18.40 | 32.00 | 30.75 | 25.00 | 25.90 | 27.86 | 32.60 | 42.70 | 40.25 | 27.20 | 28.65 | 32.74 | 
20 | Tin Plate............. Pittsburgh | 3.10| 285| 4.65 | 4.65] 4.00| 380| 3.30] 3.45| 3.90| 3.90] 3.70| 3.45| 3.60 | 
an | Geet fips... .. 05.5000 Pittsburgh 70% | 67% | 75% | 783% | 79% | 75% | 72% | 74% | 79% | 78% ‘ 

















For the sake of quick comparison, we have added two columns to the chart, one column indicating the lowest prices since 1897 on each individual item, the sec 
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t market values from December, 1897, to September, 1926, of the priz 
; entering into the manufacture of a ereat variety of hardware ¢ 


Compiled by OLIVER BROTHERS, INC., New York and Pittsburgh 


1S, BSS DITOR’S NOTE:—We again submit the revised TABLE OF MARKET VALUES made up 
vancing by Oliver Brothers, Inc., of New York and Pittsburgh, who are recognized as one of the most 
ig reliable sources of price information in America. Requests have come from all parts of the world for 

: additional copies of the previous issues of this Chart, which is an indication of the value and importance 


e strong 
gradual of the information herein contained. 

dh We believe that the work involved in compilation and the value of the information set forth would 
ent se justify this Table being made a permanent record of your office. 

emia We again express to Oliver Brothers, Inc., our appreciation of their courtesy in supplying this 
ception Chart, and which we recognize as a service rendered the trade by their organization. 
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an Jan. | Jan.1/ Jan. Aug. April | March “july . ie May Mar. 21) Dec. | April | Sept. | Dec Jan. July Oct. | Mar 


p10 | 1911 | 1912 | 1913 | 1914 | 1915 | 1917 | joy7 | Norvtsi7 | 1918 |, 1919 | 1919 | 1920 | 1920 | 1920 | 1921 | 1921 | 1921 | 1922 





—————E 


.88 | 13.30 | 12.37 | 16.45 | 13.00 | 12.50 | 32.00 [flis® 3409) 33.00 | 32.00 | 25.75 | 34.30 | 42.17 | 48.50 | 33.00 | 30.00 | 19.50 | 19.62 | 17.90 








SEEnEEEEnEneenaaanne 


.00 | 15.50 | 14.00 | 18.48 | 14.44 | 13.50 | 35.65 |, Hish® |) 33.50 | 33.50 | 27.25 | 37.30 | 43.50 | 46.75 | 37.20 | 33.16 | 20.00 | 22.35 | 20.47 


.90 | 15.90 | 15.15 | 18.15 | 14.90 | 14.55 | 37.65 |Hih 5695) 37.25 | 36.15 | 27.95 | 35.30 | 43.50 | 50.46 | 36.96 | 33.96 | 23.31 | 21.96 | 20.92 




















we 


7.00 | 23.00 | 19.50 | 28.40 | 20.17 | 19.50 | 70.00 |, Hish& tte er e| sree | 38-50 | 38.50f/ 60.00 | 60.00 | 43.50 | 43.50 | 32.00 | 29.00 | 28.13 
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00 | 27.75 | 24.50 | 30.00 | 25.25 | 25.00 | 80.00 | ,Hish& | 57.00 | 57.00 | 52.00 | 52.00t| 3659 | 35:00 | sr09 | 57.00 | 43.00 | 40.50 | 36.04 
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50 | 12.20 | 10.50 | 12.75 9.75 9.15 24.25 35.50 28.50 | 28.75 | 16.05 | 21.55 | 23.75 | 24.81 | 16.20 | 16.13 | 10.00 | 12.44 | 12.40 


70 1.40 1.25 1.65 1.25 1.20 3.60 |Hish 525) 3.50 3.50 2.35 | 3.45 4.05 4.50 3.73 2.81 2.25 1.95 1.85 



































“ Ave. 5.00 

' 235 | 2. 2. 
48) 140) 115] 140] 1.18 | 1.20 | 3.25 |, Hish& | 200 | 2.90] 2.35 | 2.35t] $35 = | te 2.35 | 1.84] 1.66 | 1.44 
55) 140] 115] 1.50} 118 | 1.20 | 4.35 [Hish 1000) 3.25 | 3.25 | 2.65 | 2.65t| $35 i 2.66 | 1.86 | 1.60 | 1.43 














; 2.45 2.45 2.45 
55 | 1.40] 125] 1.50] 1.18 | 1.20 | 3.50 |, Hish& | 3.00 | 3.00] 2.45 | 245t] $35 | Sie | Za | 246] 1.93 160] 1.44 











35 | 2.15 | 1.90] 232] 1.88 | 1.80 | 4.90 [i 8) soo | soo] 4.35 | 435¢] $3 | AB | $38 | 436 | 3.31 | 3.00 | 3.00 








High 11.00 5.78 5.70 5.70 
50 | 3.20 | 2.90] 3.47] 2.87 | 3.40 | 7.00 |” 1933] 625 | 6.25 | 5.70] 5.70t] $3 | gen | sip | 570] 4.31] 400 4.00 
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Harry Schmidt, J. W. Fox Hardware Co.; Fred H. Ritterbusch, Readin 
Corbin Co.; N. A. Gladding, E. C. 








“T ask you especially to think of that 
statement in view of the fact that the 
record in the Federal Trade Commis- 
sion shows that before these rules were 
changed that in over 50 per cent of the 
cases those that they advertised as dis- 
honest and crooked proved to be inno- 
cent. 

“Only a short time ago the Supreme 
Court of the United States divided four 
to five as to whether or not a certain 
state of facts constituted a violation of 
the anti-trust law. If that great court, 
the greatest that the world ever saw, 
with its learned judges, whose integrity 
is above suspicion, who have devoted 
their whole lives to the study of these 
questions, if that great court cannot al- 





E. C. Waldvogel 
Yale & Towne Mfg. Co. 


ways agree what facts constitute a vio- 
lation of the anti-trust laws of the 
country, how can any sane and honest 
man stand before an intelligent audi- 
ence and say the business men of this 
country must always know with cer- 
tainty when they violate the anti-trust 
laws, and in view of that fact, how 
can any sane and honest man interpose 
objections to permitting men under 
such circumstances as that, if they are 
willing to quit and cease the practices, 
from having an opportunity to do so? 

“IT know of no better way to fairly 
compare the result of this new rule of 
stipulation than by taking the first year 
under the new rule and comparing it 
with the last year of the old rule. 
Under the old rule during the last year 


Atkins 


Knob Works; J. W. Fox, J. W. Fox Hardware Co.; . Mouat, P. & F. 


Co., and Bill Hawkins, Columbian Rope Co. 





A ee 





George Walter Davis 
New York City 


there were 54 orders to cease and de- 
sist issued. If you assume that none 
of these were appealed from, which is 
not true, because a good many were, 
the Federal Trade Commission in the 
year immediately prior to March 25, 
1925, protected the public from the 
fraudulent practices of 54 concerns, a 
little over one a week. I submit that is 
not a bad showing; that it justified the 
existence of the Commission because it 
involved the interests of many millions 
of people. 

“During the first year under the new 
rule the public was protected from the 
fraudulent practice of 270 concerns, or 
five times as many as it was. during 
the last year under the old rule. 


“It costs $2,500 more to secure an 
order to cease and desist than it does 
to accomplish the same purpose by 
stipulation, so that during the first year 
under this new rule of stipulation we 
have saved the taxpayer over $700,000, 
that is, upon the theory that all the 
270 cases could have been tried in a 
single year; but as a matter of fact, it 
would have taken over five years and 
when you take that view of it, during 
the first year of this rule we saved the 
taxpayers of this country over $2,000,- 
000, and the advantage to the public 
cannot be estimated.” 





J. T. Whitaker 
Whitaker Battery Supply Co. 





Masback Bought Garage for Trucks— 
Buys Gas Cheaper in Quantities 


N connection with a Thursday morning jobber’s discussion on overhead 
expense and ways to reduce motor truck delivery costs, E. R. Masback, 
president, Masback Hardware Co., New York City, said his concern had saved 
money by purchasing their own garage for their trucks and buying gasoline 


in large quantities. 


He said there was quite a saving in the price of gasoline. 


He also said there was a saving in the wear and tear on their trucks, that his 
concern was in the habit of making a special inducement to their chauffeurs 
where their machines were kept in good order and damages avoided. 

L. M. Stratton, Stratton-Warren Hardware Co., Memphis, Tenn., said his 
deliveries were very short and he found it more pofitable to use mules and 
wagon for his deliveries, the railroad depots being within a half-mile of his 


warehouse. 


The National Hardware Association committee on overhead expense com- 
prises A. L. Philbrick, E. R. Masback and S. Z. Moore, Steinman Hardware Co., 


Lancaster, Pa. 
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Remington Arms 


Baltimore Retail Hardware Association: 


Co., Inc.; Frank A. Bare, Tritch Hardware Co.. and C. L. Reierson, 
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Sargent & Co.; Charles P. Catlin, 
emington Arms Co., Inc. 
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Sheet Metal Market Conditions Discussed by 


Metal Branch 


New Sheet Steel Base and Differentials Among Topics Discussed—Brueckel Pre- 
dicts Enlarged Demand for Black and Galvanized Sheets 


DISCUSSION of conditions pre- 
A vailing in the steel industry was 
a feature of the meeting of 
Metal Branch, held on the afternoon of 
Oct. 21 in the grill room of the Hotel 
Chelsea. The meeting was opened by 
President Donlevy, who stated that one 
of the most radical changes that has 
occurred in the trade is the recent sub- 
stitution of No. 24 gage for No. 28 
gage as the base in black and galvan- 
ized sheets. “No. 29 gage pipe and 
gutter has apparently entirely disap- 
peared,” said Mr. Donlevy. “The 
manufacturers of elbows have recently 
announced the abandonment of the pro- 
duction of No. 29 gage galvanized steel 
elbows and also 14-0z. copper elbows.” 
Mr. Donlevy also touched on the 
transportation situation, and _ stated 
that the Metal Branch heartily en- 
dorsed the national advertising cam- 
paign of the sheet steel trade extension 
committee. 


Excellent Condition of Trade 

In the discussion following Mr. Don- 
levy’s opening remarks, it developed 
that in the opinion of E. A. Scott, edi- 
tor of Sheet Metal, and several other 
members, the sheet steel industry is in 
excellent condition at the present time. 

A shortage of sheets before the end 
of the year was predicted by Walter C. 
Carroll of the Inland Steel Co., Chi- 
eago, Ill. “Large institutions,” said 
Mr. Carroll, “that used to carry a 
ninety-day stock are reduced now to 
three weeks, and it would not take very 
long for an increased demand to de- 
crease those stocks. I would not be 
surprised to see a condition of this kind 
develop in the next ninety days on gal- 
vanized sheets.” 

That the sheet metal trade would be 
confronted with an enlarged demand 
for black and galvanized sheets, was 
the opinion also expressed by L. D. 
Brueckel of the Weirton Steel Co., of 


Weirton, W. Va. “I believe,” said Mr. 
Brueckel, “that what can be termed a 
real shortage or scarcity of sheets will 
confront us in the next sixty or ninety 
days. The demand is insistent and the 
happy feature about it all is that the 
sheets are all going into consumption 
and not into stock.” 

A more conservative view of the 
situation was then expressed by L. D. 
Mercer of the Central Alloy Steel 
Corp., Massillon, Ohio; John Follens- 
bee, Follensbee Bros. Co., Pittsburgh, 
Pa., and several other members. 

Manufacturers have for a_ great 
many years recognized the fact that 
their wage scale, their costs and their 
sales prices were out of line, L. D. 
Mercer of the Central Alloy Steel 

















W. C. Carroll 
Inlani Steel Co. 


Corp., of Massillon, Ohio, later told the 
members present, in opening the dis- 
cussion on “The New Sheet Steel Base 
and Differentials.” Continuing, Mr. 
Mercer said: “There has been too much 
profit made on some gages and not 
enough profit on others, and none at 
all on still others, and those conditions 
were accentuated as the price of spel- 
ter advanced, especially on galvanized 
sheets, and there have been spasmodic 
attempts made in years gone by to 
change the differential between the 
gages in some way that would develop 
a profit on the various gages and give 
the manufacturers a better run for 
their money. 


A Particular Problem 


“Our particular trouble has been to 
serve the users with gages of light, as 
well as heavy gages of steel, so that 
when some friend went out and found 
an especially attractive barrel stock 
and wanted that badly and made the 
price around $2.75 or $2.90 base, when 
the base was supposed to be $3.25, or 
at least $3.15, why it kind of put the 
disadvantages on the fellows that were 
making the light gages as well as the 
heavy. I think that was undoubtedly 
one of the things that the framers of 
this new differential had in mind. So 
it was felt, by a little work, the thing 
could be so reconstructed so as to make 
approximately the same percentage of 
profit upon all gages, and I am told 
that that is what the framers of this 
scheme had in mind when they an- 
nounced the differentials which have 
been announced. So far as the black 
differential is concerned, I rather feel 
they did a slovenly job. I do think, as 
I said before, the differential on the 
galvanized cards could have been im- 
proved, and perhaps there is reason to 
hope that sometime it will be changed. 
because I do not feel they are just 
what they should be as announced. 
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However, it has been rather gratifying 
and I think it must have been to the 
authors of the new differential to find 
that they have been so_ generally 
adopted, and I hope it will prove to be 
a very decided step in advance. I be- 
lieve that the jobbers and the distrib- 
utors as well as the manufacturers 
have been disposed to make the best of 
the situation which has been presented, 
and, so far as I know, they are today 
in practical universal use. 

President Donlevy then invited a 
further discussion of the subject by 
members, following which Walter C. 
Carroll of the Inland Steel Co., of Chi- 
cago, and chairman of the committee 
of sheet steel simplification board of 
review, made a few remarks. 

“The flat portion of the simplification 
schedule,” Mr. Carroll stated, “seems 
to be all right. The tendency has been 
away from the lighter gages. I think 
we have gained probably five per cent 
in the direction of twenty-six gage in- 
stead of the other direction—in the 
lighter direction—which was the way 
the situation pointed when the Depart- 
ment of Commerce took up this work 
with us. The only thing we can do, 
that I see, is to keep the subject alive 
through publicity and use the space we 
have in our various magazines and 
association organs working all the time 
in the direction of educating the people 
to use heavier gages. It is thought 
that it would be well for a complete 
survey of the industry to be made, cov- 
ering the six months’ period from Janu- 
ary to July, 1927, to find out exactly 
which way the tendency is drifting, and 
the Department of Commerce has of- 
fered its services in conducting that 
survey if we desire to call upon them.” 

A discussion of the present work and 
future plans of the sheet steel trade 
extension committee by Secretary C. L. 
Patterson, Pittsburgh, then followed. 
The purpose of his committee, Mr. Pat- 
terson stated, was as follows: 

“First and fundamentally, to regain 
lost markets, broaden existing markets 
and develop new markets for sheet 
steel, leveling so far as possible, the 
peaks and valleys of production which 
have .been characteristic of our indus- 
try for several years past. 

“Second, to educate the component 
parts of the industry—the manufac- 
turer, the distributor and the fabri- 
cator, as to the possibilities of mer- 
chandising the product in which we 
are all mutually interested, and to 
unite our efforts toward breaking down 
sales resistance. 

“Third, to encourage these different 
branches of the industry to help them- 
selves by creating a new interest and 
confidence in their business and its pos- 
sibilities. 

“Fourth, to break down the prejudice 
existing in the minds of the consuming 
public against certain products fabri- 
cated from sheet steel. 

“Fifth, to further educate the con- 
suming public as to the _ utility, 
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Past Presi- 


H. G. Moore, Peoria, IIl., 

dent, Manufacturers Association, was 

present to greet some of his old friends 
and associates 


strength, safety and beauty of sheet 
steel, and its adaptability to unfamiliar 
uses.” 

Mr. Patterson then went on to point 
out how successfully the committee is 
meeting these requirements and to tell 
in detail the various means through 
which this end is accomplished. 

At the suggestion of L. D. Brueckel, 
of the Weirton Steel Co., Weirton, 
W. Va., and chairman of the Terne 
Plate Simplification Board of Review, a 
resolution was unanimously passed re- 
questing the Department of Commerce 
to send a questionnaire to all inter- 
ested manufacturers to determine by 
percentage what weights of coating 
were produced during the calendar year 
1926 and to request them to specify, if 
they care to, what coatings will be 
eliminated from production. 

The question of whether or not the 
policy of stamping terne plate with 
weight of coating has been for the good 
of the industry or not was next dis- 
cussed. 

Answering inquiries from the presi- 
dent, the majority of the delegates 
present expressed themselves in favor 
of the present policy of stamping terne 
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plates. One delegate criticised the 
policy to the extent that it would be 
entirely satisfactory if there was some 
standard established as to the per- 
centage of lead and zinc that was con- 
tained in the coatings; that there were 
some manufacturers who might put on 
inferior coatings to the detriment of 
those who were furnishing a first class 
article. One leading terne plate man- 
ufacturer asserted that in his opinion 
all first class manufacturers of these 
goods were manufacturing an article 
that was fully up to the standard, at 
least his firm was. 

In discussing the “Elbow Situation,” 
E. H. Hoffeld, of the Ferdinand Dieck- 
mann Co. of Cincinnati, Ohio, stated 
that through the cooperation of the 
sheet contractors and the jobbers, No. 
29 gauge had been totally eliminated. 

About 96 per cent of the users of 
eaves trough and conductor pipe have 
been educated to favor 28 gauge, or 
heavier, R. L. McHale, of David Lup- 
ton’s Sons Co., Philadelphia, Pa., told 
the meeting. This estimate, he said, 
was based on letters to manufacturers. 
An increase in the demand for steel 
for roofing was also predicted. 





Guarantees Open Door 
for Troubles, Contends 
W. F. Kennedy 


N connection with a discussion on 

remedies for the abuse of guaran- 
tees, W. F. Kennedy, Ott-Heikell Co., 
Wheeling, W. Va., said: 

“T have always had a feeling that 
it was kind of bad business to indulge 
in a guarantee of any description. | 
think the great tendency on the part 
of responsible manufacturers is to su- 
pervise their goods and to see that noth- 
ing but first class goods are sent out. 
Especially is that true with specially 
nationally advertised goods—that there 
is no occasion to especially guarantee 
them. My own opinion is that the less 
said about guarantees the better off 
we are, bécause we open our door for 
unlimited trouble.” 


Death Has Claimed 18 N.H.A. 


Members Since Last Convention 


INCE the 1925 convention of the National Hardware Association 18 mem- 


bers have passed on. 


At the open session of the 1926 convention the dele- 


gates stood with bowed heads as the list of deceased members was read. The 
list follows: T. James Fernley, secretary-treasurer of the association; John 
Townley, Townley Hardware & Metal Co., Kansas City, Mo., president of the 
N. H. A.; J. J. Charles, Hibbard, Spencer, Bartlett & Co., Chicago, Ill.; John A. 
Conover, Richards & Conover Hardware Co., Kansas City, Mo.; E. R. Brayton, 
Belcher & Loomis Hardware Co., Providence, R. I.; W. W. Woodruff, W. W. 
Woodruff Hardware Co., Knoxville, Tenn.; Clement A. Johnson. Lyon, Conklin & 
Co., Inc., Baltimore, Md.; Albert Morley Marshall, Marshall Wells Co., Duluth, 
Minn.; W. G. Thomas, Pidgeon-Thomas Iron Co., Memphis, Tenn.; Sidney !. 
Stevens, Foster, Stevens & Co., Grand Rapids, Mich.; Raymond P. Van Camp, 
Van Camp Hardware & Iron Co., Indianapolis, Ind.; Hugo A. Werner, Mor'iey 
Bros., Saginaw. Mich.; Addison G. Cook. Luthe Hardware Co., Des Moines, 
Iowa; James P. McFarland, Gummey, McFarland & Co.; F. S. Kretsinger, 
American Fork & Hoe Co., Cleveland, Ohio; R. L. Haynis, Penick Hughes Co., 
Stamford, Tex.: Charles W. Wells, Republic Metalware Co., Buffalo. N. Y.; 
S. W. Tucker, Fones Brothers Hardware Co., Little Rock, Ark., and James H. 
Jones, Decatur & Hopkins Co., Boston, Mass. 
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Mail Sack » 


By Saunders Norvell 


compare September with last year and they com- 

pare September with August. Out of 12 leading 
lines compared with last year, September showed a de- 
crease in 7. Hardware sales continued smaller than 
1925 and wholesale grocers reported an unusually large 
decrease. Hardware in September, however, showed 
a 22 per cent increase over August. 


* * * 


The thing that interests me in these reports is the 
fact that the sales of silk goods and diamonds in Sep- 
tember were the largest for any month for six years 
past. Well, well! Stop and think of silk goods and 
diamonds traveling along together and showing these 
large increases, while staple, every-day, necessary things 
are on the toboggan! “Every little movement has a 
meaning all its own.” What is the meaning of the in- 
crease in the sales of diamonds and silk goods? As 
business falls off, why should people buy more 
diamonds? Why should they buy more silks? I must 
turn the searchlight of my analytical investigations 
upon this problem. 


i RADE reports on September are drifting in. They 


* * * 


Wall Street is not quite as cheerful as it was. Prices 
have slumped. Motor stocks are not as flossy as they 
were. The financial writers are all explaining how it 
happened. These financial writers remind me of what 
I was once told about a Western merchant, viz.: He 
could jump in the air, reverse himself and light with 
his feet just where they were before without turning 
a hair. These writers certainly are literary acrobats. 
It is fun to read them from day to day and see how 
they cover a retreat! 

* * * 

Bunny is suing Peaches for a separation and Peaches 
is suing Bunny. There is one customer for silks and 
diamonds who is now out of the market, we hope 
permanently. On the subway every evening all the 
flappers are absorbed in The New York Evening 
Graphic, which is profusely illustrated. All of us, 
through these illustrations, have become very well 
acquainted with Peaches! 

¥% * * 


In a recent article, I said I had not seen a Police 
Gazette for many years. J. M. Thompson of The 
Thompson Hardware Co., Minneapolis, Minn., sends me 
a copy!! I have turned through its pages. It is not 
The Police Gazette of old. Almost all of the pictures 
are devoted to bathing beauties. One young lady wins 
an ostrich race at Los Angeles riding one of these big 
birds in a one-piece bathing suit—also profusely il- 
lustrated! Thanks, J.M.T! Reading this magazine 
again gave me the thrill of youth! 

* * * 
The Cardinals won the last two games and the city 


of St. Louis went loco. A reporter in a New York 
paper wrote up the enthusiasm of St. Louis as an ex- 


pression of Freudian inferiority. After New York was 
licked, he remarked that New York took baseball 
casually while St. Louis took it as a religion. Hooray 
for the good old town! I won several bets! 

* * * 


Queen Marie has just landed. D. F. Barber of Boston 
and Mr. Duncan from the suburbs of Boston, called on 
me, but they could not stay to lunch as they had to 
rush down to the New York office of Messrs. Landers, 
Frary & Clark to see Queen Marie passing from the 
window. Barber, you should be ashamed of yourself 
for being interested in queens at your age! Of course, 
as Duncan is young and handsome, we can make 


allowances for him! 
& *& t 


I can not understand why my reference to The Police 
Gazette seems to have started so many people into 
activity! One of my correspondents writes me: 


“I never could understand why the Barber Shops, 
or Tonsorial Palaces always favored, by ninety per 
cent., the magazine you mention, over any other 
reading matter. It was the only place I ever saw 
that particular paper, and then it was simply the 
headlines, as I felt my entire system would be be- 
smirched if I took it in my hands. I knew no one 
who read it and would feel ashamed if I made 
reference to it in conversation to any of my friends.” 
* * * 


Another correspondent writes: 


“Did it ever occur to you that the jokes and pic- 
tures in The Police Gazette were mild, compared 
with the literature of the day, not only of what you 
see in the hands of the uneducated, unrefined, etc., 
but the novels and periodicals that are now found 
in homes of all kinds, except perhaps the solid, 
substantial, thinking people? What I refer to is 
the cheap stuff of all kinds, not to such magnificent 
works as ‘Helen of Troy,’ which is so cleverly 
written.” - 
* 


One of my reading friends writes: 

“IT have just finished reading the ‘Life of Johann 
Wolfgang Goethe’ by James Sime. If you have 
not read it, I would advise you strongly to do so. 
It is delightful. In the closing chapter of the book, 
the author, in referring to Goethe, says: 


‘He conceived that the truest preparation for 
whatever may be in store for us in other states 
of existence must be the wise cultivation of the 
faculties with which we are endowed; and among 
these faculties he gave the highest place to the 
impulses which bring men into intimate and help- 
ful association with their fellows.’ 
Another part: 

‘His wise and noble sayings are the more in- 
spiring because they almost invariably suggest 
deeper meanings than they directly utter.’ 


The author of the book also says: 
‘He felt, too, as only a few of the world’s in- 
tellectual guides have yet felt, how great is the 
place which properly belong to art as one of the 
influences capable of giving dignity and refine- 
ment both to individual and social life.’ 
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Referring to Goethe’s letters, the writer says: 


‘They reflect accurately many different moods 
corresponding to the different stages of his de- 
velopment; but in the letters of all the periods 
of his life, the mind which unconsciously dis- 
closes itself is one dominated by a passion for 
truth, by a lofty sense of honor, and by manly, 
humane, and generous impulses.’ ”’ 


A radical friend of mine writes: 


“You of course have noticed that most men’s minds 
are in a state of PROFOUND REPOSE. TO 
THINK IS THE HARDEST TASK IN THE 
WORLD. We are all only semi-conscious—perhaps 
not even semi. Mentally I LOVE to be SHOCKED 
and JOLTED. 
' I have been reading about some of the things they 
are doing in ‘conservative’ England—things that 
would seem the wildest radicalism here. This all 
comes about because of her over-conservatism in the 
past. She now is FORCED—EVEN WITH THE 
CONSERVATIVES IN POWER—to do the radical. 
I like the way Nichols writes—but I hope he is not 
at the age, stage or place where everything seems 
to be vanity and vexation of spirit. I have never 
known a YOUNG man on his wedding-day, who 
could reach down into his pocket and feel a good, 
solid roll of twenty-dollar bills—and who had a 
good job, and perhaps good paying stock in the 
concern—say that all is vanity and vexation of 
spirit. Let’s get the good out of the game whilst 
we are in it. 
“The worst thing I have against the other fellow is 
that he ‘belongs’ to the First Baptist Church. If 
he spends much of his time there he will have a 
SERIOUS HANDICAP. Voltaire said that religion 
is the opium of the mind. He was right.” 
(Well, well! The above is too bad. This is in 
reference to one of my recent correspondents who 
said he was a member of The Baptist Church.) 


Then my correspondent proceeds: 


“As a remedy for the injury already done, I would 
suggest that OUR friend read: 


‘COMPENSATION’ by Emerson. 


The Gladstone-Ingersoll Controversy by C. P. 
Farrell, 48 Center St., Rye, New York. 


Orthodoxy by Ingersoll. 
‘POWER’ by Emerson. 
‘SELF-RELIANCE’ by Emerson. 


When he has read each of these SIX times, I will 
send him another list. You sée, I am ‘butting in.’ 
I am not putting a low estimate on his receptive 
ability. Some of these I read years ago and I am 
still reading them. Oh! yes! He should also get 
‘THE WORLD’S SIXTEEN CRUCIFIED 
SAVIOURS’ by Kersey Graves. You see, I am 
not a bit superstitious. I am, rather, counsel ‘on 


the other side.’ ”’ 
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the veins. This condition is constant with intrepid 
persons. Where the arteries hold their blood is 
courage and adventure possible. Where they pour 
it unrestrained into the veins, the spirit is low and 
feeble. For performance of great mark, it needs 
extraordinary health. If Eric is in robust health 
and has slept well, and is at the top of his con- 
dition, and thirty years old, at his departure from 
Greenland, he will steer west and his ships will 
reach Newfoundland. But take out Eric and put 
in a stronger and bolder man—Biorn or Thorfin, 
and the ships will, with just as much ease, sail six 
hundred, one thousand, fifteen hundred miles 
further, etc., etc.” - 


* ¥ 


I am receiving some very friendly and interesting 
letters from Canada on account of my recent article 
about the coming invasion of Americans. Our Canadian 
friends do not seem to be worried. However, as this 
article is drawing out to some length, I will have to 
save these interesting letters for our next issue. 


- * * 


In conclusion, I must extend my apologies to The 
National Geographic Magazine for beating them to an 
article on Canada. They followed a week later with 
a well written, wonderfully illustrated article contain- 
ing pictures of Canada taken from an airplane. There 
were pictures in this article of Nova Scotia, New 
Brunswick and the other Maritime Provinces. In fact, 
this adventurous flier flew from one end of Canada to 
the other. 

%& * * 

A correspondent in the Northwest writes me that he 
recently visited Vancouver. He said he was surprised 
to see electric signs all over the downtown part of the 
city reading: “DON’T ARGUE.” When he asked a 
Canadian what this meant, he was told that so many 
Americans come over to Vancouver and start arguments 
that the Canadians decided it would be a good idea to 
put up these signs. The point is that it is a mistake 
for the Canadians to argue with the Americans. The 
proper thing to do is to allow the Americans to do all 
the arguing while the Canadians collect money for 
the food and lodging, transportation and all the other 
things the Americans wish fo buy! Wise Canadians— 
Scotch blood!! 

% * * 

A correspondent in London writes me to be sure 
to read the new book by Mr. H. G. Wells, called: 
“THE WORLD OF WILLIAM CLISSOLD.” This book 
is said to be an autobiography of Wells himself. Wells, 
however, denies this. This friend sends me some nice 
tidbits from the book. Here are some of them: 





Then my radical correspondent suggests that I send 
the following quotation from “POWER,” by Emerson, 
to the Baptist: 


“The key to the age may be this, or that, or the 
other, as the young orators describe; the key to 
all ages is Imbecility—imbecility in the vast 
majority of men, at all times and even in heroes, 
in all but certain eminent moments; victims of 
gravity, custom and fear. This gives force to the 


strong—and the multitude have no habit of self- 
reliance or original action. 

“During passion, anger, fury, trials of strength, 
wrestling, fighting, a large amount of blood is 
collected in the arteries, the maintenance of bodily 
strength requiring it, and but little is sent into 


‘“*Wherever there is a foreground, there also will 
be the Countess of Oxford and Asquith,’” says 
William Clissold. 

The foreground is Ascot, which William Clissold 
calls “this immense inane gathering.” Then there 
is a “charabanc crowd of the merely pros- 
perous. ... They have no God, and Michael Arlen 
is their prophet.” 

Discussing the drama, William Clissold refers to 
the days when “Two leaden masters, Henry Arthur 
Jones and Pinero, to whom no Dunciad has ever 
done justice, produced large, slow pretentious 
three-act affairs that were rather costume shows 
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A recent pleasing paint window display in the store of the Bedford Hardware & Supply Co., 





Bedford, Ohio. Note how 


the color card system has been incorporated into the firm’s window display, and also the slogan “Paint Headquarters” 
which is lived up to by the management 





Making the “EXTRA” Paint Sale 


Bedford, Ohio, Dealer Says That to Make a Front Rank Profit on 
Paints, Varnishes and Brushes You Must Combine Actual 


Knowledge with Good Merchandising 


profit makers for the hardware store, but you 

must combine some actual knowledge with good 
merchandising, to develop a real paint department 
profit, says W. R. Carmony. He is manager of the 
Bedford Hardware & Supply Co., Bedford, Ohio, whose 
large paint, varnish and brush department flanks the 
entire left-hand wall of the store, and enjoys a com- 
plete stock turn-over seven times a year. Look at the 
picture of the paint department, dwell on the seven turn- 
overs per year and you are perfectly willing to listen 
to Mr. Carmony’s observation on the merchandising 
of paint and allied lines. 

“Selling a brush to each paint customer is a cardinal 
principle in the paint department. This should almost 
be automatic,” says this Ohio merchant. “Selling the 
customer the proper kind of paint and the proper 
quantity are also basic factors, and on these three 
points you can build your paint merchandising plan. 

“We will assume that you select a quality line of 
paints, varnishes, shellacs, brushes, etc., and that you 
do not carry a little bit of every make and not much 
of any. You must concentrate and keep a fairly well 
assorted stock, large enough to care for local needs, 
yet small enough to assure a good turn-over. Control 
of this factor will come only with experience and in- 
telligent study of your stock, your market and the 
transportation time necessary from your source of 
supply. A study of your own past experiences should 
give you an idea on this control. If you are one of 
the few hardware men who have not sold paint, you 


Pi ovose varnishes and brushes are front rank 


can obtain help on the stock subject from the sales- 
man who sells you the line. 

“To sell anything, you must have some knowledge. 
Paint and painting knowledge, may be gained from 
actual experimentation, from a study of literature and 
text books supplied by manufacturers, and from talks 
with paint salesmen. From these sources you can learn 
the proper paint for all kinds of jobs and you can deter- 
mine from charts supplied by factories how to figure 
the quantity of paint necessary for any job. After 
a time, you will be able to give an immediate, almost, 
off hand correct estimate on small jobs. It is vital 
that you supply the proper paint and the proper 
amount of paint. 


Sell a Brush 


“With the paint sold, it is time to sell a brush. 
Practically every manufacturer furnishes charts show- 
ing the proper brush for each kind of painting. Keep 
a chart handy in the naint department. Study the 
chart and have your associates do likewise, and you 
will soon understand the knack of selecting the proper 
brush. It is always advisable to sell quality goods 
and brushes, made right, will command a higher price 
than inferior brushes. 

“To simplify the selling of paint we have inserted 
color card strips in price card brackets. Throughout 
our paint department you will find under each group 
of paint cans, a card bracket containing a sample of 
the color paint contained in the cans above. This 
system saves time fer both customer and salesman, 
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; they sell but because they carry too large 
oF sae, tam, OE stocks and don’t turn them often enough. 


PAE ase, ~ hoo * Few business men have sales opportunities 
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A general view of the paint department in the store of the Bedford 
Hardware & Supply Co., Bedford, Ohio 


and enables a green hand to 
quickly locate a desired col- 
or. We believe the identi- 





Know Paint to Sell Paint 


such as those enjoyed by the dealer handling 
paint. Whenever a man builds any kind of 
a new structure, he certainly NEEDS paint 
for it. 

When a man goes to a tailor to buy a new 
suit of clothes, he doesn’t go to another tailor 
for the buttons and lining. When a man buys 
an automobile, he doesn’t go to some other 
dealer to get his accessories. No, the tailor 
and the automobile dealer render a complete 
service. And there is no reason why the 
hardware dealer who sells paint should not 
render a similar service and sell the paint 
for the new structures for which he supplies 
the hardware. In fact, if he DOES NOT sell 
the paint, he is letting a nice lot of business 
get away from him—business that he should 
get. 

But there are wonderful opportunities for 
selling paint to prospects that any hardware 
dealer can _ find—prospects 
who have not bought any re- 
cently. They are the home 
owners whose old homes and 


fication of color more im- bea must have knowledge of a line barns are sadly in need of 
portant than the price. The - to sell it successfully. Paint and ew surface protection. Here, 
price on the complete stock ~— painting knowledge may be gained from == '°: the man who handles 
can be charted nearby. We — actual experimentation, from a study of | P#!mt “has it on” many other 
take the strips of color the literature supplied by the manufac- a ve oon 
samples from the manutfac- turers, and from talks with their paint rege it some shoe mer- 
turer’s color card for this pon ey chant would stop you on the 
purpose. A new hand un-’ E L | th street and tell you you needed 
familiar with our stock ar- ee ee | «ae pale. nes or if 0 
rangement cannot only sell proper paint for all kinds of work and clothier stopped you and told 

you can determine from the charts sup- you you needed a new suit of 


from our paint stock but can 
quickly replace new _ stock 


plied by the factories how to figure the ~— clothes; or if a dentist called 


and, keep our shelf stock _ quantity of paint necessary for any par- © on you and told you your 


complete, guided by the col- - ticular job. 
Know Paint to Sell Paint!! 


ors in the brackets.” 

The color card system 
mentioned by Mr. Carmony 
is shown in one of the pictures with this 
story. The brackets are the conventional 
brass price card brackets, fastened to the 
shelf with two small braids. 

Paint is one of the most profitable lines 
handled by retail hardware dealers. It is pos- 
sible that a bigger percentage of profit is 
made on some other lines (although the profit 
on paint is not to be scoffed at) but usually 
they are lines that do not turn as frequently 
as paint. When we say that paint is one of 
the dealer’s most profitable lines, we take the 
turnover into consideration, of course. 

A general statement such as the first one 
in the preceding paragraph needs further 
qualification. It should be said that paint is 
one of the most profitable lines handled by 
SOME dealers. Others don’t make half as 
much out of the line as they should, not be- 
cause they don’t get a good price for what 


teeth were in a deplorable 





? 


(Continued on page 186) 





Note the small cards in price brackets. These are color samples as 


explained in this article 
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Standard Varnish Wks. 
to Acquire Stock of 
E. R. Bohan & Co. 


Third Important Transaction of Its 
Kind Since Present Manage- 
ment Came Into Office 
in 1925 


J. W. Robson, president of the Stand- 
ard Varnish Works, manufacturer of 
varnishes, enamels and allied special- 
ties, 443 Fourth Avenue, New York, 
announces that arrangements have 
been completed, whereunder the Stand- 
ard company will acquire the entire 
capital stock of E. R. Bohan & Co., 
manufacturer of paints and varnishes 
and for the past several years jobbers 
of the Standard products in southern 
California, Los Angeles. 

Through this connection it is the 
plan of the Standard Varnish Works 
to expand its Western business, accord- 
ing to Mr. Robson. As soon as all de- 
tails have been completed, a modern 
factory will be erected on the Pacific 
Coast, thereby improving the facilities 
for distributing the Standard products 
in the West. 

This is the third important transac- 
tion of its kind completed by the Stand- 
ard Varnish Works since the present 
management came into office in 1925. 
It is a further step in the firm’s plan 
of expansion calculated to increase ef- 
ficiency of manufacture and distribu- 
tion, and follows within a year the ac- 
quisition of the Standard Varnish 
Company of Illinois and Toch Brothers, 
Inc. 





Robert J. Johnson Dies 


Robert J. Johnson, former vice-presi- 
dent of Henry Disston & Sons, Inc., 
Philadelphia, died Sept. 27, at his sum- 


mer home in Augusta, Ga. He retired | 


from active business seven years ago. 





Chicago Radio Show Closes— 
Was a Complete Success 


The fifth annual Chicago Radio 
Show, held in the Coliseum of that city 
Oct. 11 to 17, drew hundreds of deal- 
ers and others interested in newer de- 
velopments of that rapidly growing in- 
dustry. The show, it was stated by 
officials, was one of the most successful 
in the country from the stand of at- 
tendance, number of exhibitors and 
general beauty of the displays. 

Over 200 manufacturers of receiving 
sets and accessories had displays; 
among them the following firms well 
known to the hardware trade: A. C. 
Electrical Mfg. Co., All-American 
Radio Corp., Apex Electric Mfg. Co., 
American Electric Co., Atwater Kent 
Mfg. Co., Benjamin Electric Mfg. Co., 
Bremer-Tully Mfg. Co., Burgess Bat- 
tery Co., Chicago Solder Co., Crosley 
Radio Corp., Day-Fan Electric Co., 


Reading matter continued on page 156 
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Products Co., Inc., Federal 
Radio Corp., Freed-Eisemann Radio 
Corp., Chas. Freshman Co., Ince., 
Gardiner Metal Co., A. H. Grebe & Co., 
Inc., Hartman Electrical Mfg. Co., 
Kodel Radio Corp., Magnavox Co., Mo- 
hawk Corp. of Illinois, National Car- 


Fansteel 


bon Co., Radio Corp. of America, 
Reichmann Co., H. G. Saal Co., 
Stewart-Warner Speedometer Corp., 


Trimm Radio Mfg. Co., Utah Radio 
Products Co., and Windsor Furni- 
ture Co. 


Death Claims Prominent 
Pennsylvania Hardware 
and Business Man 


Abraham B. Groff, New Holland, 
Pa., Hardware Merchant 
Succumbs to Several 


Days’ Illness 


Abraham B. Groff, one of the found- 
ers of the firm of Groff & Weaver, in 
1903, passed away recently at St. Jo- 
seph’s Hospital in Lancaster, Pa., fol- 
lowing an illness extending over a 
period of several days. 

Mr. Groff was widely known as an 
influential business man in New Hol- 
land and vicinity. He was born in 
Upper Leacock Township in 1860. 
Early in life he engaged in the farm 
implement and tobacco business in New 
Holland. 

In 1903 Mr. Groff organized the firm 
of Groff & Weaver, when Jonathan 
Weaver became associated with him in 
the manufacture of wagons. After Mr. 
Weaver’s death, some years ago, the 
business was conducted entirely by Mr. 
Groff. 

The deceased was one of the pro- 
moters and organizers of the Farmers’ 
National Bank, New Holland, in 1907, 
and had served as a director since its 
inception. 
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Automobile Accident 
Proves Fatal for 
James H. McNulty 


President of Pratt & Lambert Co., 
Inc., Sustains Injuries in Auto- 
mobile Accident Which 
Cause His Demise 


James H. McNulty, president of the 
firm of Pratt & Lambert Co., Inc., 
paint and varnish manufacturer, Buf- 
falo, N. Y., died on Oct. 17, from in- 
juries received in an automobile ac- 
cident in that city the day before. 

Mr. McNulty was born in Chicago 
in 1873. Following an education in 
public and business schools, he entered 
the employ of a paint concern, later 
becoming identified with Pratt & 
Lambert. 








Carborundum Company 
Announces Appointment 
of W. J. Ulrich 


The Carborundum Co., manufac- 
turer of abrasive and refractory ma- 
terials, Niagara Falls, N. Y., an- 
nounces the appointment of W. J. Ul- 
rich as district sales manager of the 
coated abrasive division in the Detroit 
territory, effective Oct.- 1. 

Mr. Ulrich, in his new capacity will 
have full charge of the sales of car- 
borundum brand garnet paper and 
cloth, carborundum paper and cloth, 
aloxite paper and cloth and car- 
borundum waterproof finishing papers 
in the Detroit district. 

Prior to his appointment by Car- 
borundum he was district sales man- 
ager for the Manning Abrasive Co., 
in charge of the Detroit branch. 





New Texas Implement Firm 


The Delta Hardware and Implement 
Co., has been organized and incorpo- 
rated at Raymondsville, Tex., with a 
nominal capital of $15,000, to. conduct 
a local retail implement business. 

It is planned later to add a line of 
general hardware and _ accessories. 
George A. Newgent is general manager 
of the new concern. 





Sargent & Co. Moves Chicago 
Office and Warehouse 


The Chicago office, warehouse and 
display room of Sargent & Co., manu- 
facturer of hardware, New ‘Haven, 
Conn., has been moved from 223 West 
Randolph Street to the Sargent Build- 
ing, Wacker Drive at Randolph Street, 
where according to the company better 
facilities will enable the firm to handle 
its business in that territory with 
greater dispatch. 

The Chicago office telephone numbers 


remain unchanged. 
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Magnifying Glass~ 













ELECTRO 


PEX 


INC-COATED 
Wire Screen Cloth 






Thies illustration id 
from an actual unre- 
touched photograph of 
Apez Electro Zine- 
Coated Wire Screen 
Cloth under the magni- 
fying glase. 





thorough study before buying. Magnify the 


CC thorough purchasers of wire screen cloth make a 
meshes of “APEX” to compare with other makes. 


Notice the uniformity of weaving—the evenness of the 
meshes—the heavy electro zinc-coating after weaving. 


Its uniform gray color and sturdy wearing qualities 
make a rare combination of beauty and utility. They 
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—Qualities Are 
Convincing 


also make staunch customers and increased sales. You 
can’t help but admire “APEX” features: 





Isn’t it natural that progressive Hardware Jobbers 
and Dealers stock “APEX?” 


Let your conscience be your guide, and enjoy the 
profitable satisfaction of joining the nation-wide boost- 
ers of “APEX.” 


Distributed by Jobbers 


If your jobber cannot supply you, write us, 
= we will give you the name of one who 
will, 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: 
Old Colony Building, 
Chicago, Ill. 


Factory: 
Hanover, Pa. 
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G. B. Durell Elected 


President, American 


Fork and Hoe Co. 


Succeeds W. H. Cowdery, Who 


Retires as Active Head to 
Become Chairman of Execu- 
tive Committee 
George B. Durell, who has been affil- 


iated with the American Fork & Hoe 
Co., Cleveland, since its organization, 


has been elected president of that com- | 


pany to succeed W. H. Cowdery, who 
has retired as the company’s active 


head and has become chairman of the | 


executive committee. Mr. Durell has 
been vice-president and general man- 
ager and will continue in the latter 
capacity with the additional duties of 
the presidency. 

Winthrop Withington, who has been 
treasurer and manufacturing director, 
has been elected vice-president. He has 
been succeeded as treasurer by A. W. 
Ferguson. Mr. Withington was at one 
time manager of the company’s With- 
ington plant at Jackson, Mich. 

Robert H. Cowdery, who has been 
associated with the company for over 
twenty years, has also been elected a 
vice-president. He is one of the direc- 
tors and is manager of the Geneva, 
Ohio, works. He will continue in charge 
of the Geneva plant. 

Mr. Durell, the new president, has 
spent his life in the steel goods busi- 
ness and has 
the hardware trade. His first connec- 
tion with this industry was in 1887, 


he was first secretary and treasurer 
and later manager. In 1890 he moved 
this business to Harriman, Tenn., 
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an opportunity to inspect the com- 
pany’s new home and were occasioned 
by the completion of what is said to 
be the largest permanent hardware ex- 
position in the country on the twelfth 
floor of the new building. 


company’s catalog is arranged in the 
exhibit in such a way as to give the 
visiting retailers many practical sug- 
gestions as to proper store merchandis- 
ing displays. 
the exposition is a model store show- 


'ing the ideal placing and sampling of 


modern store fixtures. 

At each of the evening entertain- 
ments, dancing was enjoyed and boun- 
tiful refreshments were served in the 


‘company’s spacious cafeteria. 
a wide acquaintance in | 





Cronk & Carrier Co., 


when he organized the Chattanooga | 
Tool Co., Chattanooga, Tenn., of which | 


where he organized the Harriman Hoe | 


& Tool Co., and built a new plant. He 


was president and general manager of | 


that company. 

At the time of the organization of 
the American Fork & Hoe Co., in 1902, 
the Harriman company was merged 
with that company, and Mr. Durell 
was made treasurer of the new com- 
pany. Later he became vice-president 
and three years ago was named as gen- 
eral manager. Under his able man- 
agement the company has prospered. 
He is a modest man who endeavors to 
avoid the limelight of publicity and de- 
votes close attention to the affairs of 
his company, and in addition has vari- 
ous other business connections. 





Chicago Dealers Entertained 
by Hibbard, Spencer, Bartlett 


At a series of two “house warming” 
parties held on the evenings of Oct. 
13 and 15, Hibbard, Spencer, Bartlett 


and Co., Chicago wholesaler, was host | 


to over 1500 hardware retailers and 
their families from that city and its 
suburbs. The affairs gave the dealers 





Absorbs the Potter 


Manufacturing Co. | 


actively in charge of sales. 


Consolidation of Two Hardware 
Specialty Manufacturers Is 
Effected — Plant of Potter 
Company to Be Closed 


Sale of the Potter Manufacturing 
Co., manufacturer of garden trowels, 
sets, ice picks, etc., Geneva, Ohio, 
to the Cronk & Carrier Manufactur- 
ing Co., manufacturer of hardware, 
Montour Falls, N. Y., has been effected, 


according to an announcement made | 


public last week by Fayette Nims, pres- 
ident and sales manager of the latter 
concern. é' 

The plant of the Potter Company in 
Geneva will be closed and the equip- 
ment moved immediately to Montour 
Falls. The Champion Hardware Co., 
manufacturer of hardware, plans to 
take possession of the Potter plant in 
Geneva to care for plant expansions. 

Mr. Potter has formulated no plans 
for the immediate future. He has 
built up a business with a national 
reputation, during his 23 years of 
active participation in the hardware 
manufacturing business. 


| Effect Combination 


|W. Dunham Corporation, 
turer of the Whirldry Washer, New 
_Haven, Conn., and the Winchester Re- 
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Geo. W. Dunham Corp. 


and Winchester Arms 


Consolidation Effects Combina- 


_ tion of Outstanding Im- 


portance in the Washing 
Machine Industry 


In the consolidation of the George 
manufac- 


peating Arms Company, also of New 


| Haven, a combination of outstanding 


importance in the washing machine 
industry has been effected. 

In addition to the manufacturing 
facilities and experience of the Win- 
chester company, the organization en- 
joys the advantages of an extensive 





distributing system situated in stra- 


| tegic parts of this country, as well as 
'established connections in all the lead- 


Practically every item listed in the | '& foreign countries. 


The new board of directors of the 
George W. Dunham Corporation is 
headed by Louis K. Liggett, president 
of the United Drug Company and the 


One of the features of Officers are as follows: President, Wil- 


liam A. Tobler, who is vice-president 


of the Winchester Repeating Arms 
Company; vice-presidents, George W. 
Dunham, inventor of the Whirldry 
Washer; Edwin Pugsley, factory man- 
ager of the Winchester company; 
James McClymont, former vice-presi- 
dent and sales manager of the George 
W. Dunham Corporation; secretary, 
Henry Brewer; treasurer, L. UH. 





Thompson and assistant treasurer, R. 


C. Swanton. 


James McClymont, as vice-president 
of the new combination will continue 





Daniel W. Bidwell Dies 


Daniel W. Bidwell, prominent hard- 
ware merchant of Collinsville, Conn., 
for more than fifty-five years, died re- 
cently at his home, 90 Whitman Ave- 
nue, West Hartford, after a short ill- 
ness. He was born in Granby, Feb. 4, 
1845, a son of Edmond and Charlotte 
(Dyer) Bidwell, and was a descendant 


of one of the first settlers of Hart- 


ford. 
Mr. Bidwell’s parents moved to Col- 


, linsville, when a boy, and at the age 


of 21 he and his brother, Jasper H. 
Bidwell, erected a building and started 
|in the hardware business. His brother 
| left the business after the first year. 

| In 1869 Mr. Bidwell was married to 
Miss Anna Stone of Collinsville. Mrs. 
Bidwell died last July. He was one of 
the oldest members of Village Lodge, 
A. F. & A. M., of Collinsville. He 
leaves two daughters, Mrs. L. M. 
Barnes of New Britain and Mrs. Ira 
A. Davis, with whom he had made his 
home; also five grandchildren and four 
'great grandchildren. 
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aybe youre on 
the wrong track 


If you have anything to do with doors that slide—heavy doors or light ones 
—you know that the door-hangers run on metal tracks. If the track is 
wrong the doors don’t work properly. 

Richards-Wilcox door-hardware—hangers, brackets and track—is so 
well-made, so carefully and scientifically designed, that when it’s properly 
installed it works right; almost never gives any trouble. We know it’s right. 

Lately we've been getting trouble calls; and when we send an engineer 
to straighten things out, he finds that the job has been ‘‘botched’’ by put- 
ting up some other track than ours. There are cheap substitutes being 
made, and sold to unwary buyers who care more for an extra profit than 
for an honest value to a customer. 

The hangers and brackets have our trade-mark and name stamped on 
them; so has the track we make. It isn’t a real Richards- Wilcox job unless 
pur name is on the hangers, brackets and track. 























You'll avoid trouble by being sure of our mark. Look out for 
any attempt to sell you anything else. The guarantee does not 
apply unless hangers, brackets and tracks are Richards- Wilcox. 





AHanever torany Door that Slides 
AURORA, ILLINOIS, U.S.A. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Lovis New Orleans 
Chicago Minneapolis Kansas City LosAngeles SanFrancisco Omaha Seattle Detroit. 


Montreal - RICHARDS-WILGOX CANADIAN CO.,LTD.,LONDON,ONT. + Winnipeg 
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Decision of Supreme Court in Claire Furnace 
Company Case Anxiously Awaited 


By L. W. Moffett 


(Washington Bureau of HARDWARB AGE) 


USINESS interests and the legal profession are anxiously 
awaiting the decision by the Supreme Court of the United 


States in the Claire Furnace Co. case. 


Listed at the top, or 


No. 1 case, on the court calendar, it is apparently on the verge of 
being decided. No other case on the court calendar exceeds it in 


importance and it is doubtful if any other case equals it. 


The find- 


ing of the Court is expected to set up a code for both large and 
small businesses as to their prerogatives in declining to give up to 
Federal or other authorities intimate business information, such as 


cost of production, etc. 


Stated in another way, the decision is ex- 


pected to define the power of the Federal Trade Commission to com- 
pel the production of books and other documents of the most private 


business character. 


The decision, indeed, may actually de- 
termine the fate of the commission. In 
the event the decision upholds the com- 
mission, which has attempted to compel 
the Claire Furnace Co. and 21 other 
iron and steel producers to submit cost 
data, etc., under the alleged power 
given it by Congress, it would be a 
powerful weapon in the hands of the 
commission. 


The iron and steel companies have | 


stoutly held that such power is in vio- 
lation of their constitutional rights. 
Moreover there has been raised the 
point as to manufacturing not being 
interstate commerce and therefore the 
iron and steel companies have argued 
that the question is out of the jurisdic- 
tion of the Federal Trade Commission, 
or any other Federal party. In other 
words, they maintain that manufactur- 
ing is an intrastate operation. 


Upheld by Lower Courts 


The lower courts have upheld the 
contentions made by the iron and stee] 
manufacturers. The Federal Trade 
Commission appealed and, like the busi- 
ness interests and the legal profession, 
is anxiously and possibly nervously 
awaiting the decision, well knowing 
that the consequences it may have on 
the power of the commission to attempt 
to regulate the industry. The commis- 
sion has lost a number of important 
cases in the lower court involving a 
similar issue, notably that of the May- 
nard Coal case. The Claire Furnace 
case was argued first in the Supreme 
Court more than two years ago and re- 
arranged last year, an extraordinary 
proceeding, which indicates the great 
importance attached to the case by the 
parties concerned as well as by the 
court itself. The case has been under 
advisement ever since. As a matter of 
fact, the importance of the case was 
greater two years ago, probably, than 
it is at present, so far as the personnel 
of the Federal Trade Commission is 
concerned. Two years ago it was made 











up of a more or less radical member- 
ship, whereas today its majority mem- 
bership is made up of conservative men. 
Obviously, the situation does not stop 
at this point because of the bearing 
the decision will have, not only on the 
present conduct of the Federal Trade 
Commission, but likewise its future 
power and policy. One of the great 
points in dispute is a precise definition 
of the limits of Federal power and 
State authority as it relates to private 
corporations. The particular timeli- 
ness in the case is due to the recent de- 
mand by Prof. William Z. Ripley of 
Harvard University for closer Federal 
scrutiny of corporation affairs. The 
ability of the Claire Furnace Co. and 
the other respondents to obtain injunc- 
tions in the lower courts to prevent the 
Federal Trade Commission from prying 
into their affairs apparently indicates 
that the Federal courts are not in sym- 
pathy with the views of Prof. Ripley. 


Not Interstate Commerce 


Not only did the iron and steel com- 
panies claim that manufacturing is not 
interstate commerce, but also asserted 
that their business not being segregated 
from interstate commerce activities on 
their books made these books immune 
from Federal examination. President 
Coolidge, it is stated, with reference to 
the point raised by Prof. Ripley, has 
contended that the problem is a State 
rather than a Federal concern. Granted 
that his position is accurately reflected, 
it would seem that the administration 
is against his own Federal Trade Com- 
mission, but at the same time, for the 
rights of the State, rather than of the 
Federal Government, to handle their 
own corporate affairs. 

* . * 


Dismissal of its complaint against the 
Wickwire Spencer Steel Corporation, 
New York City, manufacturer of screen 
wire cloth, has beén announced by the 
Federal Trade Commission. The Com- 
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mission has charged the corporation 
with the acquisition of the entire capi- 
tal stock of the American Wire Fabrics 
Corporation, Chicago, manufacturer of 
screen wire cloth which, before the ac- 
quisition, according to the commission, 
was a competitor of the Wickwire 
Spencer Steel Corporation. The cam- 
mission announced that in dismissing 
the case it had reserved the right to 
reinstate it after there has been an 
authoritative interpretation of Section 
7 of the Clayton Act, which relates to 
corporate stock acquisition. 


Service of Government Institutions 


The American public but little re- 
alizes the services it gets from some of 
the Government institutions. Business 
itself often is little aware of the bene- 
fit it gets from earnest, careful and 
hardworking bureaus of the Govern- 
ment. It has become altogether too 
popular to speak contempuously of the 
Government and its institutions. Per- 
haps the part that politics only too 
often in government operation has been 
an important factor in developing this 
attitude toward governmental activities. 

Among the highly developed organi- 
zations of the Government, a scientific 
organization of the finest kind, but 
which is not given to self advertising, 
is the Bureau of Standards, Depart- 
ment of Commerce. The work that this 
Bureau does for the public and business 
generally is amazing. Indicative of this 
is a recent statement which points out 
that nearly 180,000 items were tested 
by the Bureau during the fiscal year 
ended June 30, 1926. The fee value of 
this work is estimated to be over $675,- 
000. Both these figures show consider- 
able increase over the previous year 
when the number of items was around 
171,000 and the value of the work about 
$544,000. 

The principal increases have been in 
the testing of clinical thermometers, en- 
gineering materials, length measuring 
instruments, hydrometers and engineer- 
ing instruments. Of the items tested 
62,648 were for the public, 68,930 for 
the Government departments, and 48,- 
271 in connection with the Bureau’s 
own work of research and standardiza- 
tion. The only actual money received 
for this work is in connection with the 
public tests, the fees for which 
amounted to $52,032.89. This money is 
turned into the United States Treasury 
and does not go toward supporting the 
work. Therefore, the Bureau is some- 
times placed in the position of having 
to refuse tests because of lack of facil- 
ities even though the person submitting 
the material is willing to pay for the 
work. 
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It shows the quality in 


COLUMBIAN 


Tape Marked Pure Manila 


ROPE 


N actual sample showing the amount of 
A pure Manila fibre in a length of 

Colunibian Rope is a great sales help 
to the Columbian dealer who displays one in 
his store. 











The excellent grade of Pure Manila fibre 
used in Columbian Rope enables the rope to 
withstand this supreme test, and the Colum- 
bian Tape-Marker, which can be easily seen, 
carries the guarantee of the Columbian Rope 
Company. 


All dealers selling Columbian Rope are 
entitled to one of these samples. ‘ 

Watch your mail for color poster and 
return card on this offer. 








COLUMBIAN ROPE COMPANY 
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Cap Screw Price Lists 
Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on 
these sizes and knowing the margin you wish to make on screws, you can readily determine a price for 
any desired quantity. For example: On steel cap screws, 7% inch in length, let us assume that you 
wish to sell at 3314 off list. You would find the 7% inch column and run along it until you were 
under the 331, off list discount, which in this case would be 306—your selling price. Should you on the 
same number have a quantity order, you could quote 40 or 50 off list-by the same method. List prices 
are per 100. 
















































































































































































































































































STEEL CAP SCREWS STEEL CAP SCREWS 
(Hexagon Head—U. S. S. Thread) (Hexagon Head—U. S. S. Thread) 

(14 Inch Diameter) (34 Inch Diameter) 

| Length List an ea Length as eee —— 
| | 5 | 1 | 20 | 25 | aa%] 40 | so | 60 5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 
| % | 435| 413 | 392] 348] 325| 200] 261] 218] 174 4% =| 580} 551 | 522] 464] 435) 387] 348 | 290| 232 
/ % | 435| 413] 302] 348| 325| 290] 261| 218| 174| | % | 580| 551 | 522| 464| 435| 387 | 348| 290| 232 
/ % | 435| 413 | 302{ 348| 325| 290| 261| 218| 174| | % 580 | 551 | 522| 464 | 435] 387] 348 | 290] 232 
\  % | 455 | 432 | 410 | 364| 342] 306] 273] 228| 182 % 600 | 570| 540 | 480]| 450| 400] 360] 300] 240 
| 1 470 | 447 423 376 353 314 282 235 188 1 620 589 558 496 465 419 372 310 248 
1% 510 | 185 | 459 | 408} 382 | 340] 306 | 255] 204 1% 670 | 637 | 603 | 536 | 502) 424 | 402 | 335) 268 
1 41% 545 | 518 | 491 | 436| 409| 364| 327| 273| 218 41% 715 | 680| 644| 572| 537| 476| 429| 358| 286 
4% | 590| 561 | s31| 472| 443| 303 | 354 | 205 | 236 1M 785 | 746 | 707| 628/ 590/ 524| 471; 394| 314 
2 | 635 | 604 | 572 | 5O8 “A75- “424 | 381 318 254 7 = 850 808 765 680 638 567 510 425 340 
2% 680 646 | 612 | 544) 510] 453 | 408) 340 | 272 2% 915 | 870; 824 | 732 | 687 | 630 | 549 | 458) 366 
2% 720 | 684 | 648 | 576| 540} 480] 432] 360) 288 2% 980 | 931, 882; 784 735 | 654) 588 | 490) 392 
2% | 760| 722| o84| 6os| 570| so7! 456| 380| 30a | | 2% | 1050| 991 | 945| 840| 788| 700| 630| 525| 420 
3) | 805 | 765 | 725/ 644) 6o4| 537] 483| 403 | 322] | 3 1115 | 1060 | 1004 | 892 | 836} 744) G09 | 557 | 446 

STEEL CAP SCREWS 

(Hexagon Head—U. S. S. Thread) 

STEEL CAP SCREWS , (7/16 Inch Diameter) 

(Hexagon Head—U. S. S. Thread) aenennenn 
(5/16 Inch Diameter) tooth | SL ? eo 
eee i aes 5 in 10 20 25 | 33%] 40 50 60 
DISCOUNTS oo eer 4 - ——w 
Length | List : eng yen ee ee % 750 | 713| 675| 600] 563} 500| 450| 375| 300 
| 5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 % 770 | 732| 693| 616| 578] 513| 462| 385| 308° 
| “S51 asa | ann | ear | a0 | aes | ane | oon | 90a] t00 1 790 | 751 | 711| 632] 593] 527| 474| 395| 316 
se | 485| 461 | 427! 388] 365| 324| 201| 243] 194 1% 850 | 808! 765| 680] 638| 567| 510] 425| 340 
| 485| 461 | 427| 388| 365| 324| 291| 243] 194 1's 910 | 865/| 819| 728| 683| 607] 546] 455] 364 
i 100 | 475 | 450| 400] 375| 333| 300] 250| 200 13% 975 | 927/ 878| 780] 732| 650] 585| 488| 390 
> | 525| s00| 473| 420] 395| 350] 315| 263| 210° 2 1045 | 993 | 941 | 836] 785| 697| 627| 523] 417 
i 1K 560 | 532 | 504| 448] 420! 373/] 336| 280| 224 2 1120 | 1064 | 1008 | 896 | 840] 747| 672| 560] 448 
1% 600; 570| 540| 480| 450| 400] 360) 300| 240 2 1195 | 1135 | 1076 | 956 | 897| 797| 617| 598| 476 
1% oss | 623 | 590| 5241 491 | 4371 3031 328| 262 2% | 1265 | 1203 | 1130 | 1012} 949| 843| 759| 633| 506 
2 715 | 680 | 644| 572| 537] 476 | 420] 358| 286 3 1340 | 1273 | 1206 | 1072 | 1005 | 893 | 804| 670| 536 
Y 2% 775 | 737 | 698 | 620| 582! 517| 465) 388/| 310 3% 1415 | 1344 | 1274 | 1132 | 1062 | 943; 849] 708) 566 
~ 9% | 835 | 794| 752| 668| 625| 557| 501] 417| 334 3% | 1490 | 1416 | 1341 | 1192 | 1118| 993| 894| 745] 596 
aa «| 890] 846| sor] 712] 668] 593] 534| 445| 356 ‘ 3% | 1565 | 1487 | 1409 | 1252 | 1174 | 1043 | 939 | 783] 626 
“a 950 | 903 | 855| 7601 713| 633} 570| 475| 380 4 1635 | 1554 | 1472 | 1308 | 1225 | 1090 | 981 | 818| 654 
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Grebe Jobbers. 


can make quick delivery of 











The Grebe Synchrophase 


(hom, 
Esco lectiie Supply Co. 
461 Broad 
Atlanta, a 
The Cooper Tire & Battery Co. 
204 Spring Street 
Pottraers, Md. 
s. M. Zamoiski Co. 
Ir WwW. Redwood Street 


Boston, Mass. 
Milhender Electric Supply Co. 
617 Atlantic Avenue 


Brooklyn, N. Y. 


G. J. Seedman Auto. & Radio Co.,Inc. 


ford Ave., at Madison Street 


eee, N. Y. 
. Alderman, Inc. 
+ WwW. Mohawk Street 


Charlotte, N. C. 


American Hardware & Equipm’t Co. 


Chicago, Ill. 
Manhattan oe. Supply Co., Inc. 
114 8. Wells Stree 


Sincinasd. an 

The I. J. eS Rubber Co. 
Sth & Main 8 

Cleveland, eae: 

Lok well Sales & Service 

2430 Euclid Avenue 
Columbus, Ohio 

Thel. J. Cooper Rubber Co. 


Dallas, Tex. 

Radio Equipment Co. of Texas 

1319 Young Street 

Dexen Ohio 
1. J. Cooper Rubber Co. 


A. H. Grebe & Co., Inc., 109 West 57th Street, New York City 


Western Branch: 443 So. San Pedro St., Los Angeles, Cal. 


EB 


Factory: Richmond Hill, N. Y. 


All Grebe apparatus 
is covered by patents 


\ granted and pending. 


] 
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yt 
vx 
MINN. we 
wr ge Fans 
$.OAK. wits 
wich. 
wro, * 
a > ecw 
1OWA 
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\ 
Denver Colo Louisville, Ky. Eomadelpnia, Pa. 
oo iigountaia Radio Corp. The Cooper Louisville Co.,Inc. Trillin Montague, 
siz roadway 242 E. Main Street 49 No, 7th Street 


Des Moines, Iowa 


<ontees Automobile me Seonly Co. Inc. 


th & Mulberry 8 


seen Mich. 
Detroit Electric Co. 
113 E. Jefferson Avenue 


Duluth, Minn. 
Kelley-How-Thomson Co. 
309 So. 5th Ave., W. 


El Paso, Tex. 
Western Radio sata Co. 
3661 Douglas Stree 


Harford, Conn 
The Hartford Elec. Supply Co. 
234 Pearl Street 


Houston, Tex. 

Bering Cortes Hardware Co. 
Prairie Avenue & Milam Street 
Huntington, W. Va. 

Banks- Miller Supply Co. 


Indianapolis, Ind. 
The I. J. Cooper Rubber Co. 


Kansas City, Mo. 

Townley etal & Hardware Co. 

200 Walnut Street 

Knoxville. Tenn. 

C. M. McClung & Co. 

501 W. Jackson Avenue 

Lancaster, Pa. 

sick ohnson & Co., Inc. 
. King Street 

— caoielie Cal. 

A. H. Grebe & Co., Inc. 

443 So. San sean Street 








Marion, So. Dak. 
Hieb Radio Supply Co. 
730 Broadway 


Memphis, Tenn. 
The Clyde Washburn Co. 
1055 Union Avenue 


Miami, Fla. 
es "Tire Co. 
1 N. E. Second ‘Street 


pee Ala. 
ohnson Tire & Auto Co. 
sor. Bibb & Lee Streets 

Nashville, Tenn. 

Braid Electric Co. 

910 Broadway 


Newark, N. J. 

Beller Electric Supply Co. 
283 Market Street 

New Orleans, La. 

Gulf Sales, Inc. 

1123 St. Charles Avenue 
New York, N.Y. 

Universal Radio Co. 

355 East 149th Street 
Omaha, Nebr. 
Lee-Kountze Hardware Co. 
Portland, Me. 

The Farrar Brown Co., Inc. 
492 Forest Avenue 

Portland, Ore 

Stubbs Electric Co. 

75 6th Street 

Phoenix, A 

Nielsen Rate Supply Co. 
311 No. Central Avenue 


Write for Booklet HA and prices. 
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Pittsburgh, Pa. 
Doubleday- Hill Electric Co. 
719 Liberty Avenue 


Reno, Nev. 
Reno Motor Supply Co. 


Richmond, Va. 
jamin T. Crump Co., Inc. 


Rochester, N. Y. 
Chapin-Owen Co., Inc. 
370 EK. Main Street 


Sale Lake City, Utah 
Inter-Mountain Electric Co. 
43-69 E. 4th, So 


San Francisco, Cal. 
Weinstock-Nichols Co. 
538 Golden Gate Avenue 


Seagtle, Wash. 
—e Supply ¢ Co. 
560 Ist Avenue So. 


Sioux City, lowa 
Warren Electric Co., Inc. 
304 Jackson Street 


spenane, Wash. 
olley-Mason Hdwe. Co. 


St. Louis, Mo 


Manhattan Elec. Supply Co., Inc. 


1106 Pine Street 


St. Paul, Minn. 
Pioneer Electric Co. 
137 E. 5th Street 


Toledo, Ohio 
The Retlaway Motor Co. 
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This Company owns 
and operates stations |. 
WAHG and WBOQ | 
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Improving Hardware Sales— 


Winter Lines Moving Well 


EPORTS from the various hardware market centers indicate 
no abatement in the generally satisfactory demand for 


hardware. 


This favorable condition may be attributable in large 


measure to the fact that seasonable weather conditions are bring- 
ing home to both wholesalers and retailers the fact that winter is 


at hand. 


In consequence, winter merchandise is at last moving ac- 


tively as are also the various staple items of hardware. 
The basically healthy conditions prevailing in the hardware mar- 
ket are indicated by generally satisfactory collections. 





Aleohol and Linseed Oil 
Prices in Chicago Drop 


Holiday merchandise is beginning to 
develop an active demand and all win- 
ter items are steadily increasing in 
activity as the colder weather becomes 
more settled. 

An advance of price on galvanized 
pails and tubs has been announced Fy 
some of the leading manufacturers but 
jobbers prices are unchanged as yet. 
A three-cent drop on alcohol and lin- 
seed oil is effective this week while 
turpentine advances one cent. 





General Decline in Steel 


Demand Is Noted 


According to advices from the Pitts- 
burgh steel district the steel industry 
is not only selling but producing less 
than it did recently. A rather sharp 
drop in ingot output by independent 
companies in the Youngstown district 
has brought the general average of the 
greater Pittsburgh area to below 865 
per cent of capacity for the first time 
in fully six weeks. No material let- 
down has yet occurred in Pittsburgh, 
Wheeling or Johnstown, but the pros- 
pect is for lower output, because the 
reduced demand which began to ap- 
pear six weeks ago in structural steel 
and then affected automobile steels and 
the grades used by the agricultural im- 
plement manufacturers is extending to 
other products. 

There is much less demand for stand- 
ard-weight pipe and less urgency to 
the call for oil well pipe, while most 


of the independent makers of tin plate. 
are close to the end of their orders. 


Wire products lately have reflected in 
sales the less favorable outlook for 
agricultural prosperity. 
The requirements of the automobile 
builders continue to recede, and there 





has been unusual unanimity this week 
in the reports from steel fabricators of 
a slow demand. 


Freight Loadings Show 
Small Drop 


Loading of revenue freight continues 
to be the greatest for this season of 
the year on record, according to re- 
ports filed today by the carriers with 
the car service division of the Ameri- 
can Railway Association. 

The total for the week of Oct. 9 was 
1,184,862 cars. This was a decrease 
of 662 cars below the preceding week 
this year, and only 2149 cars below the 
greatest number of cars loaded during 
any one week, which was the week of 
Sept. 18, the total being 1,187,011 cars. 
This was also an increase of 78,826 
cars over the corresponding week in 
1925, as well as 95,906 ¢ars above the 
same week in 1924. 

The total for the week of Oct. 9 
marks the 20th week so far this year 
that loadings have exceeded the mil- 
lion-car mark. 

Compared with the previous week, 
increases in the loading of coal, coke 
and livestock were reported, while 
slight decreases were reported in the 
loading of all other commodities. 





Trade Improves in Northwest 
District 


Business in the territory tributary to 
the Twin Cities is slightly improved 
over that of a few weeks ago. With 
the change to cooler weather there has 
come a demand for fall merchandise. 
It is predicted that the business for 
the remaining part of the year will 
show some very good totals. 

Collections are slightly 
and the money market is strong. 
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Outlook in Credit 


Circles Sound 


J. H. Tregoe, executive manager of 


the National Association of Credit 
Men, addressing the Toledo Association 
of Credit Men, today, at a large busi- 
ness men’s meeting, stated that normal 
credit conditions prevail in our trade 
movements. 

“Receivables are about normal, 
stocks of merchandise are not about 
normal, failures have decreased, and 
while in spots conditions are not favor- 
able, on the whole conditions are so 
sound that the bare spots create no 
positive disturbances,” Mr. Tregoe re- 
ported. 

“The large material loss through the 
devastation in Florida and along the 
Atlantic Coast, the unexpectedly large 
decrease in the price of cotton, are 
serious episodes that will count for 
something in the long run. But there 
is no reason why they should create 
any disturbance in our credit situation. 
There will be, undoubtedly, severe 
credit losses in the devastated districts. 
There will be a heavy decrease of pur- 
chasing power through the decrease in 
the prices of cotton, in which loss of 
buying power all of the country will 
participate; but these shrinkages can 
be absorbed, and the normal credit situ- 
ation can take care of them without 
arousing any fear of injurious disturb- 
ances.” 





Motor Vehicle Production 
in September 397,123 


September production of motor ve- 
hicles in the United States as reported 
to the Department of Commerce was 
397,123 of which 350,811 were pas- 
senger cars and 46,312 were trucks, as 
compared with 425,626 passenger cars 
and trucks in August and 321,857 in 
September, 1925. 





1926 Copper Consumption 
Will Break All Records 


Consumption of copper in the United 
States during 1926, at the present rate 
of shipments, will exceed 1,750,000,000 
Ib., which is greater than ever before 
in the history of the industry, not ex- 
cluding the war years, according to a 
statement made by George A. Sloan, 
secretary of the Copper and Brass 
Research Association, in addressing 
the National Association of Purchas- 
ing Agents at the Congress Hotel, 
Chicago. 
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Filling orders with the 
help of Backus Woven 


How Quickly 
Can You Ship a Customer’s Order? 











Concerns who are doing the most business 
are the ones who get their orders out quickest. 


The great hardware house of Hibbard, 
Spencer, Bartlett & Company can fill any 
retailer’s order (regardless of size), in three 
hours from the time it is received until 
packed ready for shipment. ; 


They ascribe their success largely to mod- 
ern merchandising and shipping methods 
and the use of BACKUS WOVEN BOXES 
and TRUCKS which they chose in prefer- 
ence to metal baskets. They save time at 
every turn. 


ALK US 





A. Backus Jr. & Sons 


1537 Lafayette Boulevard 


HARDWARE AGE 


~ Maes My 


en a 


The fourteen story warehouse of Hibbard, Spencer, 


Bartlett & Co., Chicago. 





Many of the leading wholesale hardware 
companies and concerns who do business 
with building contractors use these BOXES 
in preference to all other containers. 


They are lighter and permit handling more 
goods in less space than any other method. 
Delivery trucks loaded with them can carry 
twice the load and the goods arrive in better 
condition. 


State requirements and we will reply 
promptly, giving you complete information 
about the type of BOXES best adapted to 
your requirements. 


eA KUS 


Detroit, Mich. 
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Hardware Trade Improving in Northwest 
Territory—Collections Fair 


B 


year. 


(Minneapolis office of HARDWARE AGE) 


USINESS in general over the Northwest tributary to the Twin 
Cities is beginning to hit its stride for the last part of the 
Aside from the sections of the territory where the 


crops have been depreciated by weather conditions, returns this 
year are fairly good. With business conditions at a high point all 


over the country, : 
some of this general prosperity. 


Dealers are buying in small lots and more frequently. 


as a general thing, the Northwest must reflect 


From the 


war-time tendency of buying in big shipments, and direct from the 
factory, the general plans now have changed to the buying in smaller 
lots and from their favorite jobbers. 

Prices are fairly stable, there being a few changes shown in this 





issue. 
BALE TIES.—Stocks are well filled, 
with sales fairly good. Prices have 
not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x14, $1.54; 9% x 15, 37; 


9% x 14, $1.57 per bundle. 
BRADS.—Call for brads is even, with 
stocks in good condition. Prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes at 75 per cent from list. 

ICE CREAM FREEZERS. — There is 
some call, though it has settled down 
to the usual winter demand. Stocks 
have been graded down for the season. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities 

Alaska Freezers. - ,t* $2.25 each; 
2 qt., $3.45 each; $4.10 each; 4 
qt., $5 each: 6 ‘2 $0 each; 8 at., 
$8.20 each; 10 Oa 510, 75 each; 12 qt., 
$14 each; 15 qat., $17 each, and 20 qt., 


$21.50 each. These are list prices, 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 qt., 
$3.35 each; qt., .90 each; 3 qt., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each: 8 qt., $9.35 each; 10 at., 
$12.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 


White Mountain Freezers.—2 at., 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each: 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 aqt., $18 each. 


These are list prices and are subject 
to a dealer's discount of 50 per age 


Auto-Vacuum Freezers. — No. 
$3.30 net: No. 2, $4 net; No. 3, $5. 
net, and No. 4, $6.67 net. These — 


prices to dealers show a discount of 
33%4 per cent off list. 

Acme Freezers.—Bright, galvanized, 
tapered, 2 qt., $8 per doz.; same size, 
enameled-galvanized, $10 per doz.: 
4-qt. size, enameled-galvanized, $18 
per doz., and 1-qt. size, Junior, enam- 
eled, $4.80 per doz. These are net 
prices to dealers. 

Arctic Freezers.—1 
$4.60; ; qt., 
$8.60: ™ 
qt., $16. he 15 at., $23. 30. These are 
list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


LANTERNS.—Demand is very good, 
with stocks well filled. Prices have not 


$14. 80: at 


changed. 
We uote from jobbers’ § stocks, 
f.o.b. win Citles: Long or short 


$13 per doz. 


globe tubular lanterns, 
net. 


_—- 














NAILS.— Demand is steady, and fairly 
good. Dealers are buying cautiously, 
with the end of the season in sight. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100-lb. kegs. at $3.25 per keg base. 

PAINTS AND WHITE LEAD.—Sales 
are fair, with still very good prospects 
for the rest of the fall season. Stocks 
are well assorted, though dealers are 
buying very cautiously. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in 1l-gal. cans, 
and white lead in 100-lb. containers 
at $13.84 cwt. net. 


PUMPS.—Demand is fair, with stocks 
ample for the call. Prices have not 
changed. 


We quote from jobbers’ = stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
— spout windmill force pumps, 
-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 


windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; Neo. 182, hand 


lift, 6-in. stroke, 6-ft. set length, $5.25 


each net. 
PYREX OVENWARE., — Dealers are 
rounding out their stocks in this line 
for the fall and for holiday trade. Call 
for baking dishes shows some increase 
with the approach of cooler weather. 
Prices have not changed. 


We quote from jobbers’ § stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 


$1.17: No. 633 casseroles, $1.17: No. 
209 pie plates, 50c.; No. 210 pie plates, 
67c.: No. 212 bread pans, 60c.; No. 


231 utility pans, 67c.; No. 12 tea pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 


| REGISTERS.—-Demand is fairly good, 


although the building this fall so far 
has been curtailed by inclement weath- 
er. Stocks are well filled, with prices 


steady. 
We uote - from jobbers’ stocks, 
f.o.b. win Cities: Wrought steel 


registers at 40 per cent from lists. 


ROPE.—Call for rope is fairly good. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
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rope at 24%c. Ib. base, and best 
grade sisal rope at 18c. per Ib. base. 


SAN DPAPER.—Sales are steady, with 


fair volume. Stocks are kept well as- 
sorted, though not heavy. Prices have 
not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
Sandpaper at $5.10 per ream; second 


grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


SOLDER.—Call for solder is steady, 
with no particular interest in the de- 
mand. Stocks are ample. Prices have 
advanced slightly. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: arranted half 


and half solder at 46c. Ib. and strictly 
half and half solder at 45c. Ib., net. 


STEEL GAME TRAPS.—Demand in 
a retail way has not yet started to any 
great extent. Stocks are in readiness 
for the call. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b, Twin ne me Victor traps, No. 
0, $1.10; No. $1.38; No. 1%, $2.44; 
* i “onelda jump, No. 0, 
|: 83; No. 1%, $2.81 per 


“Two Trigger’ traps, 
Single oe ‘> ee i: 88; No. 2, $3. 
No. $6. 70 doz. a net, 
f.o.b. ‘hee with py allowed in 
barrel lots. 





STEEL SHEETS.—The market 
steady, with a fair demand. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: alvanized steel 
sheets at $5.15 cwt. base (24 ga.), 
and black steel sheets, $4.30 cwt. base 
(24 ga.). 


STOVE BOARDS.—Call is very good, 
with stocks well filled. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28, $15.75; 30 x 30, $18.25; 
and 36 x 36, $25.40 per doz., net. 


STOVE PIPE AND ELBOWS.—Sales 
are very good, as some form of heat is 
very acceptable in the home at present. 
Stocks are well filled, with prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28 
ga. 6-in. stove pipe, knocked down, 
at $13.60 per 100, and common iron 
6-in. corrugated elbows, $1.30; ad- 
justable charcoal iron, 6-in. elbows, 
$2.05 doz., net. 


WIRE.—Call for wire is fair, with 
some demand for smooth wire for con- 
struction purposes. Fence wire is sell- 
ing at a fair rate. Prices show no 
changes. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 


spool; galvanized hog wire at $3.43 
per 80-rod s l; smooth black wire 
No. 9, $3.25 cwt., and galvanized 


smooth wire No. 9, $3.70 cwt. 


WRENCHES.—Demand for wrenches 
is fair, with stocks well filled. Prices 
show no changes. 


We quote from jobbers’ stocks. 
f.o.b. Twin  Cltles: Agricultural 
wrenches, 8 in., $4.80; 10 in., $6.60: 





12 In., $7.20 per doz., net. 
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“Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 













Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 
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Business Good in New York— 


Growing Demand for Winter Items 
ONDITIONS in the New York wholesale market are “gener- 


ally satisfactory,” 
tan area. 


according to wholesalers in the metropoli- 
The demand for winter merchandise is increasing, and 


impetus in this direction has been given by the cooler weather pre- 
vailing generally, which has resulted in bringing home to both the 
retailer and the householder a realization of the fact that winter 


is not far distant. 


During the past week the majority of the wholesalers absented 
themselves from their desk in order to attend the Atlantic City 


Convention. 


Collections are said to be generally satisfactory. 





Screws in Active Demand 


The demand for screws continues 
consistent in the New York market, 
according to local wholesalers, Prices 
are generally firm, although an extra 
10 and 5 per cent off appear to have 
been quoted in some instances. Stocks 
are generally sufficient. 


JOBBERS’ wt ed th TO RE.- 
TAILERS’ F. B. NEW YORK: 


Discounts on pete: screws: Iron 
Bright, Flat Head, 77% per cent; Iron 
Bright, Round and Oval Head, 75 per 
cent: Iron Blued, Round Head, 75 per 
cent; Brass, Flat Head, 75 per cent: 
Brass; Round and Oval Head, 72% 
per cent. 

These discounts apply to revised 
list of June 24, 1922. 


EX TRAS—20-10-10-5 per cent. 


Bolt Demand Consistent; 
Prices Holding 


A satisfactory movement of bolts is 
reported in the New York wholesale 
market. Prices are firm, and stocks 
adequate. 


JOBBERS’ we Ved “ei TO an 
TAILERS, F. QO. NEW YORK 


Machine bolts, *% “8 4 and aneniiae. 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 


per cent off list. 
Common carriage bolts, *% by 6., 
larger and 


and smaller, 40 off list; 
longer, 40 off list. 
Stove bolts, 80 off list 


Lag screws, 50 and 7% off list. 


Active Movement of Shovels 


in Metropolitan Area 


With stocks generally good, whole- 
salers in the New York market have 
to report an active demand for shovels. 
There has been a slight decline in for- 
mer prices. Fourth grade polished 
shovels with wood D handle, No. 2, are 
now quoted at $12 per doz. 

The same, 
quoted at the same price. 


Stove Pipe Prices Firm 


In common with other fall lines, the | 
cool weather of the past few weeks 
has substantially increased the demand 


in the socket type, is | 





for stove pipe, elbows, dampers, and 
kindred items. Prices are firm, and 
stocks sufficient. 


JOBBERS'’ at a a TO RE- 
TAILERS, F. O. NEW YORK: 


Stove pipe, 4 in., 13%c.: 4% in 
15c.; 5 in., 16%c.; 5% in., ‘ise. and 6 
in., 2lce. per length. 

Stove pipe elbows, 4 in., eed 


in., $1.68; 5 in., $1.80; 5% in., 
and 6 in., $2.22—all per doz 
ae pipe collars, 4% a 45c.: 5 
50c.; 5% in., 55c.: 6 in., "60c. and 
zg“ $1. 15—all per doz. 
Stove “9 dampers, of $1. 
5 in., $1. 5% in., $1.32: 6 ei $1. 40: 


7 Iin., $2.18 and g" in., “is 60—all per 
doz. 


Furnace Scoops in Good 


Local Demand 


Since the first of October a steadily 
improving demand for furnace scoops 
has been developing in the local whole- 
sale market. Prices are showing no 
marked tendency toward departures 
from prevailing levels, and stocks are 
generally sufficient. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. 0. B. NEW YORK: 


Furnace woene, hollow back, mal- 
leable D handle, $5 per doz.: riveted 
with wood D handle, $9.50 per doz. 


/ 


Weatherstrip Moving Active- 
ly in New York 


With the approach of fall, and cooler 
weather, there has been a _ notable 
stimulation in the demand for weather- 
strip. Prices appear to be firm, and 
stocks are generally ample. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F. O. EW YORK: 

Wirf’s ie Bea he ft. on reel, 


maroon, $48.50 per 1000 ft. White. 
$60 per 1000 ft. 
Nero weatherstrip, 500 ft. on reel, 


$36 per 1000 ft. 


Garage Sets Moving Well 
in New York 


With prices fairly firm, a consistent 
demand for garage sets, door holders, 
extra hasps, etc., is reported in the 
metropolitan area. Stocks are gen- 
erally sufficient. 
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JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F. 0. B. NEW YORK: 


Garage sets, $2.50 per set. In lots 
of six or more, 25. 

Garage door holders, $1.65 per pair. 
In lots of six or more pairs, $1.50. 





Linseed Oil Market Firm 


No change of any importance oc- 
curred in the linseed oil market dur- 
ing the past week. Card prices of 
Sept. 30 are as follows: 

In lots of less than 5 bblis., 
in lots of 5 bbls. or more, 11.4¢.: al- 
cutta Linseed Oil in  bDblis., 15. 7c.; 
Boiled Oil, 4/10c. extra per Ib.; 
Double Boiled Oil, 5/10c. extra per 
lb.; Oil in half bbis., 7/10c. per Ib. 
additional. 


11.8c.; 
C 


Snow Shovel Prices Holding 


With prices firm, the demand for 
snow shovels continues to grow in the 
New York wholesale market. Local 
stocks are good. 


JOBBERS, QUOTATIONS TO RE. 
TAILERS, F. 0. B. NEW YORK: 


Snow shovels, long handle steel, 
doz.; snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz.;: 
Menzie, $9.60 oz. Snow pushers, 
18 in., 8344c. each net; 24 in., $1 each 
net. 


$4 





Game Trap Stocks Sufficient 


A growing demand for game traps 
is apparent in the New York market, 
Stocks are good, and the prices pre- 
sented herewith representative of local 
offerings. 

JOBBERS, QUOTATIONS TO RE. 

TAILERS, F. 0. B. NEW cage 


Victor - ey o 0, $1.20; 1, 
$1.50; No. 1%, $2.7 0 and No. Mw 33.68 
—all per doz 

Jump osaae ris 0, $1.75; No. 1, 
$2.00; No. he 3.10; No. 2, $4.80— 
all per 





Sash Cord Prices Softening 


A softening tendency on sash cord 
prices is apparent in the local whole- 
sale market. As announced last week, 
a decline of 2c. per Ib. on sash cord 
has taken place. The demand is satis- 
factory, and stocks appear sufficient. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F. O. B. NEW YORK: 


Sash cord, Samson, Spot No.. 8, 66c. 
per lb. Phoenix, No. 8, 36c. per Ib. 
Sachem, No. 8, 3lec. per Ib., -_ 
Aetna No. 8, 27c. per Ib.: No. 


takes lic. per Ib. advance; while No. é 
is 3c. per Ib. higher. 


Moore Ash Can Truck 
Quoted $2.17 Each 


New York hardware jobbers an- 
nounce that Moore Handy Trucks for 
ash cans will be sold to retailers at 
$2.17 each. The early demand has been 
pretty good this year, and the trade 
expects a verv satisfactory volume. 
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900,000 


Warm Air Furnaces 
Installed Each Year 
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GEM ADJUSTABLE 


REGISTER SHIELDS 


From the sales standpoint, there 
is no more timely item on the Fall 
and Winter hardware list than 
“GEM” Register Shields. 


It’s so much more economical and 
convenient to install warm air fur- 
naces than more complicated heat- 
ing systems that half a million new 
families do it each year. And every 
such installation paves the way for 
the sale of from two to a dozen 
“GEM” Adjustable Register Shields. 


For once a warm air furnace is 
installed, then it is advisable to pro- 
tect the walls, ceilings, curtains, 
draperies, pictures and furniture 
from any dust, dirt or soot that may 
issue from the basement. 


The Alert Dealer 
Seizes the Opportunity 
Lay in a stock of “GEM” Register 
Shields. 
Display them where they will be 
seen. 


(Place a snappily-worded placard 
or two alongside, pointing out what 
it means to any warm-air-heated 
home to be “GEM”-Protected.) 

This well-timed appeal sells thou- 
sands of “GEMS” every year; it 
will make good profits for you. 


Made Right—And Are Right 


“GEM” Register Shields are made 
of heavy, durable steel, with a hand- 
some, permanent oxidized copper 
finish, and improve a register’s ap- 
pearance. Easily adjustable from 
10 to 19 inches to fit any size reg- 
ister. 

“GEM” Register Shields for wall 
and floor registers deflect the heat 
away from the ceiling into the room, 
and keep the dust, dirt and soot 
down in the basement where they 
belong. 

Retail at :— 
FLOOR SHIELD, $1.50 
WALL SHIELD, 75c 
Order from your jobber. 


BEH & CO., Inc. 


1140 Broadway, New York, N. Y. 
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500,000 More Chances to Sell 
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Seasonal Items More Active in Pittsburgh 


Territory—Collections Are Good 


(Pittsburgh office of HARDWARE AGE) 
EATURES of fresh interest are lacking in the hardware mar- | 
Hct, which continues to show a fair degree of activity which, 
however, is stronger in the seasonal than the staple items. No 
important price changes have been reported in the past week; in- 
deed, important price changes do not occur with anywhere nearly 
the frequency they did a few years ago when the method of doing 
business was different than it is today and wide and rapid fluctua- | 
tions were common in the primary markets. Advance buying no 
longer amounts to much and the common policy of distributors now. 
is to wait until the consumer demand arises before laying in sup- 
plies. Frequent small lot purchasing is the vogue and after a num- 
ber of efforts to stimulate forward buying by making prices at- 
tractively low, manufacturers have found small inventories have 
had a stronger appeal to buyers than the possibilities of profit 
through speculative purchases. 

The manufacturers today are producing in accordance with the 
real requirements of their customers, and there is not only a hap- 
pier condition in the fact that they do not find it necessary to carry 
huge stocks of raw materials and also escape the dangers of inven- 
tory losses, but the entire situation is sounder and prices are more 
stable as a result of the fairly even balance between supply and de- 
mand. There is no overproduction as there frequently was in the 
past when not much distinction was drawn between real and specu- 
lative requirements. The fact that in most manufacturing indus- 








tries, there is more capacity than can be fully engaged does not 
mean overproduction unless the capacity is operated fully, but the 
excess of capacity over operation is bane anmeguate against srnenee. 


AUTOMOBILE ACCESSORIES.—AI- ~~ - 


Jobbers’ etieiatiee to retailers 











cohol is moving well, but the movement ——sf¢.¢.h. Pittsburgh: 

of accessories leaves much to be de- Broken Unit 
rar Packages Packages 
sired. i oe ae ae $1.05 $0.97 

Prices from jobbers’ stocks. f.o.b ee, We ck biboeed 1.22 1.14 
Pittsburgh follow: No. 768 _ 1.32 1.22 

Spark Plugs.—A. C.. lots of 10 to > wat Sabato 1.40 re 
90, 53c. each; lots of 100 or more, 50c.:; No a? tet eee = 63 2 44 
A. C. No. 1075 for Ford cars, lots of Nc ckL, Ad Sat DB a bi 3 93 2 A) 
10 to 90, 36c. each; lots of 100 or i 271 shrill ciara 42 "99 
gg mae oe we, WS ee “40! 35 

—21 cp., 6-8 volt, lis rice, . — a 
35c. each; 3 cp., 6-8 volt, list price, a b 6 ge Fg ne “_ unit 
18c. each, subject to a discount of 30 | packages, Cc, eac roken aC 
per cent in lots of less than 50 and Fiashlight.—No. 935, 9%4c. each; No. 
’ ee ed 950, 1014 c.;: No. 790, 22c.: we 705, 
40 per cent for lots of 50 or more. 91 lhc. No. 750. 18c.:' No. 761. 

Speedometers.—A. C. for Ford cars | Hot Shot.—No. 1461, $1. 70: Bat 1662. 
list price, $10 each. $2.35. 

Tire Gages.—Schrader, high pres- 
sure, jots of less than 10, $1 each; BEVERAGE AND PRESERVING 
lots of 10 or more, 95c.:; balloon tire. . . 
lots of less than 7°. $1.13: lots of 10 SUPPLIES.—Demand 1S decreasing, 
or more. $1. . 0, 3. Standard. lots but there is still some call for jars, 
c ss 
Eng ars — wa kegs and kraut and slaw cutters. Job- 

Alcohol. .—In barrel lots, 38c. to 4lc. | bers quote: 
per | 

Sater Oil.— Vacuum Oil Co., in 10- Bottles and Caps.—Quarts, $9.50 per 
gal. steel drums, with faucet, grades gross; caps, 20c. to 22c. per gross; 

, E. and Arctic, $10.50 list; B, $13.70 stoppers, $2.25 per dozen; cappers, 
list, less 25 per cent. $10.50 per dozen. 

Motor Meters.— Standard makes. Strainer Sets.—Everedy in dozen 
lots of less than 10, 30 per cent off lots, strainer stand, $4 per dozen; 
list; lots of 10 to 19, 35 per cent off strainer bag, $2 per doz.; filter bag, 
list; lots of 20 or more, 40 per cent $4 per doz. 
off list. Scales.—Universal, No. 1021, $1.25: 

Windshield Cleaners.—Trico. uni- No. 11021, $1.55; No. 19221, $2.50; No. 
versal automatic cleaners, $3.25 each. 1621, $3.50 

ee Falls No. 145, $3.75 Mason Jars.—Pints, $8.80 per gross; 
—— quarts, $10.10; 2 quarts, $13.15. 





Pumps.—Anthony line, $2.20 each. 


Chains.—Single pairs, 30 per cent Jar Rubbers.—Double lip red, 80c. 





off list; lots of 10 to 50 pairs, 35 per | age nate . 

cent off list; lots of 50 pairs and over. 70e. per doz.; No.2, 8 jar $4.60 aot 

40 per cent off list. | doz.; jar wrench, 75c. per doz. 
BATTERIES.—Demand for radio bat- | Fruit the Ma we eee oo No. 6. 


$6.25 each; Juicy, 3 qt., $3.50 each: 
| 6.at., $4.30; 12. qt. $6; Brighton, 2 at. 
450: 10 at., $7. 


teries holds up well and there is a fair 


demand for other kinds. $3 each: 4 at 


| 


Cider Presses. — Eagle, single tub. 
$12.10 each; Eagle + $24; Cant- 
clog, single tub, $14.85. 

Meat Choppers. — Enterprise, No. 
12, $5.25 each; No. 2,, $9: No. 32, $11. 

Kraut and Slaw Cutters. — Slaw 
cutters, Rapid, $3 per doz.;: No. 625. 
$3.60: No. 626, $4.80; Kraut cutters. 
No. 672, $1.15 each; No. 673, $1.35. 


Oak Kegs.— 
Red White White Oak 
Oak Oak Charred 
5 gallon .....$1.30 $1.45 $2.40 
10 gallon ..... 1.75 1.90 2.80 
15 gallon ..... 2.00 2.15 3.15 
20 gallon ..... 2.25 2.40 3.75 


BOLTS, NUTS AND RIVETS.—There 
is a steady demand for small lots, with 
prices unchanged. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads. 
50 and 10 per cent off list: all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed square, tapped, in 3 Ib. 
boxes, % in., $16 per 100; 5/16 in., 
$14: % in., $11; ™% in., $10; % in., $10; 
% in., $8: % in., $7.50; rivets, small 
wagon and tinners, 60 per cent off 
list. 


GAME TRAPS.—Seasonably good de- 
mand is noted. ere quote: 

Coil spring No $1.28 per dozen: 
Victor, No. 1, $1. 38 Triumph. No. 1, 
$1.38; jump, No. 1, $1.83: Gibbs, 2- 
trigger, $5 per doz.; single grip, No. 

1, $1.88: No. 2, $3.35; No. 3, $5.50: No. 
4, $6.70. 


GUNS AND LOADED SHELLS.—Good 
call still is noted for loaded shells, and 
there is a fair demand for rifles and 
shotguns. Jobbers quote: 

Shot Guns.—Double barrel. Ithaca 
field, hammerless, $30.50 each: No. 1. 
$38.30: No. 2, $46.55: Winchester re- 
peating, No. 97 hammer, $31.80: No. 
12 hammerless standard, $37.50: tour- 
nament, $56.85. 

Rifles.—Winchester, No. 56, sport- 
ing, $16.35 each; No. 57, target, $19.10: 
No. 1894, solid frame, $25.90: take 
down frame, $35.40; Savage. No. 1899- 
E, $30.60; No. 18-99-F, $33.85; No. 
1899-G, $37.50. 

Loaded Shells.—Winchester, repeat- 
er, R-76-D, soft, $34.74 per 1000: 
chilled, $36.85. 


WIRE PRODUCTS.—Demands still are 
marked rather for their constancy 
than size. Mill prices are steady, and 
that also is true of the resale quota- 
tions. 

We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire: 
(Per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage...... $3.00 $3.45 
ee BO oc eccdcetscummed 3.05 3.50 
DS a a 3.10 3.55 
PES EE ccs vecvc wens cue 3.15 3.65 
Ek ree ee 3.25 3.80 
Ry BAe Tee ee ee 3.35 4.00 
i. te ws dnddudteeandde 3.55 4.25 
Se te oe ve a ndite ds «oa Oe 3.75 4.45 
Barbed wire (per 80-rod spool): 
a $3.00 
IE, cncnichééees 00es dae ee Te 
eee 3.20 
ge EE Sa aE 3.50 
2-point cattle (special) ......... 2.25 
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WHY ENVY THE BUTCHER? 


Your Knives Will be Sharp too, 














ene 


* raw 
} a 


» 


Here is the butcher’s steel in safety form 
for home use! “Four Little Butcher Steels” 
that put keen edges on knives and rival the 
work of the most skillful butchers. And, 
best of all, anyone can do it by simply draw- 
ing the knife through the slot. 


There is a big market for this sharpener 
that puts such lastingly keen edges on the 
knives of the average household. Its sim- 
plicity appeals; its quick sharpening ability 
gives lasting satisfaction. It provides an 
edge that is scientifically correct. 


In a London Department Store over 30,000 
Monarchs were sold in one year. Why not 
handle this profitable, fast moving line? 
Just send the coupon by mail today. 


Nationally Advertised— 

See Our Ads in 

GOOD HOUSEKEEPING 
LADIES’ HOME JOURNAL 


When You Use 





‘The Four Little Butcher Steels” 


MUN 
In the MOAN 
Monarch Safety Knife Sharpener 





My 
% 





“The Four Little Butcher Steels’’ 
Imported from England 


PATENT NO. 1468611 


Jaywoolf Manufacturing Co. 


512 Fifth Ave. New York City 





, 

| 
¢ 
LIBERTY, ETC. a 
~ = 
Nickel Plated Pd 5 
Highly Polished . 
snarch : 
eo 5 
eee ee ¢ 7 
E EET A SEES REET ELIE EA AEE IED OBR METRE tie o : 
o Jaywoolf { 
eo Manufactur- - 
9? ing Company : 
f° _ 512 Fifth Ave. 
New York City 5 
Approved by Modern Priscilla ¢ : 
eo’ Gentlemen: Please send ? 
o me full details and trade- 4 
Pi prices concerning your Mon- 8 
¢ arch Knife Sharpener. En- : 
— o closed find seventy-five cents 4 
tEPRESENTATIVES AND JOBBERS ¢ ; s 
The Loring Lane Co., 53 Beach Street, New York Ladore & Co., 610 Buhl Bidg., Detroit of for sample post paid. . 
City. ibbard, Spencer & Bartlett Co. Chicags, ° t 
F. E iGruelhelde, Builders Exchange Blidg., Min- Witte Hardware Co., St. e Name ee 5 

nea L. W. Stewart, 327 Dixie “Terminal, Cincinnati, ’ nes Tee eet ne eee ae 
F. M. e-" Co., 190 N. Sohn Street, Chicago. Ohio. ¢ a 
Mathews & Boucher, Rochester, , 4 John Hearst, 342 Queensdale Blvd., Toronto, ¥* Add : | 
Weed & Company, Rochester, N. 'Y. Ca e eet) < t.) ee ee : 
H. T. Morgan, 3315 Oakland Avenuc, Wichita, Paxton & Gallagher Co. ¢ ® 
Leo & Kauntze Hardware Co., Omaha, Neb. rawrey T TT eee a hd) dL 


Kans. 
Randall & Co., 93 Federal Street, Boston. 
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HARDWARE AGE 


October 28, 1926 


Hardware Trade Is Active in Cincinnati 


Territory—Prices Are Holding Firm 


(Cincinnati office of HARDWARE AGE) 


DEAL fall weather has been an important factor in stimulating 
the hardware jobbing trade in this territory during the first 


twenty days of October. 


Outdoor construction work of all 


kinds has been going forward at a brisk pace, and especially in such 
lines as builders’ hardware, paint, roofing material and glass is an 
improvement noted. The total volume of sales in all commodities 
is running about parallel with that in the same period in 1925, but 
the business in the aggregate for the first ten months of the year 
will show a slight loss when compared with last year in the corre- 


sponding months. 


Of encouragement to local jobbers is the.steady demand for staple 


articles as well as for seasonal items. 


A few winter commodities 


are moving out of warehouses, but the heavy call from the retail 


trade probably will not develop for several weeks. 


Further prepa- 


rations for the holiday season have been made by Cincinnati jobbing 
houses, and in many lines retailers will be able to obtain special 
packages made up specifically for the Christmas trade. 

Firmness rules in all commodities so far as prices are concerned. 
Aside from a revision of quotations on screws, there have been no 


changes. 


AUTOMOBILE 
exceptionally favorable weather the 
past two weeks has brought out good 
business in many lines. Tires and 
tubes are moving at a moderate rate, 
while some of the winter items are 
beginning to attract attention. Prices 
rule firm, with no changes recorded 
recently. 


We quote from Cincinnati jobbers’ 
stocks: 

Tires.—-30 x 3%, cheap grade cord, 
$6.50 each: 30 x 3% medium grade 
cord, $7.50; 30 x 3% oversize medium 
grade, $8; 30 x 3% better grade cord, 
$9.50; 30 x 3% oversize better grade, 
$10.50; 30 x 38% commercial cord, 
$13.50; 29 x 4.40 medium grade bal- 
loon, $9; 29 x 4.40 better grade bal- 
loon, $11.50. 

Tubes.—30 x 3% medium grade in- 
ner tube, $1.40 each; 30 x 38% better 
grade, $1.75; 30 x 3% better grade ex- 
tra heavy, $2.10; x 4.40 medium 
grade for balloon tires, $1.70; 29 x 4.40 
better grade for balloon tires, $2.35. 

Flashlights. — Two-cell tubular 
fiashlights with fiber or nickel case 
69c. each; three-cell tubular flash- 
light with fiber or nickel case, 96c.;: 
two-cell miner flashlight with fiber 
or nickel case, $1.10; three-cell miner 
ee with fiber or nickel case. 

1.24. 


Batteries.—Small monocells, $8.25 
per 100; large monocells, $9.35 per 
100; two-cell baby tubular, $16.50 per 
100; two-cell tubular, $19.25 per 100; 
three-cell tubular, $27.50 per 100. 

Tire Chains.— For less than 12 pairs. 
35 per cent off list: for 12 pairs or 
more, 40 per cent off list. 

Radiator and Engine Covers.—Ford. 
1924 and 1925 models, $2.25 each: 
Ford, 1926 model, $2.35 each: Ford ra- 
diator cover only, for 1917-1926 mod- 
els, $1 each. 

Radiator Shutters.—-For Fords, 1923- 
1926 models, $5.50 each: for Chevro- 
let, 1925-1926 models, $6 each: for 
Dodge, 1923-1926 models, $7.50 each. 
Discounts of 33% per cent apply on 
above prices for purchases in lots less 
than five: 40 per cent discount on lots 
of five or more. 


AXES.—This product is not selling as 
well as jobbers had anticipated. How- 





ACCESSORIES.—The ->-— 


ever, fall orders still are being placed, 
and jobbers hope that the total business 
in the last quarter will measure up to 
normal. 


We quote from Cincinnati jobbers’ 
stocks: 


Dreadnaught single bit base weight 
handled axe, $19.50; Dreadnaught sin- 
gle bit base weight unhandled axe. 
$14.75: double bit base weight handled 
axe, $24.25: double bit base weight 
unhandled axe, $20. 


BOLTS AND NUTS.—No change has 
been made in this item. Normal sup- 
plies are being carried by retailers, and 
shipments from warehouses have been 
satisfactory. 

We quote from Cincinnati jobbers’ 


stock: Machine Bolts, large, 50 and 
10 off: small, 50, 10 and 10 off: car- 
riage bolts, large, 50 off: small, 50 


and 10 off: stove bolts, 75 off: semi- 
finished nuts, 9-16 in. and smaller, 75 
off: larger sizes, 65 off. 


CARPET SWEEPERS.—Orders are 
being booked at a normal rate, jobbers 
are shipping a good volume of stock, 
and retailers are prepared to meet all 


of the demands of their customers in 


this line. 

We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$236 per dozen; Universal japanned 
sweeper, $42 per dozen; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
little Helper toy sweeper, $2 per doz. 

FILES.—Here again business is pro- 
ceeding in a steady manner, and the 
volume of trade indicates a healthy 
condition. 

We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 

FIRE SHOVELS.—Sales have attained 
sizable proportions, and local jobbers 


Reading matter continued on page 172 





| kave disposed of the major portion of 


their fall stock. 


We quote from Cincinnati jobbers’ 
stocks: . 


No. 80, 56c. each; No. 56 galvanized, 
95c. each; No. 9, $1.50 each; No. 11, 
$1.65 each. 
FOOTBALLS.—The season now is well 
under way, and the increasing interest 
in amateur and professional football 
has assisted in boosting sales. Prices 
are firm. 


We quote from Cincinnati jobbers’ 
stocks: 


BT, $9.50 per doz.; RML, $20.50 per 
doz.; RNGL, $31.50 per doz. 
PAINT.—There has been a distinct im- 
provement in sales due to the favorable 
weather conditions. Prices are holding 
up well, and no changes have been 
made in the past two weeks. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single bar- 


rel, 86c. per gal.; turpentine, in 2- 
barrel lots, 93c. per gal.; white and 
red lead in 500-lb. kegs, 15%c. per 


lb. less 10 per cent. 


RADIO BATTERIES.—The call for 
this commodity has been exceptionally 
heavy. The radio season is just get- 
ting under way, and jobbers are look- 
ing forward to big sales. Prices are 


steady. ‘ 
We quote from Cincinnati jobbers’ 
stocks: 
Less than In Unit 
Unit Packages 
Packages of 50 
EKach Fach 
‘“*A”’ batteries, No. 6. $0.37 $0.32 
“BRB” batteries, 5156.. 1.22 1.14 
“RB” batteries, 2156.. 1.40 1.30 
“B" batteries, 2306.. 2.80 2.60 
“R”’ batteries, 2308.. 2.80 2.60 
“RB” batteries, 10308. 3.85 3.58 
“C"’ batteries, 2370.. .42 09 


SCREWS.—Prices to the retail trade 
have been revised by local jobbers. The 
new schedule is given below. 


We quote from Cincinnati jobbers’ 
stocks: 

Flat-head bright screws, 85 and 
12% off list; flat-head blue screws, 
85 and 7% off list: flat-head brass 
screws, 80 and 25 off list: round-head 
blue screws, 85 and 2% off list: 
round-head brass screws, 80 and 15 
off list; bright wire goods, 85 and 25 
off list. 


September production of motor ve- 
hicles in the United States, as reported 
to the Department of Commerce, was 
397,123 of which 350,811 were passen- 
ger cars and 46,312 were trucks, as 
compared with 425,626 passenger cars 
and trucks in August and 321,857 in 
September, 1925. Of the passenger 
cars produced in September, 10,372 
were manufactured in Canada, while 
the Canadian production for trucks for 
that month was 2480. 
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The Boss sed “lots of Carbon” 





cause this steel is for 





The tall smoke-stacks of the Indiana Rolling Mill 
Co. are visible for miles around near New Castle. 
Here we specialize on steel of a high carbon con- 
tent, the tough, long-wearing type used in plows, 
barrows, cultivators and shovel products—all of 
which have to stand much abuse. 


Few manufacturers of shovels “roll their own 
steel.” Wedo. The leading farm implement man- 
ufacturers of the world buy Indiana Rolling Mill 
Steel to fabricate into farm implements. It is this 
same high quality, tough and long wearing steel that 
goes into Indiana Shovels. It has the same reputa- 
tion in its field as has Crucible or Armco Iron in 
their fields. 

If you want X-tra Quality Shovels, you can get 
them by specifying Indiana Shovels. Or—write for 
catalog and state your yearly requirements. Let us 
demonstrate what Indiana Steel means. 


Look for this trade mark (X) on the strap or cyl- 
inder of every shovel. 





We make the fol. 
lowing well - known 
brands of shovels, 
namely, “American 


Beauty,”’ “Ineersoll 
Special,” “Indiana,” 
“Imperial,” “New 
Castle” “Trojan,” 
“Matchit,” a shovel 


for every purpose and 
at varying prices. 


The Indiana Rolling Mill Co. 


New Castle 


Indiana 


Affiliated with Galesburg Coulter-Disc Co., Galesburg, Illinois 
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HARDWARE AGE 


October 28, 1926 


Holiday Goods Showing Up Better | 


in Chicago District—Prices Firm 


(Chicago office of HARDWARE AGB) 


OOLER weather is doing much toward stimulating a steadily 
increasing demand for fall and winter merchandise and holi- 
day goods are also beginning to receive a good deal of atten- 


tion. 


Future orders on spring items are still lagging considerably 


behind last year’s record but are, at the same time, gradually im- 
proving. Staple merchandise is moving at a normal rate. 

Prices are for the most part holding firm. Jobbers this week 
announced a slight revision in galvanized oil can prices, some sizes 
advancing a trifle and others declining. Some of the leading manu- 
facturers are announcing a substantial increase in pail and tub quo- 
tations, but jobbers’ prices on these items are unchanged as yet. On 
the other hand, linseed oil and alcohol both dropped off 3 cents a 
gallon while turpentine took an advance of 1 cent. 


AUTOMOBILE ACCESSORIES.—Sales 
are increasing good 
items as the season advances. 
We quote 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, for Fords, 
50c. each: regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 


from jobbers’ stocks, 


36c. each. 

Spot Light.—Appleton, No. 3280, 
$6.50. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.10 each 

Pumps Rose, 1% in. cylinder, 
$1.85. 

Tires and Tubes.—30 x 3, over- 
size cord tires, $10.50 each; regular 
cord, $7.45 each; gray inner tubes, 
30 x 314, $1.50 each; red inner tubes, 


30 x 34e, $1.75 each. 


AXES.—Sales are normally 
prices 50c. a dozen higher than last 


spring. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 


dozen base; double bitted, $19 dozen 
base: gool quality black unhandled 
axes, same weight, single bitted, $13 
doz. base: single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
dozen base. 


CHAINS.—There is a very good de- 
mand for truck chains and cow ties. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: * in. proof coil 
chains, $8.50 per 100 Ib. Henso Bull 


Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-44% electric 
welded cow ties, $2.75 per doz. 


ELECTRICAL AND RADIO MER. 
CHANDISE.—The demand for B bat- 
teries is greater this fall than it has 
ever been since radio came on the mar- 


ket. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Electrical Merchandise.— No. 14 
rubber covered wire, $6.85 per 1000 
ft.: in 1000 ft. lots, $6.35. No. 18 


lamp cords, $14.25 per 1000 ft.; in 1000 
ft. lots, $13.65; % in. brush brass key 


sockets, 154c. each; two-way plugs, 
45c. each: in lots of 10, 40c. each; 
two-piece attachment plugs, 12c. 
each: dry cells, boxes of 50, 32c. 
each: less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767. $2.62 
each; No. 770, $3.33 each; No. 772, 


$3.62 each: No. 486, $3.85 each. 





good at. 


on the winter | 











Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each net. 


Loud Speakers.—Western Electric 
No. 522 W. $2.50 list. Discount, 30 


per cent. 
FILES.—Prices are firm, backed by a 
good steady demand. 


We quote from jobbers’ 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files. 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 

GLASS AND PUTTY.—While jobbers’ 
stocks are not large, they are complete 


and will take care of a normal demand. 


stocks, 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Single strength A. 25 
in. bracket, 85 per cent discount: 


single strength A, 34 to 40 in. bracket, 
&2 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount: 
balance, 8&5 per cent. Putty, pure 
grades, $3.75 per 100 Ib., commercial. 
$3.40 per 100 Ib. 


HANDLED HAMMERS AND HATCH- 
ETS.—Prices are holding firm with a 
steady normal volume of orders being 


placed. 
HAMMERS.— ' 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to $8. 

HATCHETS.— 

We quote from jobbers’ stocks, 

f.o.b. Chicago: First quality hatch- 


ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling $8 dozen; medium quality 
hatchets, No. 2 broad, $12.50 dozen. 


ICE SKATES.—Dealers are _ buying 
heavily in anticipation of the holiday 
trade. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
Men's and Boys’, bright finish, 75c. 
ymair, Half Key Clamps, Rocker, 
Vomen's and Girls’, $1 pair: Key 
Clamp, Hockey, Men’s and Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s and Girls’, $1.40 pair: Tubu- 
lar Skates, Men's or Women’s, 
Racer or Hockey, $5.50 pair. 


LANTERNS.—There is an active sea- 
sonal demand and prices are firm. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Dietz D-Lite, $13 doz.: 





with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.;: Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—The demand is increas- 
ingly good as cold weather approaches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise, No. 25, 
4 qt., $8 each; No. 31, 6 at., $8.65 


each; No. 35, 8 qt., $9.50 each. 


NAILS.—Prices are well maintained 
and firm. Orders are numerous, but 
not large. 


We quote from 
f.o.b. Chicago: 

Common wire and cement-coated 
nails, $3.05 per keg base. 


PAINTS AND OILS.—Linseed oil and 
alcohol each take a three-cent drop, 
while turpentine advances one cent. 
We quote from jobbers’ 
f.o.b. Chicago: 


Linseed Oil.—Raw, barrel lots, 9$2c. 
per gal.; 5 barrel lots, 89c. per gal. 

_ Linseed Oil.—Boiled, barrel lots, 
a per gal.; 5 barrel lots, 92c. per 
gai. 

| ealtaneatnalilataiaa lots, $1.03 per 
gal. 


jobbers’ stocks, 


stocks, 


Denatured Aicoho!l.—Barrel lots, 42c. 
per gal; steel drums extra $6 re- 
turnable. 

White Lead.—500-Ib. lots, $13.73 per 
100 Ib. ; net; 100-lb. lots, $14; 50-Ib. 
lots, $7.25; 25-lb. lots, $3.65; 121%-lb. 
lots, $1.85. 

Shellac.—(414-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 
_English Venetian Red.—In barrels. 
$3.50 to $6.75 per 100 Ib. 

. Dry Paste.—Barrel lots, 7%c. per 

J, 


SLEDS.—Sleds are one of the things 
the jobber is having difficulty in work- 
ing up enthusiasm among the retail 
trade. The big retail buyers placed 
their orders some time ago, but the 
rank and file of the trade are in no 
hurry to do so. 
We 
stocks: 
Sieds.——-Flexible Fliers, No. 


each No. 2, $3.17; No. 
No. $4.34; No. 5, 4. 
Jr., $3.50. 


$4.34 each net; 

Speedaway, No. 

No. 100, $13.20; No. 150, $15.60; No. 
200, $19.26; No. 250, $21.60; No. 
$26.40. Speedster, No. 340, 
per doz. net; No. 

350, $36; No. 355, $43.20. 

sleds, No. 52, $11.40; No. 54, $17.40. 
Clipper, No. 2, $10.80; No. 4, $14.40; 
No. 6, $18. Baby sleighs, No. 0, 
$10.80 each net; sleigh boxes, $43.20 
per doz. Lightning snow scooter, $24 
per doz. net. 


WRENCHES.—Sales 
prices firm. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Agricultural wrenches. 
60-10 per cent discount. Coes’ 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list: Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — 
Electrical Set, 


quote from Chicago jobbers’ 


are good and 


Radio 
in metal case, $2.75: 
No. 101 Master Service 
No. 202 Heavy Duty Set, $8.80: No. 
404 Flexible Socket Set, $7.50: No. 608 
Crankcase Drain Plug Socket, $3.20; 
No. 900 Square Socket Set, $3.70: No. 
1878 Giant “Snap-on,” with extra 
heavy duty ratchet, 27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


and 
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Right from Shank to Point 


Russell Jennings Auger Bits are the 
product of seventy years of successful 
experience in bit making. 





They are made by experts who know 


requirements and take pride in having 
each bit exactly right from shank to | 
point. | 


Through sheer merit these thoroughly 
tested bits have become the standard 
throughout the world. 


- Made in patterns and sizes for every 
requirement. 


Your jobber will supply you. Write for 
latest catalogue. It describes the com- 
plete line of bits. 








Established 1840 
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More Activity in Christmas Merchandise 
—Staple Goods Selling Well in Boston 


good demand in the Boston market. 


(Boston office of HARDWARE AGB) 


Heretofore the retail 


Bev the first time this year Christmas merchandise is really in 


trade was backward in the purchase of such stock, but by 
constant hammering by jobbing houses the market has assumed life. 


Buying is embracing a wide variety of merchandise. 


Everything 


from the smallest to the largest items is involved, and the average 
order placed for individual goods counts up well in money. The re- 
tail trade in general apparently has made up its mind that pros- 


perity will continue until Jan. 1, 1927, at least. 
its holiday goods buying strongly suggests so. 


The character of 
Much of the stuff 


ordered now will not, of couse, be delivered until later in the year. 
The placing of orders now permits the jobber to map out retail re- 
quirements much more satisfactorily to everybody concerned than 
would be the case if the retailer waited until the very last minute 


for stock. 


The increased activity in holiday goods has in no way detracted 


from the volume of staple goods business. 


Weather conditions have 


been favorable for much indoor and outdoor work the past week, 


which has required a sizable tonnage of staple hardware. 


It is not 


to be wondered at, therefore, that optimism exists throughout the 


jobbing trade. 


There is the same lack of retail interest in goods 


wanted next spring, however, and the jobbing trade has about made 
up its mind that it cannot make much of a drive on 1927 merchan- 


dise until after the turn of the year. 


BITS.—There is a steady movement of ;— 


bits out of retail and wholesale stocks. 
Nothing spectacular can be attached to 
the market for such merchandise, yet it 
is remarkable the number of bits that 
are sold each week. 


We quote from Boston jobbers’ 
stocks: 

Augur Bits.—Electric 10-16ths, $6.25 
per doz. net; 11-16ths, $6.60. Carpen- 
ters’, 8-16ths, $5.30; 9-16ths, $5.75; 
10-16ths, $6.25; 12-16ths, $7.10. Sets, 


32% quarters, in boxes, $7.40 the set, 
in canvas rolls, $7.50. 


CHURNS.—tThere has been an improve- 
ment in the demand for churns, but it 
is very slight. All kinds and makes 
are wanted by the retail trade. 


We quote from Boston jobbers’ 
stocks: 

Churns.—Glass, 2 qt., $14 per doz. 
net; 3 qt., $17.75; 4 » "$23. Jars for 
me 2 2 qt., $5.15 per doz. net; 3 

$7. 25; 4 qt., $8.50. 

“ Hand Churns. — One-gallon, 
¥ 30 euch; 2 gal., $2.75; 3 gal., $3.50; 

4 gal., $4.25: 6 gal., $5.25. 


COUNTER BRUSHES.—Because of 
somewhat of a spurt in sales of coun- 
ter brushes the past week jobbers call 
attention to that fact. Most jobbers 
have sold more of these brushes this 
year than they did in 1925. 


ol quote from Boston jobbers’ 


stoc 
Counter Brushes.—No. $3 per 
ay net; No. 206, $7.50; No tb. $2. OS: 
ae o are C, .$7.38; No. 3 extra of 
$8.3 . 4 extra C, $10. 


CUPS.—Those jobbers specializing in 
drinking cups continue to find a good 
outlet through the retail hardware 
trade. Weather conditions have been 
ideal for automobiling and that fact 
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Collections are fair. 





probably accounts for the continued 
public consumption of drinking cups. 


We quote from Boston jobbers’ 
stocks: 


Cups. — Drinking, American Ther- 
mos line, No. 82, four cups to set, $1 
per set list. Discount 25 and 10 per 
cent. 

DRAIN PIPE CLEANERS. — Drain 
pipe cleaners are still enjoying a rather 
free distribution. City as well as coun- 
try retail dealers find numerous cus- 
tomers for such merchandise each day. 

We quote from Boston jobbers’ 


stocks: 
Drain Pipe Cleaner. — Economy 
Plumber cleaner, in 1 . net cans, 


in lots of 3 doz., $2.75 per doz.; in 
lots of 6 doz., $2.70 per doz.; and in 
12 doz. lots, $2.60 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., _ $4. 90 4 doz.; in lots 
of 6 doz., of and in lots 
of 12 doz., 

Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler ~~ in 1-qt. cans, 
$3 each; in % doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 

Same, in % gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. cans, 
$9 each. 


GARBAGE CANS.—Underground gar- 
bage cans are still popular, as is at- 
tested by retail and wholesale sales the 
past week. 


We quote from Boston jobbers’ 
stocks: 


Garba e Cans.—Sexton line, under- 
ground, No. 1, 17 x 19% in., steel out- 
side, $9. 50 each list; No. 2, 18 x 25 in., 
steel outside; $11. 50: No. 5, 
steel outside with cast iron top, 
$13.50; No. 6, 18 x 24 in., on outa . 
with cast iron top, $17; 

24 in., concrete outside, ot Ay io 





$15.50; No. 60, 20% x 24 in., concrete 
outside, cast iron top, $19.90. 
Discount, 33% per cent. 


HANGERS.—Although the weather of 
late has been against the sale of many 
kinds of merchandise, it has been fa- 
vorable for construction, and that fact 
is reflected in a continued movement of 
hangers in the hardware market. 
We quote from Boston jobbers’ 
stocks 


Hangers.—Timber or joist, No. 300, 
for 2 x 6-in. timber, 18c. each net; 
No. 301, for 2 x 8-in. timber, 20c. 
each net; No. 302, for 2 x 10-in. tim- 
ber, 28c. each net; No. 403, for 2 x 
12-in. timber, 56c. each net; No, 213, 
for 3 x 8-in. timber, 23c. each net; 
No. 214, for 3 x 10-in. timber, 3lc. 
; No. 315, for 3 x 12-in. tim- 
ber, 60c. each net; No. 319, for 4 x 
8-in. timber, 36c. each net; No. 320, 
for 4 x 10-in. timber, 45c. each net; 
No. 321, for 4 x 12-in. timber, 64c. 
each net. 


HARMONICAS.—Slightly more inter- 
est is being taken by retail dealers in 
harmonicas, according to jobbers. Last 
year a big bunch of these musical in- 
struments were sold through the hard- 
ware trade, and jobbers feel 1926 will 
do even better. 
We quote from Boston jobbers’ 
stocks: 


Harmonicas.—Hohner, assortments 
of one dozen on display cards, No. 
425, $4 per doz. 


LAMPS.—Among those items selling 
well in a jobbing way, at least, are 
gasoline lamps. Retail dealers say they 
find many people who have electricity 
in their homes who prefer a gasoline 
lamp for reading. 

We quote from Boston jobbers’ 


stocks: 


Lamps.—Gasoline, opal shade, $6.25 
each net; tan tinted shade, $7; green 
tinted shade, $7; half frosted globe, 
$6.50; Flemish brass fringe, $9; an- 
tique gold, $9.25; bracket lamps, $6.75; 
De Luxe, $14. 

Lamps.— Bryan-Mash line, ar 
oe, type, clear, 100 wt., 45¢. ist; 
150 wt., 60c. Pear shaped type, 
white, 100 wt., 50c. 
type, white bowl, 
50c.; 1650 wt., 65c. 
glass, 100 wt., 75c. 


POSTHOLE SPOONS.—Although not 
active, the movement of posthole spoons 


is quite good for this time of the year. 


We quote from Boston jobbers’ 
stocks: 


Posthole Spoons.—Ames lines, 7-ft. 
sane, $29 per doz. net; 8-ft. han- 
es, 


ROASTERS.—Retail dealers continue 
to place orders with jobbers for roast- 
ers, which will be needed for the pre- 
Thanksgiving trade. 


We quote from Boston jobbers’ 
stocks: 

Roasters.—Savory, small family size 
single or in lots of three doz., $8. 46 
per doz. net; medium family size, 


Pear shaped 
enameled, 100 wt., 
Daylight, blue 


small lots, $15 per doz.; large lots, 
$14.40; No. 11, one coat of blue 
enamel, small lots, $21.25; large lots, 
$20.7 No. 41, small lots, $27.50: 


nnkg lots, $27; No. 43, three coats of 
gray mame, small lots, $34.35; large 
lots, $33.6 
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Don’t FORCE the Furnace 
FORCE the Air 








This big idea is making money for hundreds, 
yes thousands, of Warm Air Furnace dealers 


The Miles Automatic Furnace Fan is revolutioniz- 
ing the Warm Air Furnace business in two ways. 


(1) It is putting the business on a basis where you 
can sell GUARANTEED HEAT VOLUME and 
be absolutely sure of delivering it. 


(2) It is enabling Furnace dealers to get better 





This shows the Miles Automa- 
tic Furnace Fan in operation 
with Automatic by-pass louvers 
closed. 


These by-pass louvers (pat- 
ented) are the secret of Miles 
success. They provide the auto- 
matic means for alternating 
forced and gravity circulation 
as required for Domestic use. 
When the Fan is not in oper- 
ation the by-pass louvers auto- 
matically cpen. They automa- 
tically close by air pressure 
built up when Fan is running. 





Showing by-pass louvers open. 


prices and bigger profits. 


And you know that these are the two vital things 


your business needs. 


The Miles Automatic Furnace Fan 
Pushes the Heat up the Pipes 


The minute the Fan is turned 
on the warm air begins to cir- 
culate. You get heat from 
every register. No morecold 
rooms. No more calls to ex- 
plain why this or that room is 
cold — or why any register is 
not delivering its full quota of 
warm air. 


Steals the Chimney Heat 


and you can prove it! You can 
guarantee 75% MORE heat 
from the same furnace with 
the Fan in operation. 

This means longer life for 
the furnace. You never have to 
force the furnace. You simply 
force the AIR to the rooms 
where it is wanted. 


The Miles Automatic Fur- 
nace Fan Furnace forces the air 
to rub more vigorously against 
the radiating surfaces of the 


furnace. It extracts more heat 
by friction and absorption. 
Instead of going out the chim- 
ney the heat goes out the regis- 
ters. Don’t doubt. Get a Fan 
in use and prove it. 

Saves 30% to 40% fuel— 
any fuel! 

Gives 4 changes of air per 
hour. 

Gives even heat from floor 
to ceiling. 

Cures all sick or lazy regis- 
ters. 

Brings you into contact with 
NEW customers. 

Enables you to get better 
orofits and handle larger jobs! 

Circulates cool air in sum- 
mer! 
Investigate. Write for com- 


plete data and begin to get your 
share of the extra profits now! 


THE WARM AIR FURNACE FAN CO. 


6517 Cedar Avenue, Cleveland, Ohio 


Members National 
Warm Air Heating & 
Ventilating Ass’n. 





cA Warm Air Heating 
System is best for any 
Home— With Forced Air 



































If you will look after your 
townspeople and your 
country folk, they will look 
after you. Put yourself 
on the witness stand and 
then judge whether or not 
you must take action 


against business murderers. 
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“What Killed My Business?”’ 
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This is the age of outfits— 
complete stocks of timely, 
unified and displayed out- 
door lines. It is the age 
when the buying public are 
asking for and demand- 
ing well-known and adver- 


tised merchandise. 
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Charles P. Catlin, the author of this article 


6é HAT killed my business?” 
Many a hardware storekeeper has had to 


ask himself this question. He is fortunate 
if he asks it while his business is on the sick-bed only 
and convalescence is still possible. He is wise if he 
detects and routs the murderers before they seriously 
hurt his business. | 

Slow turnovers, shortages and the unbranded left- 
overs: these are the assassins of innumerable hardware 
businesses. They must be held to account for the 
murder. 

A nationally known merchandiser is responsible for 
the statement: 

“Buyers fail to keep the pace. Skill in the abil- 
ity of the buyer to select the right merchandise 
in the proper quantities has not improved to any 
great extent in the last twenty years.” 

Buyers have not improved as quickly as have their 
potential customers. Buyers have fallen out of step 
with the great forward march of consumers into the 
outdoors; and when buyers drop out of step the 
sales of their stores drop and the stores fall behind— 
often in the business graveyard, the receiver’s hands. 


Consumers’ Demand Is Changing 


The demands of consumers are changing to meet the 
new mode of living, the mode that draws folk out of 
doors and makes life in the open enjoyed more keenly 
and more widely than ever before in the history of the 
country. The rise of the automobile is largely respon- 


sible for this new and healthier way of living. Another 
cause—and 
athletics. 
sents a change in our whole system of living. 
changed the buying habits of the nation. 

In front of me are two pictures of Fifth Avenue, 


result—is the growing popularity of 
This constantly developing condition repre- 
It has 





New York, one showing it as it appeared in 1900, the 
other in 1926. One shows an avenue filled with horse- 
drawn vehicles and a single automobile; the other an 
avenue filled with automobiles and a single horse. Com- 
menting on these pictures, which appear in Mark Sulli- 
van’s book, “Our Times,” a recognized merchandising 
authority says, “It is illustrative of the something that 
has happened to America since 1900. That something 
is a complete change in tempo.” This authority gives 
as one of the chief factors that have brought about this 
change in tempo, “The automobile, eliminating the dis- 
tance between the home and stores of all kinds.” It 
also eliminates the distance between the home and 
forests, lakes and streams, marshes and meadows and 
mountains. 


People Are Not Being Sold 


Today fully half of the American people have de- 
veloped into outdoor enthusiasts, demanding outdoor 
wearing apparel, sport clothing, sport hats, sport shoes 
and boots, wrist watches, auto-camping outfits, fisher- 
men’s outfits, sportsmen’s (hunting) outfits, golf out- 
fits, baseball outfits, tennis outfits, football outfits, soccer 
outfits, basketball outfits, skating outfits, camping out- 
fits, automobile accessories outfits, 

In fact, it’s the day of outfits—complete stocks of 
timely, unified outdoor lines. It is the day of window 
displays of complete outfits of timely, unified lines. It 
is the day when people are asking for well known mer- 
chandise. 

Today people are not being sold. They are buying. 
They are insisting on their own preferences. They 
know their own minds and mind their own knowledge of 
their wants and needs. Buyers who are getting the 
most out of their investments have a full appreciation 
of the value of catering to the public’s demands. 
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Give your customers what they want when they want 
it—and you will keep yourself from want. 

There is only one way to produce profits successfully 
from turnover—and turnover is a vital factor in the 
success of your business. This one way is to study 
and keep pace with the changing conditions. Study 
the buying habits of the townspeople and country folk 
in your locality. Cater to their whims and demands. 
Render them a pleasing service by having on hand 
a stock that meets their preferences. Moreover, do not 
take it for granted they know you have what they 
want. 


Show What You Have to Sell 


One of the first rules of merchandise is you have to 
show what you have to sell. To show your customers 
you have to show your stock. To convince folk you 
have the items they want you have to display them. 
Your customers aren’t mind-readers. Tell ’em you 
carry the merchandise they desire. Tell ’em through 
your greatest publicity medium: your windows. 

Will you succeed in keeping home money at home 
if you put this system into effect? Just as sure as two 
and two make four, wise buying and timely, unified 
window displays make quick turnover. 

The catalog houses have now resorted to the show 
"em and sell ’em method. They realize the value of 
display. I have just finished reading an article an- 
nouncing the opening of a sample display store by one 
of the large catalog houses. It was opened in a town 
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of 5000 population in a thickly populated farming 
community with miles and miles of good roads 
radiating from it. 

This announcement stated that the time had arrived 
for better service and that now people want to see what 
they are buying. This new departure enables prospects 
to visit the sample display store, see the acutual mer- 
chandise, place their orders and have the goods shipped 
to them in the regular way. It is reported that thou- 
sands of people came to the grand opening from miles 
around to see this modern merchandise display. This 
plan has been pronounced a great success. 

Look after your townspeople and country folk and 
they will look after you. There is much you can do 
to please them. Put yourself on the witness stand; 
cross-examine yourself; and you can judge quickly 
whether you have to take action against the murderers 
of business. Ask yourself these two pertinent ques- 
tions: 

“Are my townspeople and country folk giving 

me the business I am entitled to or could I get a 

greater volume of business from them?” 

“Am I giving my townspeople and country folk 
the service and attention they should have?” 

If business goes elsewhere, there is someone at 
home to blame. 

Down with shortages, markdowns and loss of profits 
through dead stock! Up with profits from rapid turn- 
over based on pleasing service and complete stocks. 
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To show your customers you have to show your stock. Your customers are not mind readers. Convince the folks 
you have the items they want by displaying them. This is the way the R. J. Leach Hardware Co., Bedford, Ohio, han- 
| dles the situation. Note the open top display tables 
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How Can the Salesman be of Greater 


Service? 


Excerpts from an address by E. B. Gallaher of the Clover Manufacturing 
Company at the recent convention of the Texas Automotive 
Jobbers Association, held in Waco, Texas 





HAT is the sales- 
man’s job—to sell 
goods? Yes; but 


this should be only a part 
of his job. 

The real salesman is the 
actual point of contact be- 
tween employer and the per- 
son or firm to whom he sells; 
therefore, is it not reason- 
able to expect that, besides 
actually selling the goods, 
he should be the direct rep- 
resentative and mouthpiece 
of his house, in disseminat- 
ing its policies and keeping 
the trade intact and in 
a healthy condition? 

I have respect for a real 
salesman who thoroughly 





“A salesman should know the 
policy of his house—what it is aim- 
ing to do and how it proposes to 
accomplish its purpose. The sales- 
man who is just thinking of himself 
and his commission is really fooling 
himself; for in the last analysis, his 
success for the long pull must rest 
entirely on the success of his house. 
If his house does not succeed, man- 
ifestly he cannot.” 

—E. B. Gallaher 


loss due to shopworn and 
amortized stock is very 
great. Surely he could not 
possibly make money on this 
basis even if he had no com- 
petition to contend with. 

But, the modern mer- 
chants, as exemplified in the 
mail order house and chain 
store, are taking advantage 
of his weakness; and, are 
preying on him to such an 
extent that, if something is 
not done pretty soon, the in- 
dependent specialty mer- 
chant will, before long, be 
a thing of the past. 

If the independent re- 
tailer goes out of business, 
the jobbing house goes out 








understands and appreciates 
his privilege and responsi- 
bility in the representation of his company; for my 
conception of such man is that he is an integral part 
of his house; the success of which, is in no small part 
due to his ability and effort. 

If my theory is correct, then it should be important 
that the salesman knows what the policy of his house 
is—what it is aiming to do, and how it proposes to 
accomplish its purpose. The salesman who is just 
thinking of himself and of his immediate commissions 
is really fooling himself; because, his success for the 
long pull must rest entirely, in the last analysis, on the 
success of his house—if his house does not succeed, 
manifestly he cannot. 

What sort of constructive work can a bright sales- 
man do for his house besides selling goods? Let’s 
see; and as I am now talking to jobbers’ salesmen, I 
will deal directly with their problems instead of in 
generalities. 

I guess we will all admit that anything that hurts 
the business of the retailers, hurts the jobber just as 
much; and, therefore, hurts the jobber’s salesman. 

Now what is preventing the retailer from making 
a decent living? Well, there are several things, but 
they are all related. 

In the first place, the average retailer is doing busi- 
ness today according to the methods that were used 
by his grandfather. He has a small and often poorly 
selected stock, and buys too much of what he does 
stock. In consequence, he can’t get his turnover up 


to more than a trifle over three turns a year; and his 


with him; and you just nat- 
urally lose all the good years 
you have put in the business, and must begin to hunt 
for something else to do—and believe me, this isn’t 
always the easiest thing to accomplish when you have 
reached middle age and have been following only one 
profession. 

You may think I am an alarmist, but I’m not—I 
am giving you the honest-to-goodness facts based on 
the statistical developments of merchandising as we 
find it today. 

The dealer must, therefore, be helped. He is too 
often a sick man, and sick men need nursing— it is 
your job to help. 

The chain store and mail order house get and hold 
their business by offering large and complete varieties 
of new, up-to-date, fresh goods—and selling them at 
right prices. 

These modern merchants don’t bribe their customers 
to get business—they don’t sacrifice merchandise—they 
don’t offer all sorts of so-called “Service” in the nature 
of dividing profits with their customers—they don’t 
have to. On the contrary, they depend entirely on 
giving values, representing the quality of their goods 
honestly, then giving 100 per cent real service of the 
intangible sort that costs them nothing, but which 
is the greatest selling argument and good will builder 
known. 

If the independent dealer is going to compete suc- 
cessfully with the chain and the mail order houses, 





(Continued on page 181) 
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“Oh, Peter, how 


“Grown, girlie, grown.” 


you have growed 
since you went away to college!” 


“Why, what should I groan about?” 
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Two men who had been married 
about the same time met after some 


months. One asked the other fellow 
how he liked married life. 
“Fine,” was the reply. 
a perfect angel.” 
Said the other—“You always did get 
all the luck. I’ve still got mine.”— 
Tit-P ts, London. 


“My wife’s 





Goldstein—“ Wherever in the world 
you go, you’ll always find that us Jews 
are the leading people.” 

O’Sullivan—“‘How about Alaska?” 

Goldstein—“Veli, iceburg ain’t no 
Presbyterian name.”—.’rinceton Tiger. 


Parson Johrson: “De choir will now 
sing, ‘I’m Glad Salvation’s Free,’ while 
Deacon Ketcham passes de hat. De 
congregation will please ’member, 
while salvation am free, we hab to pay 
de choir foh singin’ about it. All 
p'ease contribute accordin’ to yo’ means 
an’ not yo’ meanness.” 


Immigrant on farm (using telephone 
for the first time)—Send me a bushel 
of oats. 

Voice Over the Wire—Who are they 
for? 

Immigrant—Don’t get funny with 
me, my man. They are for my horse. 


Tourist—I’m almost certain I must 
have run across your face some time 
or other! 

Sour Tourist—No, 
been like this. 


sir. It’s always 


Teacher—“‘‘I have went. That’s 


wrong, isn’t it?” 
Pupil—“Yes, ma’am.” 


Teacher—“Why is it wrong?” 
Pupil—“Because you ain’t went yet.” 


“‘Hey, you!” yelled the traffic officer 
at the amorous driver, “why don’t you 
use both hands?” 

“I’m afraid to let go the steering 
wheel,” grinned the irrepressible youth 
at the wheel. 


“Tf someone were so ill-advised as to 
call you a liar, Colonel, in what light 
would you regard the act?” 

“IT would regard it simply as a form 
of suicide, suh.” 





The judge had assumed his severest 
look and was determined to speak in 
his harshest voice. The conversation 
follows: 

Magistrate—‘It appears to be your 
record, Mary Moselle, that you have 
been 35 times previously convicted for 
drunkenness.” 

The Prisoner (sarcastically)—“No 
woman is perfect!” 


Hand-painted knees are the latest on 
Fifth Avenue. You wouldn’t know the 
old joints now. 


“I’m a father!” cried young Jones as 
he burst into the office. 

“So’s your old man,” replied the boss. 
“Get to work.”—Jack o’ Lantern. 


Sandy Hoyle, negro janitor of the 
“Advocate,” listened to a discussion by 
the foreman and the intelligent com- 
positor on the commercial possibilities 
of the aeroplane. Sandy seemed deep- 
ly interested, but at the close of the 
conversation he shook his head solemn- 
ly and said: 

“White folks may do great things 
with them flying machines, but one 
thing I know fo’ suttin—they won't 


never need no Jim Crow cars on ’em.”’ 





ee 


in- 


An Oklahoma editor was much 
terested in a scientific note he encoun- 
tered in a New York paper to the effect 
that if the earth was flattened the sea 
would be two miles deep all over the 
world. 

The editor reprinted the note with 
the following comment: 

“If any man is caught flattening the 
earth, shoot him on the spot. There’s 
a whole lot of us in this State that 
can’t swim.” 


Battered Motorist (waking up): 
“Where am 1? Where am [?” 

Nurse: “This is number 116.” 

Motorist: ‘‘Room or cell?” 

“And, this,” said the artist, “is my 


latest frieze.” 

“How perfectly wonderful!” said the 
appreciative flapper. “It actually 
makes me, shiver to look at it!” 


Judge—“This man says that after 
he fired a shot, he saw you run from 
his chicken coop.” 

Rastus Johnsing—‘“He could easy be 
mistaken, Jedge. Fast ez Ah was run- 
nin’, it mought have been some one 
else what faintly resembles me.” 





In the old days, if anybody missed 
a stage coach he was contented to wait 
two or three days for the next. Now 
he lets out a squawk if he misses one 
section of a_ revolving door.—Store 
Lore. 


On ee 


“What’s al! 
tellin’ aroun’ 
Jezebel?” 

“No, indeedy, 
Ah said was you 
belle.” —Life. 


dis Ah hears you is 
’bout me bein’ a reg’lar 


you is mistaken—what 
is a reg’lar jazz 
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Do You Consider Small Sales Important? 


O you consider small sales important? I am 
1) asking this question of the men behind the 
counter as they are the ones who have to make such 
sales. Most merchants realize the importance of small 
sales, but I feel that in many instances, salesmen are 
inclined to give them too little thought and too little 
importance. They seem to think that a five cent sale 
does not amount to enough to call for more than a 
passing notice, yet the Woolworth company relies en- 
tirely upon the small sale for its business. 


Cater to Small Purchasers 


I believe that it is just as important to cater to the 
purchaser of small quantities or small items as to those 
making large purchases. This type of buyer is a 
customer regardless of the amount of his purchase, is 
entitled to the same service whether his purchase be a 
10c. roll of tape or a $10.00 purchase of tools. I con- 
tend that when a salesman shows marked indifference 
to the purchaser of some small item or refuses to sell 
a small quantity of goods he is working for the 
interests of competitors more than for his own em- 
ployer. Some one is always willing to sell this type of 
buyer his wants and the store that caters to the small 
purchaser stands to get his business when he has 
larger purchases to make. 

I was in a hardware store recently when a young 


man came in and asked a salesman for five cents worth 
of shellac, evidently to be used in “setting” a bicycle 
tire. Five cents worth was all he needed for his job 
at any rate, but the salesman refused to sell him so 
small a quantity, explaining that a half pint was the 
smallest amount which he was able to measure out. I 
will admit that 5c. worth of shellac, at present prices, 
is a pretty small quantity and that it would have been 
somewhat of a bother for the salesman to put it up. 
Still, I believe it would have been worth while. At any 
rate, if he had, the young man would not have left the 
store disgusted as he did when he met with refusal. 
In refusing this fellow the salesman not only lost that 
small sale but he lost a customer for the store. I 
have no doubt that someone sold him his shellac and it 
is quite likely that that someone will get his business 
in the future. 

A small sale does not mean very much profit in 
itself although a volume of such sales have made some 
men rich. But my point is, that retail salesmen should 
realize that when the sale of a small amount of goods 
means a service to a customer, that customer should 
receive the same attention as any other. It tends to 
keep customers from going to competitors instead of 
driving them there. In short, it is good business to 
cater to the small purchaser, it creates friendly feelings 
and good-will. 








They’re noticing those f 
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broken sash cords 
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—they'll want to fix them before 
cold weather sets in. Sell SILVER 
LAKE for the job, in the handy 50c 
packages—with fool-proof, illustrated 

directions on the back. 


SILVER LAKE 


year written guarantee. 


Evening Post. 





The Silver Lake Handy 
Package contains 18 ft 
—or enough for (four 
window cords. 
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is the sash 
cord that covers you with a 20- 


It’s solid-braided 


of tough, durable cotton yarns. 
And nationally advertised in the Saturday 


Write for attractive counter displays. 
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Contractors and Archi- 
tects know—and rec- 
emmend—Silver Lake. 


Silver Lake Company, Newtonville, Mass. 


Silver Lake Sash Cord 


LOOK FOR THE NAME STAMPED ON EVERY FOOT OF CORD 
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How Can the Salesman be of Greater Service? 


(Continued from page 178) 


there is only one way in which he can succeed—he must 
offer a similarly large variety of goods in his line— 
his stock must be up-to-date and fresh—his prices must 
be right and based on real, not fictitious values, and 
there is only one way in the world that this can be 
accomplished—he must literally take some high-class 
jobber into “partnership,” who is near enough to give 
him quick and complete service. 

When I speak of taking the jobber into partnership, 
_ I do not mean that the jobber should buy stock in the 
business; but rather, that a partnership should be 
created with a first-class jobber, just as we all go 
into partnership with our bank. 

When I spoke recently to the Wisconsin Hardware 
Dealers, a dealer came 200 miles just to meet me and 
to tell me that 18 months ago his turnover was about 
twice a year and he had been steadily losing money 
for many years. I sent him some literature on how 
to speed up turnover, which he immediately put in 
practice with the result that today he is turning eleven 
times a year—has paid up all his debts and for the 
first time in his life is building up a substantial bank 
balance. 

What this dealer has done, can be done by every 
dealer in the land, if he is only shown how to do it 
by some interested person. 

The one thing, therefore, of greatest importance to 


both dealer and jobber is that they be brought closer 
together—that the dealer be made to see the vital im- 
portance of concentrating his purchases to one jobber 
—that he select as his jobber the nearest high-class 
wholesaler who can and will give him perfect service— 
and in this, Mr. Salesman, you can certainly do your 
full share. 

Again, one of the greatest temptations which the re- 
tailer has to resist is the pressure brought on him 
daily to buy direct from the manufacturer, as all sorts 
of inducements are offered by certain manufacturers 
to get direct dealer business. 

Dealers who are thus misled into believing that they 
are able to make longer profits by this so-called direct 
dealing, are, literally, committing suicide—dying by 
slow poison; because the manufacturer who sells the 
retailer is generally nothing more or less than a spe- 
cialty jobber, who usually doesn’t appreciate the fact 
that the service performed by the real jobber is worth 
what it costs; so, he either. gives his service to the 
dealer free or at a reduced rate, and thinks he can 
get away with it—but he can’t; and sooner or later 
he invariably gets into trouble; his dealer customers 
naturally suffering with him. 

Here again the real salesman can explain all this 
to the dealers he calls on; and, if he knows what he is 
talking about, he can easily convince them of their folly. 








priced. 


A Good Selling Line of Waffle [rons 


Built to hold the heat at the proper temperature for baking waffles perfectly 
and retaining their full flavored goodness. 


Sizes and styles for every requirement—large or small, high or low, but all 
WAPAK quality. Also Electric Waffle Irons of genuine merit moderately 


Dealers, send for Catalog of our complete line of High Grade Hollow Ware 
which gives complete satisfaction and pays a snug profit. 


The Wapak Hollow Ware Co.—-Wapakoneta, Ohio 








WAPAK 





Our line is being shown in New York and Chicago by F 


rank & Son 


——— a 
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“Pistol Grip”’ 





Saw Set 
with 
. “ No. 6GO% 
Oscillating 
Patented 
Plunger April &, 1924 





The only saw set that allows setting of teeth on both 


sules alike. This is made possible by the oscillating 
plunger which is set to the pitch of the tooth. Popular 
with saw users everywhere. Packed one in a box with 


direction sheet. 





Steel Bar Carpenter’s 









s 


No. 1 
Notched Bar 





tyle 
The Original 


This clamp appeals to carpenters instantly because the 
notches are cut on the lower edge of the bar, affording 
greater holding power to the sliding jaw than is afforded 
where notches are on the upper edge. The bar is of 
special quality steel and very rigid. The “T” shape in- 
sures greater strength than flat stock. 





Sfizzsnd, BALL BEARING 


LAWN MOWERS 


Knives of tempered crucible steel. Dust proof ball bear- 
ings. Cylinder arms and roller arms made of malleable 
ron. V artous sizes and models. 

We also manufacture saw sets, cement tools, vises, and 
hundreds of other tools. 


Send for catalog ~ ~~ of Sfearns products, all of which are sold 
only through regular trade channels. 


E. C. STEARNS & COMPANY 
Established 1864 N. Y.. U. S. A. 


Syracuse . : 
Sales Representatives 


W. R. VOORHEES & ©CO., 417 Market St., 
San Francisco 


TIHIOMAS A. TROY, 150-152 Chambers St.. New York 


Canadian Representative : 
GEORGE J. B. RAMSDEN, St. Thomas, Ont. 
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The salesman should aim to be the friend and ad- 
viser of the dealer—he should never take advantage 
of a confidential situation—he should never break con- 
fidence—he should never talk over a dealer’s private 
affairs, given in confidence, with another dealer or 
with his fellow salesmen. 

And as a reward—have you ever experienced the 
thrill that comes from the knowledge that one of your 
fellow men has learned to have complete faith and 
confidence in you and your advice? I tell you, boys, 
this is the only worth while thing there is to business; 
the rest is all hard work and drudgery. 





W.G. Reynolds Co. Celebrates 


Twenty-ninth Anniversary 


rENHE W. G. REYNOLDS CO., Burlington, Vt., one 
& the largest hardware and department stores in 
Vermont recently celebrated its twenty-ninth anniver- 
sary. Not only did the firm celebrate the occasion with 
a sale but also with an honest-to-goodness birthday cake 
which was the largest cake ever baked in the State of 
Vermont. 

Warren G. Reynolds,. who for years had been closely 
identified with the business interests of Burlington, 
established the business. Throughout the balance of 
his life success crowned his every effort and he had the 
satisfaction of seeing a business established on a firm- 
footing and having more than doubled in a few years. 
Mr. Reynolds died in 1909, but in 1906 new and younger 
men were admitted to the firm and a corporation formed 
so that the business is still growing. Today it ranks 
as one of Vermont’s largest stores. Real pride, service 
and the best of merchandise has been the watchword 
of this store from its foundation. The present officers 
are: 

W. C. Finnessey, president; E. O. Walters, vice-presi- 
dent; W. H. Collins, treasurer. 

The firm realized that no birthday was complete with- 
out a cake, therefore a local baker, D. J. McMahon, 
made them a huge cake. It weighed 359 pounds. 

Within the cake were placed several gold coins and 
a diamond ring. 

The cake was placed on display in one of their 
windows and of course attracted much attention. Upon 
the appointed day the cake was cut in the window and 
an immense crowd jammed the street and the store to 
secure a piece of it. People thronged the place until 
the last of the 3200 pieces were gone. So large was the 
crowd that several policemen were on duty to keep order 
in the street and in the store. Even with this precau- 
tion one of the large plate glass windows was broken 
in the rush. 





You don’t fear your customer when you sell him 
merchandise; why fear him when the time for payment 
arrives? . 





Why any honest mefthandiser, conducting a legitimate 
business at a fair and reasonable profit, should be 
afraid to apply business methods to his collection 
methods, is one of the riddles of the business world. 
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Unique Bicycle Working 
Display Stand 





fellows, able to fix almost anything, solve mechani- 
cal trouble, make things work right and make customers 
glad that come to the Horn Hardware Co. in Toledo, 
Ohio. The store is located at 1222 Broadway out in the 
west end. Henry P. Horn, the proprietor is a director 
of the Ohio Hardware Association, an active association 
worker and one of Toledo’s most progressive merchants. 
Ralph has been with Mr. Horn for several years. 

Bicycles, bicycle accessories and replacement parts 
are active at this store. The small parts are kept in 
a drawer and the larger parts and accessories are shown 
in a nearby case. The most popular bicycle sundries, 
at the Horn Hardware Co. are electric light outfits, 
warning bells, horns, and those small red glass “light 
catchers” for the rear bike fender. 

Realizing the value of a working display Ralph con- 
structed the stand, shown with his picture. The base is 
made from a piece of 1 in. board, 20x8 in. One inch pipe 
set in a socket fastened to the base offers the main 
support. The cross pieces and the handle bar bracket 
join the support through the aid of a four way union. 
The rest of the arrangement is obvious. The lights 
may be turned on at will, the bell rung or the horn 
tooted. This handy demonstration display not only 
sells the merchandise shown but also saves time, when 
bicycle enthusiasts come in “just to look” at any of 
these parts. 


R ‘tation THOMPSON is one of those handy 
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Retail Price 


$2 a hammer 


Nothing like it. Perfectly balanced, one pound ham- 
mer and chisel combined . . can be used as a 
scraper and trimmer, too. 


Note these five exclusive points :— ° 
1—-Chisel Edge. 
2—Upper End of Claw—starts stubborn nails. 


3—Grip of Claw—Can grip pointed end of nail and 
pull head right through wood. 


4—Two Side Claws—Gets grip where no other ham- 


mer or claw hatchet will fic. 


5S—Off Set Head—Additional inch fulcrum. 10's 


can be pulled with one pull. 


Chisel-Edge Claw Hammer Co. 


Hoboken, N. J. 
H. A. Ayvad , 


CHISEL-EDGE 
CLAW HAMMER 


3 
featured 


claw 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 


rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 


Market Street, San Francisco. 
CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, about 
the middle of February, the exact date 
to be determined later. Henry S. 
Hitchcock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS AND VIRGINIA RETAIL HARD- 
WARE ASSOCIATION JOINT CONVENTION, 
June 7, 8, 9, 1927. Place of meeting to 
be announced later. Arthur R. Craig, 
secretary-treasurer of the Carolinas 
Association, 804-806 Commercial Bank 
Building, Charlotte, N. C. Thomas R. 
Howell, secretary of Virginia Retail 
Hardware Association, 301 E. Grace 
Street, Richmond Va. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 





Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, Il. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 


IOWA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 





Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 
ager. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


Missour! RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 











Standard 





A Practical Line of 


Electric Cooking Devices 


Practical because it meets not 
only all requirements of restau- 


ELECTRIC 
Cooking Devices 


rant and home owners, but be- 
cause of its economy in oper- 
ation. 


Let us send you Catalog No. 15 
—it tells all you want to know. 





The Standard Electric Stove Co. 
Toledo, Ohio 
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Coming Hardware Conventions 


retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 1927. 
Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 


_ TION, Mechanics Building, Boston, Feb. 


22, 23, 24, 1927. 
tary, 80 Federal St., 


Geo. A. Fiel, secre- 
Boston 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 





OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Bldg., Philadelphia. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 


SoUTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 34th Street, Min- 
neapolis. 





SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND EXx- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, 
Atlanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


. WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 

















Risk without reach 

















. The Old Way 


to set nails 


Liberal discounts 





2. A “Woodpecker” 


Carpenters 
and 
Blood Blisters 


Carpenters RISK THEIR HANDS daily, when trying 
“the old way.” + 

When backed against the hammer head, the nails 
often slip and gouge the hand, causing painful sores. 
ASK ANY CARPENTER 

*WOODPECKER” HAMMERS RETAIL AT $2.50 
EACH AND ARE WORTH EVERY CENT OF IT. 

A “WOODPECKER” will not only save hands and 
give Anes: reach; but IT WILL DO MORE WORK. It 
is invaluable for all kinds of construction work, such as 
scaffolding, concrete forms, siding, brackets, etc. 

A metal easel is furnished which sells them. 
Holds all nails to size No. 30. 


Reach without risk 





Fully guaranteed. 


<A TOOL SOM Pay 


OUPLOB.. 


YRIA, OHIO. V 
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(STEEL) 
MEASURING TAPE 


HIS newest tape can be profitably re- 

tailed at a price so low that no home 
owner will be without one. In fact ‘Four 
out of every five’”’ customers will buy it for 
general use. 


it Is a popular utility article, ab- 
solutely accurate, with clear eut, 
easily-read graduations, by far the 
best value K & E dealers have 
ever offered the trade. Special at- 
tention is called te the handsome 
appearance, leatherite covering and 
nickel-plated meuntings. 












END-FASTENER 


(Patent Pending) 














At a slight extra charge you can offer this tape with 
the new K & E “End-Fastener”—our exclusive im- 
provement (Pat. Pending). No extra person needed 
to hold the other end. 


Furnished in 25, S50, 75 and 100 ft. lengths. 
Packed one in a box. Send for Prices and Dis- 
counts today. Display material FREE. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulten St. 
General Office and Factories, HOBOKEN, WN. J. 


CHICAGO ST. Louis 

516-20 8. Dearbern St. 817 Leeust St. 

SAN FRANCISCO MONTREAL 
30-34 Second St. 5 Notre Dame St., W. 











Youth and Age 


T would be well for many busi- 
| nesses if each had at its head 
two men working in tandem, so to 
speak, one an elderly man and one 
a young man. The former would 
insure business experience, con- 
servatism and the tendency to seek 
the lines of least resistance which 
is so natural and typical of age. The latter wou!d 
bring all of the fire and enthusiasm of youth, with its 
insatiate desire to be progressive, to move, to change, 
to do and get the thrill of doing. The latter would be 
the motive power and the former the safety valve. 
There can be no denying that the two would be bound 
to have their disagreements. But if once the spirit 
of mutual confidence and respect and admiration could 
be established, all the natural points of difference 
should be easily ironed out. 

Where there is selling to be done, there should be 
a professional thinker in the background, a man whose 
mind is untrammeled with the details of execution but 
whose t.me2 is free to constantly keep several steps 
ahead of the establishment and of competitors. When 
that thinker is fettered with the details of execution, 
whether it be personal execution or even superin- 
tendence of execution, it is unfortunate and inefficient. 
The young man should take care of the details of 
execution. 

The above is why the father-and-son combination is 
a happy one at the head of a business where they pull 
together well. Yet, on the other hand, there are busi- 
nesses today in this country whose greatest weakness 
is the besetting hallucination that each can breed sons 
and nephews and cousins, in competition with a whole 
world of propagation all bearing the same family name, 
who will be the most efficient executives possible. 

The family idea is all right and the youth-and-age 
idea is well-nigh ideal where they work. Where no son 
is available or, being available, does not “fit the bill” 
there should be somebody else’s son who is being 
groomed for the responsibility. Two to one that fellow 
is right in the organization now. At least he ought 
to be. 








Making the Extra Paint Sale 


(Continued from page 153) 





condition. You would resent such solicitation. Those 
business and professional men can tell from your ap- 
pearance that you need the things or the service they 
have to sell. But they have to wait for you to come 
to their store. 

But do you have to wait for paint customers?  In- 
deed you do not. You never insult anyone by telling 
them their house should have a new coat of paint. Try 
it and see. You can approach your prospects without 
offending them. And your prospects are so evident. 
You can see them on every street in your town. 

Why shouldn’t the hardware dealer have a GOOD 
paint business? It must be because he fails to grasp 
the wonderful opportunities that are his. 
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Trade Acceptances and Other 


Negotiable Instruments 


CLIENT of mine brought to my office a day or 

two ago a promissory note for a large amount 
which he had been unable to collect. He instructed 
that suit should be brought on it at once. 

I looked at the note. Originally it had been made 
payable at one bank, but somebody had crossed out 
the name of this bank and written in another. 

“Who did that?” I asked. 

“I did.” 

“When?” 

“When the note came along. I wanted it payable at 
my own bank.” 

“Did the maker of this note agree to it?” I asked. 

“No. I sent him notice, though.” 

“Well,” I said, “you can save yourself the trouble 
and expense of suing on the note, for it is no longer 
valid, having been altered after execution without 
the consent of the maker. 
the note entirely and sue on the claim.” 

This incident leads me to believe that some advice 
regarding changing or tampering with notes after you 
get them may be useful to the readers hereof. 

It is the common law, and also the law under the 
Uniform Negotiable Instruments Act, which is now 
in force in most States, that “where a negotiable in- 
strument (note, check, bill of exchange, draft or trade 
acceptance) is materially altered, without the assent 
of all parties liable thereon, it is void.” 

I remember a case decided only a short time ago, 
where the note was made originally payable at the 
Farmers’ Trust Company. This was crossed out after 
execution and delivery of the note and another place 
put in. The court held that this was a material al- 
teration and the note was void. If the maker of 
such a note meanwhile dies the debt will very often 
be lost if the note drops out. 

Of course, to void a note the alteration must be 
material. Crossing a ‘“t’” or dotting an “i” wouldn’t 
have any effect. It must be an alteration that changes 
the status. For example, the following have been held 
to be material alterations of a promissory note :— 

1. Changing it so as to make it non-negotiable. 

2. Crossing out the original payee and substi- 
tuting another. 

3. Changing the time of payment. 

4. Changing the interest rate. 

5. Inserting a place of payment when there is no 
blank for it. 

6. Altering the date. 

7. Adding a provision for the payment of in- 
terest. 

8. Altering the amount. 

9. Adding the names of new payees. 

10. Adding the words “jointly and severally.” 

11. Erasing words “without interest.” 

12. Adding “or order” or “or bearer.” 

This defect, you see, may even follow a note into 


the hands of a third party, particularly if the altera- 
tion is visible and obvious. 
(Copyright, 1926, by Elton J. Buckley, Esq.) 
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When Opened at Right Angles 
Door Is Held There Automatically 


Rixson Junior has been developed for operating the 
double swing serving door to pantry or dining room in 
the moderate cost house. For light interior doors this 
device will give the same service as obtained with our 
larger floor checks extensively used by architects and 
builders in the best type of residerfce and apartment 
house work. 


| It permits the door to swing in both directions, closing 


it gently, and brings it to rest at center without any 
nerve racking “Flip-Flap.” When opened at right 
angles the door is held’ there automatically until re- 
leased by a slight push. This obviates the necessity of 
a separate door holder. 

Our long experience in the floor check business and the 
thousands of Rixson Floor Checks in use is proof of 
the satisfactory service they give. Send for complete 
information, prices and discounts. 


The OSCAR C. RIXSON CO. 
4450 Carroll Ave. Chicago, Ill. 
New York Office: 101 Park Ave., N. Y. 
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IS YOUR STOCK OF 


Winslow’s Skates 
READY FOR THE SEASON? 


The quick-selling time for ice skates is drawing 
near. Be sure your supply is equal to the demand 
that will be made upon you. 


Winslow’s Skates for the boy or girl and for 
Mother and Dad always appeal on sight at this 
time of the year. 

Winslow’s Skating Outfit is the acme of skat- 
ing perfection and the price is reasonable. 

Write today for complete details and we will 


be glad to take care of you in time for the season’s 
requirements. 


The Samuel Winslow Skate Mfg. Co. 


Worcester, Mass. 


New York Office. Sales and Stock Room, 34 Warren St. 

Pacific Coast Sales Agent, Phil B. Bekeart Co., 717 Market St., San 
Francisco. 

Southern Representative, Henry Keidel & Co., Inc., 405 W. Redwood St., 


Baltimore. 


WINSLOW'S 
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Sprays Lawns and Terraces 


Without Wetting the Sidewalk 


A 20 to 30 ft. fine mist spray is guaranteed 
with the Adjustable (3 in 1) RAIN-DROP 
SPRINKLER. A special adjustment permits 
spraying at any angle without wetting the 
walk. 


Spray top can be removed and attached to 
hose for watering flowers and bushes. Ideal 
for washing car. Hose nozzle can be used in 
place of spray top for watering gardens and 
other distant points. 

It combines the versatility of all sprinklers 
and sells at a 


POPULAR PRICE 


Dealers and jobbers will be interested in our trade 
prices. 


Alsteel Manufacturing Company 
Battle Creek, Michigan 
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The Details of Success 


= p YHERE is an old saying which 








runs: “Success is made up of 
an infinite number of details, but 
success itself is no detail.”” We are 
reminded of that old bromide upon 
recently reading of the manner in 
which a piano which many people 
consider the best in the world is 
manufactured. 

Typical of the whole process is the manner in which 
the strings are carefully tested before they are put 
into place. These strings come in one-pound coils and 
each coil is tested for tensile strength. A visitor to 
the piano factory asked the man who was testing these 
wires if he had rejected any coil of them during the 
previous year and his answer was: “Not a single coil.” 

“How about the year before last?” 

“Not a coil.” 

“The year before that?” 

“Not a coil.” 

“And yet you keep on patiently testing each and every 
pound?” 

“Of course. Sometimes there will be a coil of wire 
which will not be quite up to our standard.” 

And that is the manner, with infinite care given to 
an infinite number of details, in which success is 
builded; nor are the success requirements of retail mer- 
chandising less exacting. The proprietor or employee 
who thinks he can slouch through with the details of 
retailing merchandising is fooling only himself. 

If a piano factory gets the reputation of making the 
best instrument in the world by testing three years’ 
supply of wire for fear that one may be deficient, it is 
certainly not too much to expect that the retail mer- 
chandiser will show just a little bit more than ordinary 
care in the selection of goods which he will stock on 
his shelves, in the handling of customers who come to 
his store, in the writing of names and addresses for 
delivery purposes, in the settlement of complaints, in 
the taking of discounts, in effecting turnovers and in 
the ¢ollection of bills, to name just a few of the out- 
standing divisions of his work. 

Just one mistake on a delivery address may mean the 
permanent loss of a customer and prove a mistake which 
can never be rectified. Where one is dealing with 
human nature, with all its continuous variables, one has 
a thousand fold more difficult propositions than when 
one is dealing with standardized, manufacturing parts 
which probably vary from each other less than the 
proverbial peas in a pod. 





American Manufacturers Increase Foreign 
Sales 

Preliminary figures place our exports during August 
at $386,000,000, an increase of $18,000,000 over July and 
a gain of approximately $6,000,000 over the same month 
last year. For the first eight months of 1926, the coun- 
try shows an excess of imports over exports amounting 
to slightly under $16,700,000 and September promises 
to switch the balance again in our favor.—Trends and 
Indications. 
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When Labor Becomes Capital 


HE time has passed when we 
€ tpwedy get a big thrill out of 
reading in the daily paper about 
owners of businesses giving the 
latter to their leading employees 
when retiring or contemplating re- 
tirement. The reason for this is 
that employee stock-ownership of 
businesses is today nothing novel or extraordinary. 

Figures recently compiled by the Industrial Relations 
Section of the Department of Economics and Social 
' Institutions of Princeton University show that there 
are upwards of 300,000 employees of about one dozen 
large corporations in this country owning almost half 
a billion dollars’ worth of stock in these companies by 
which they are employed. The American Telephone & 
Telegraph Co. alone has sold upwards of $170,000,000 
of stock to 1,174,000 employees. With reference to the 
latter situation, the financial publication of the New 
York Trust Co. has this to say: “The chief purpose of 
a company’s efforts to enroll its employees as stock- 
holders is to engage the interest of the rank and file 
of the workers. For the company itself there is no im- 
mediate financial gain. On the contrary, the stock is 
usually sold at less than its market price. The indirect 
profit to be realized for the company will depend on 
the effects of stock ownership upon the workers. Better 
relations are promoted between management and em- 
ployees. Industry is relieved of hostile struggles be- 
tween labor and capital, because labor now plays the 
role of capital in proportion to its capacity to save and 
acquire stock.” 

But there is one direction in which this matter of 
employee-ownership of capital invested is not making 
headway. It is the field which includes the retail 
establishments of the country. True, there are some 
notable exceptions; but it may fairly be said that the 
number of retail stores where the employee can come 
to be an owner of stock is relatively small. It is too 
bad that this should be the case, because the same ele- 
ments of advantage in the system which are acknowl- 
edged to apply in the case of a large corporation may 
be faithfully expected to result in the case of a retail 
store—indeed, there is every reason to believe that the 
good results in the latter case should prove even more 
remarkable than in the case of the large corporation. 

There is altogether too much labor turnover in the 
average retail store; and there is perhaps no better 
way of checking it than by the plan of partial employee- 
ownership. 











No suggestions or criticisms are of more value to 
a merchant than those which come from the men 
behind his own counter. 


* + 


A man may be proud of his signature without putting 
it on every dotted line he sees. 


* + 


Despite our record for motor accidents, U. S. tourists 
are finding our buses safer than those of France. 
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The Nantucket 
Sleigh Ride 


After a whale was harpooned he pulled 
his captors until he tired and gave up, 
but— 


Mok lire 


(Reg. U. S. Patent Office) 


WOOD SCREWS 
MACHINE SCREWS 
DRIVE SCREWS 
STOVE BOLTS 


Never tire or give up! 


Samples Sent on request. 


CONTINENTAL 
WOOD SCREW CO. 
New Bedford, Mass., U. S. A. 














Nothing So Handy 

for Efficiently 
Cleaning 

Soldering 
Coppers 


Speco Solid Sal- 
Ammonica will 
prove the best sell- 
ing cleaner you 
ever stocked for 
re-tinning Solder- 
ing Coppers with- 
out a particle of 
waste. 








Every time you sell a “Copper,” sell a bar of 
Speco. It “Cleans as it Tins.’”’ Good profit. Try 
it yourself. Use coupon. 


peRENR ER ERNDRENECERSEEeN 
! Special Chemicals Co., Waukegan, III. ‘ 
: Gentlemen: Please send Sample and Prices. 
: ND 6 6.66 6.006006 60% 50006009 0560006.00. 040008600 08000085 - 
BRBOUED. 6 ccccccccccsecuseeescesescecescvccccecceeccoss : 
- 
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Reg. U. S. Patent Office 


ROOFING NAILS 








They Hold Customers 


Simplex Roofing Nails hold 
customers because they hold 
roofing. Their extra large heads 
have unusual holding power and 
being curved, the edges cannot 
curl up when driven. 

They drive easily from any 
angle and sell readily at a good 
profit. 

Keep Stocked. 


CRESCENT BRASS & PIN COMPANY 


5760 Trumbull Ave. 


Detroit, Mich. 




















The Line That 
Always Satisfies 


Detroit Torches and Firepots have 
had a 100% increase in sales everv 
year since the company was organized. 
Doesn't this prove Detroit popularity ? 


Write for full information. 


No. 2 Detroit Torch 





This torch is popular everywhere 
because it gives ypnfailmg service 
under all conditions. 


Your customers will appreciate a 
torch of this quality. 


The Detroit No. 50 
Fire Pot 


Kmbodies features unusual in fire- 
pot construction. New style gen- 
erator can be easily removed with- 
out taking off the coil cup, top- 
plate or uprights. 


Capacity 3 quarts. 





Detroit Torch & Mfg. Co., Detroit, Mich. 


New York Office: 45 Warren St.: Canadian Rep. George P. Fraser. 

oY Tyndale, Toronto; Kettmann & Ten Eyck Sales Co., 326 8. San 

Pedro St lowe Angeles, Calif.; Oscar Andersen, 627 Washington 
Rivd., Chicago, Il 
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Time 

NCE upon a day, Thomas A. Edison was ham- 
() mering away at a telegraph-key. It was at the 
time when he was a telegraph operator at a cabin near 
a tank where the engines would come up rumbling and 
jerk to a stop, take on a few hundred gallons and puff 
their way out again. . . . It was a small job with salary 
to match. 

But he thought, in his odd moments. Between mes- 
sages he planned the first of the inventions which have 
brought him millions of dollars. 

He used the by-products of his job: spare moments 
of time. 

Time ... how many volumes could be_ written 
around that little word! All things are produced and 
judged by time. You will sometimes hear talk about 
“killing time,’ but the men who kill time kill their own 
chances in life. 

"Way back in the seventeenth century, auctioneers 
used to hold “Time auctions.” Anything from a wagon 
to a “‘wench” was put on display, an inch of candle 
lighted and the sale was on. “Only a half-inch of time 
left, gentlemen!”” As long as the candle flickered you 
could bid, but as soon as the candle went out the goods 
or the girl was knocked down. 

There was a time when it took fifteen yards of ma- 
terial to make a woman’s dress. Those were the days 
when they had nickel movies, five-cent sodas, three- 
dollar shoes, and fifty-cent dinners. .. . DINNERS— 
seven courses—It’s hard to think back that far, but in 
those days you could get a seat on the baldheaded row 
for $1.25, and no tax! You paid five dollars a week 
for board, and the butcher would hand you a chunk of 
liver for the dog—for nothing. Now, try and get it! 

How time changes! | 

Once it took six weeks to get from England to 
America. Now it takes six days. . . . Shades of Jules 
Verne! Once it was the Pony Express. Now it’s the 
night flyer. While a woman powders her nose, or while 
a sluggard sighs, a "plane, weighing tons, wings through 
two miles of space. 

Today, time is a vital factor. A few years ago we 
should have had to wait for our sport results or stock 
market news until the presses could grind it out. To- 
day, we pull the switch and station WXYZ describes 
the actual scene through miles and miles of nothing. 

What does it all mean? 

Will mental decay set in because things are too easy ? 
Is time going to make it possible for us to earn our 
daily bread by simply knowing the right mechanical 
combination? 

The answer is NO! 

Some of our institutions have been shaken in this 
machine age, and our morals may have been slightly 
bent by the gain of playtime over worktime and the con- 
sequent struggle to digest knowledge mechanically. 

But time is the only thing we possess and the progress 
of the world depends upon the use of it, and its by- 
products, the odd moments. 

Edison used his odd moments, so did Franklin. In a 
hundred different ways he managed to make the odd 


moments useful and productive. 
—The Bulls Eye. 
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The Sugar Bowl 


66 O slow on the sugar bowl” 
Rent es were —it is good advice for the 
wa ZA children; it is also good advice for 
the merchandiser if the sugar bowl 
is marked “Superlatives.” 

Until very recently, four prom- 
inent New York stores had been 
simultaneously using the phrase: 
“‘Lowest-in-the-city prices” in their advertising. In a 
certain sense, it happened that they were not direct 
competitors, one being in the sporting goods line, one 
selling women’s wear, one being a furniture store and 
the fourth being the book department of a Brooklyn 
department store. 

Through the efforts of the Better Business Bureau 
of New York, however, these four stores were made 
to “see the light” and to realize that, when one really 
stops to seriously analyze the situation, it would be 
impossible for any one of them to live up to his claim 
0 “lowest-in-the-city prices” on every item sold and 
on every day. And so they all four gave up the phrase. 

There can be no advice worth much more to the 
merchant than “Stand on your own feet and avoid com- 
parisons; they are always odious.” Don’t compare 
your store with the other fellow’s in superlative terms. 
Let the consumer do that. He will. Don’t compare 
your prices with the other fellow’s. Let the consumer 
do that. He will. Don’t even compare in superlative 
terms your prices of today with your own prices of 
yesterday or last week or a year ago. 

Any really experienced writer will tell you that the 
comparative degree, even the positive degree, is far 
more forceful than the superlative. Seldom are super- 
latives used in the big books of literature which endure. 
The tailor who advertised: “Best Tailor in London’”’ 
was soon outdone by his neighbor who flashed: “Best 
Tailor in the World” and both chewed the dust before 
number three who simply claimed: “The Good Tailor 
on This Street.”” Whenever you feel tempted to use 
superlatives, conjure up Bobby Burns’ well known: 
“Oh wad some power the giftie gie us 
To see oursel’s as others see us! 

It wad frae monie a blunder free us, 
And foolish notion.” 

















Standards of Living Change in Last Ten 
Years 


The improvement in our standard of living is 
shown rather strikingly by some comparisons of sta- 
tistics for 1925 with those of ten years ago. 

We have, for instance, increased our sales of elec- 
trical washing machines from 13,000 a year to 612,- 
000 a year; bathtubs from 500,000 a year to 1,500,000 
a year; automobiles from 560,000 to 3,638,000. 

Our factories today produce 60 per cent more goods 
with only 25 per cent more workers; railroads carry 
22 per cent more freight with the same number of 
men; farms produce 12 per cent more produce with 
fewer farmers and our steel mills produce 86 per 
cent more tonnage with only 56 per cent more workers. 
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A New Carpenter’s Vise 


a | With this vise a carpenter or 
woodworker never need bend 
in an unnatural position. Nor 
work with the light shining in 
! his eyes and hin- 

rtR poate | dering produc- 


cmence rr | tion. 
} * 









Anv angle or 
postition desired 
may be quickly 
secured and the 
same movement 
that clamps and 
holds the work 
tirmly and rig- 
idly in the vise, 
also sets the vise 
— 7 

—— = . SSS base so that it 
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Automatically Locks in Any Position 


For these reasons the “CARPENTER” Vise saves time 
and permits the operator to do much more work and do 
it easier and better. 

You will find a ready sale for this vise to carpenters, 
woodworkers, cabinet makers, handy men, planing mills, 
sash and door factories, tool rooms for filing and fitting 
and the home workshop. Fully guaranteed. Retails at 
moderate price. Good profit. Write for Circulars and 
Trade-prices. 


PETER PyOLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, IIl. 














Signs That Pay Dealers 


are being made every day with the modern 
convenient 


NA AAT ANIA _ WT 
SHOW CARO 0 WRITER 


No other outfit is so easy to use—any clerk 
can do the work. Makes signs of all kinds. 
Just the thing for Special Sales, Price 
Tickets and Streamers. One dealer wrote: 
“Paid for itself the first week we used it.” 
Price is low—results sure. Satisfactior. 
guaranteed. 


Write for Folder and Prices. 


National Sign Stencil Co. {07 J "'rr’ yhve: 
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Additional News from the Nation’s Capitol 


Perhaps people who do not have a 
“close up” of Secretary of Commerce 
Hoover think that he is so serious- 
minded from the character of his work 
which has to do with commerce and 
trade that he does not have his hu- 
morous side. As a matter of fact, Mr. 
Hoover has an unusually well-devel- 
oped whimsical side which is at once 
subtle and penetrating, though not of- 
fensive. He can fire off a quip without 
batting an eye, and its charm lies 
partly in the fact that it comes from 
a countenance that generally looks 
somewhat stern. Mr. Hoover plainly 
lays no claim to being facetious and 
perhaps would resent such classifica- 
tion. For the most part his turn of 
mind is not in that direction. Never- 
theless, his latest pointed humor that 
has come to public light has set Wash- 
ington to laughing and at the same 
time it has supplied food for thought, 
as might be expected in a statement 
coming from the essentially practical- 
minded Secretary of Commerce. 

Mr. Hoover was talking about radio 
and what it might hold in the future. 
He stated that the inaugural address 
of the President of the United States 
may be broadcast from the steps of the 
Capitol through some commercial agen- 





cy, which would use its name to ad- 
vertise a commercial product. 

“We may have to take our inaugural 
address with a dose of medicine,” Mr. 
Hoover remarked dryly. 


* * * 


A letter of commendation from Er- 
nest P. Trigg, of the “Save the Sur- 
face” Committee of the National Paint, 
Oil and Varnish Manufacturers’ Asso- 
ciation, recently was sent to Mr. A. 
Heath Onbhank, chief of the Domestic 
Commerce Division, Department of 
Commerce, expressing appreciation for 
a study of domestic paint and varnish 
markets which was prepared by George 
E. Priest, Jr., of the Chemical Division 
in cooperation with the Domestic Com- 
merce Division. Mr. Trigg, who at- 
tended a meeting at the Mayflower Ho- 
tel in Washington this week of the Na- 
tional Paint, Oil and Varnish Manufac- 
turers’ convention, in his letter to Mr. 
Onbhank, called attention to a resolu- 
tion adopted at a meeting of the “Save 
the Surface” Committee in New York 
on Sept. 28 in which the Domestic Com- 
merce Division and the Chemical Divi- 
sion were thanked for the constructive 
aid they have given the industry. 





Claiming that the Progress Paint 
Manufacturing Co., Inc., and its subsid- 
iary selling company, the Regulation 
Paint Co., Inc., both of Louisville, Ky., 
marketed paint under the designations 
“Regulation Paint” and “Camp Mixed 
Paint” and sold the paint to the public 
by Army and Navy goods stores as 
“government goods,” “Army and Navy 
Surplus stock,” “Genuine Regulation 
House Paint,” etc., the Federal Trade 
Commission has issued a cease and de- 
sist order against these concerns. It 
was maintained that the method of 
marketing the paint created the im- 
pression that it was war surplus and 
manufactured in accordance with Gov- 
ernment specifications, when the fact 
is that, to quote the Commission, the 
paint was “deficient in basic lead car- 
bonate, basic lead sulphate and zinc 
oxide, and contained an _ excessive 
amount of water.” It was further 
held by the Commission that quart, 
half-gallon and gallon cans used by 
the respondents did not contain such 
full quantities and purchasers were 
led to believe that they were buying 
full measures when such were not the 
facts. The cease and desist order re- 
quires that the respondents change the 


labels. 








BEST QUALITY AT 





line. 


will gladly order. 


Stocks in Newark, 


Offices in Newark, 





No. 85 No. 86 Pt. San Francisco, 


5 Qt. 
FOR GASOLINE 





RIGHT PRICES 


“Always Reliable” 
TORCHES & FURNACES 





Made in all sizes and grades. 
catalog illustrating and describing entire 


FULLY GUARANTEED 
Most jobbers carry them in stock. 


OTTO BERNZ CO., INC. 


NEWARK, N. J. 


N. J.; New York City, 
‘hicago and San Francisco 


Chicago, Fort Worth, Denver, Helena, Mont.; 
Los Angeles, 
Thomas, Ont. 





Write for 


Others 








J.: New York City, 


Seattle and st. 








A HOLIDAY HUMMER 


Junior Scooter 
ALL-STEEL 


RETAILS AT “Children’s 
Health-Exercisers” 
will be sold in 
November and 


$7 -50 





ILLUSTRATED CATALOG 


METALCRAFT CORP e 4225 Clayton Avenue, ST. LOUIS 


H OU SANDS 
of these well 
constructed, sturdy 


December without 
a bit of effort. The 
price sells—the 
Quality Satisfies. 





Order from your 


Jobber NOW! 
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1Stin 
ROCKY MOUNTAIN 
STATES and CANADA 








Sells fa ast 


210 





pena NU COMPANY ,.. 


/ BALTIMORE MARYLAND ‘ 














MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 
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Mail Sack 


(Continued from page 151) 


than dramas, with scenery like the advertisements 
of fashionable resorts, the reallest furniture and 
the unreallest passions and morals it is possible to 
conceive.” 
He adds that in those days he “lumped Ibsen—ex- 
cept for Peer Gynt—with Pinero and Jones, and 
all the other ‘serious dramatic shams of the 
Victorian time,’ ” and that he regarded most of the 
“popular fuss” about Shakespeare “exactly as I 
regard the popular fuss about the Princes of Wales’ 
smile. I mean there is about the same amount of 
original judgment in both cases.” 

Religion 
Dickon touches on religion: 
“What were the Twelve Apostles ?—Drummers, just 
drummers. Travelling in salvation. Introducing 
a new line. Why did Paul raise his voice at 
Athens?—Because he hadn’t a megaphone. And 
the miracles they did? Sample bottles. To this 
day it is advertisement. 
“What is a wayside crucifix?—An advertisement 
of the faith. What is Christianity?—An adver- 
tisement campaign. Tell ’em. Tell ’em. Tell ’em 
all you can. It’s the method of social existence.” 
One of the few persons William Clissold seems to 
approve is Mr. Selfridge. “My brother,” he says, 
“has a great admiration for Mr. Selfridge, and I 
have been privileged to meet him, an unobtrusive 
man with something of the shy quiet of the poet. 
My brother compares him to Mozart on account of 
their interest and variety. ‘He makes some of the 
older advertisers sound like the village idiot at a 
fair beating on a pan,’ said Dickon. ‘A great 
artist! Oh, a very great and subtle artist. Some 








Wrench Displays 


Neat and snappy, only 10 x 15, 
of beautifully grained veneered wal- 
nut, lettered in orange, black and 
gold. Hold an assortment of 5 of 
the most popular sizes of Diamond 
Adjustable Wrenches. 

Diamond Wrenches are above all 
else a quality tool. Drop forged 
from high-grade tool steel, carefully 
hardened and drawn. Write for a 
catalog and prices of the most com- 
plete line of Adjustable Wrenches 
made. 


Diamond Calk Horseshoe Co. 
4622 Grand Ave., Duluth, Minn. 



























All-Metal —— | 
CLOTH WINDOW VENTILATOR 


Thousands are sold every year and 
afford 100 per cent customer sat- 
isfaction. Durable, practi- 
cal and convenient. 8 
popular sizes. Re- 
tail at 60c to 
$1.10. 






FROM 
YOUR JOBBER 


day people will make collections of those Selfridge 
advertisements.’ ” 
An Education 


Dickon believes in advertising. 

“Advertising,” he says, “what is it? Education. 
Modern education, nothing more or less .. . Why, 
even the little chaps who write the attractions in the 
big weeklies and monthlies, Kipling, Jack London, 
Bennett, Galsworthy, Wodehouse, all that lot—teach 
more than the schoolmasters do ... The only use 
I’ve got for schools now is to fit people to read 
advertisements. .. .” 

“A man or a class or a religion—or anything that 
will not advertise isn’t fit to exist in the world. It 
means it doesn’t really believe in itself. To want 
to exist and not to dare to exist is something beneath 
vulgarity. . . . That’s why I have such a contempt 
for your rotten, shy, sit-in-the-corner-and-ask-the- 
dear-Prince-of-Wales-to-dinner-once-a-year Royal 
Society.” 

“If the soap-boilers did no more for soap than your 
old Royal Society does for science,” said Dickon, 
‘nobody would wash.” 


* * & 


My, my! From the above, Mr. Wells is becoming 
very shocking! Probably my radical friend out West 
will enjoy some of the above shocks from one of the 
greatest of our modern authors. I can not help but 
wonder, just between you and me, whether the Editor 
of THE HARDWARE AGE will censor the writings of 
H. G. Wells. I would not be surprised. He has cen- 
sored the writings of some better men!!!! 


White 

| . Enamel 

HOUSE Ui |ENA NAMEFI . Household 
PHU MBIACKS, Th 

umbtacks 


In Attractive 25¢ Boxes 
24 Boxes to Carton. 
Dealers $4.00 each. 


Used in Homes 
Everywhere 
Send oo illustrated 
folder and Price List 
of every kind of 
Thumbtack. 
FREE U. 8S. Silk 


Flag on a giass 
staff when re- 


Moore Push-Pin Co. et oe 858 
(Wayne Junction), Philadelphia, Pa. 















NATIONALLY ADVERTISED 


Approved by Leading Testing Laboratories 
Guaranteed Quality—Popularly Priced 















75c List 


‘*B’’ Heater Cord Set Heater 
Plugs and Parts. 








‘B’’ Extension Set Standard 
and Special. 
Manufacturers os Jobbers Supplied Complete or in Parts to Allow 
beral Discount for Profitable Resale. 


AJAX ELECTRIC SPECIALTY CO., St. Louis 


Complete Price Sheeta on Request 
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This beautiful fence saves labor in erecting as it requires no 
rail support at top or bottom. 

The strain of tightening it does not change the dimensions in 
height or length, due to its rigid reinforcements. It hangs per- 
fecily straight from post to post and stays permanently tight. 
Made of OPEN HEARTH STEEL from start to finish by 


our own workmen. 








Hangs Straight without Top or Bottom Support 


WICKWIRE BROTHERS 
NEW FORM POULTRY FENCE 


is Galvanized before or after weaving. We recommend the 
latter because of its greater durability and rust-proof qualities. 
Put up in bales of 150 lineal feet in 2 in. and 1 1n. mesh in 
6 in. widths from 12 to 72 ins. 









jacked by a reputation for uniform quality that has character- 
ized WICKWIRE BROTHERS products for more than 50 


vears. 
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Your Jobber will supply you. 
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Riggers at work on Church spire of 

First Congregational Church, Chat- 

ham, Mass. This old Cape Town 
Church was organized in 1820. 
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Where Strength 
Means Safety 


George H. Cole of North Berwick, Maine, is 
a believer in “Safety-first” for his helpers as 
well as himself, 





Mr. Cole is engaged in specialty work on 
steeples, slate and monuments. One of his 
recent contracts was at the First Congrega- 
tional Church of Chatham, Mass., where the 
spire was straightened, painted and new 
flashings put on. 


This work is hazardous as the riggers are 
obliged to work suspended high from the 
ground. For this reason Mr. Cole always 
uses Plymouth Manila Rope. He knows its 
strength insures safety. 


Plymouth Rope Is Safe for the Dealer 











Hardware dealers who sell Plymouth Rope feel safe, too. 
Every coil and length of Plymouth Manila Ship Brand 
Rope is guaranteed to be pure Abaca (Manila) fiber. 
Experience and care in purchases, thorough inspection, 
a selection of grades based on a knowledge of service 
required—together with enormous stocks in warehouse 
and in transit—guarantee the maintenance of a standard 
quality. These, combined with care and constant super- 
vision in manufacture, give quality to Plymouth Rope. 


Your customers may never require ALL the strength 
that is built into Plymouth Rope, but it’s THERE if 
they do. 


PLYMOUTH CORDAGE CO. 


NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 


PLYMOUTH 
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handles — 


No matter what style of 
handle you use, T. D. & 
W. can probably supply 
you from stock with 
fully seasoned, carefully- 
made handles. Two 
thousand regular models 
assure you exactly what 
you want, made as you’d 
want, when you want 
them. Specify T. D. & W. 
Handles and you specify 
satisfaction. 





COPYRIGHTED BRANDS 


Daniel Boone 
American Beauty 
Daisy 

Sunflower 
Peerless 

Beauty 


Perfection 
Triumph 
Hercules 
Success 
Eagle 
Royal Oak 


Turner, Day & Woolworth Handle Co. 


Incorporated 


Louisville, 


Kentucky 
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Between 


= tinkles 


i repulaned stores 
} there are inter- 
" vals between cus- 
tomers. Have you ever 
thought about making 
these intervals produce a 
profit? 





Try this. Let your staff 
read the contents of Harp- 
WARE AGE whenever there 
isan opportunity. Doing 
this consistently will 
shorten the time between 
customers. Not because 
reading makes the time go 
faster, but because absorb- 
ing the good things read 
will start a train of 
thought and activity that 
will keep even the cash 
register busy. You know 
what that means! 


HARDWARE AGE 
239 West 39th Street 
New York, N. Y. 





October 28, 1926 
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Wheeling Four Point 
Round Barbs 


ae 


Portsmouth Perfect Two Point 
Flat Barbs 


conudlpanioen 


Scioto Regular Two Point 
Round Barbs 














Crescent Special Two Point 
Round Barbs 















Ohio Four Point 
Half Round Barbs 





OUR customers will instantly recognize the fine quality 
of Wheeling Barbed Wire. The full-gauge Open Hearth 
Steel Strands are equal to any fence requirements. The 
heavy uniform coating of pure zinc means long weather- 
protected life and customer satisfaction. Every step in the 
making of Wheeling Barbed Wire, from the time the ore is 
taken from the mines, is performed by Wheeling according 
to strict standards of quality and workmanship. Specify 
Wheeling Barbed Wire when you buy from your jobber. 


WHEELING STEEL CORPORATION, WHEELING, W. VA. 





“From Mine to Market’’ 





BARBED WIRE 
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| Wh en these three men come into your store 





BROWN 


A 





and Brown says to you ----- 


“I've got a roof that doesn’t leak, 
but the sun has begun to dry it 
out—it’s faded some—and I want 
to do something to it that will 
keep it from getting brittle and | 
porous.” 

‘Got anything here that will help 


me out?’ 


Answer: “Sure— Ruberoid Roof 


a 


| 
| 
| 
| 


JONES 





“There’s a roof at my place that 
needs a doctor. There aren’t any 
real holes in it yet—but it’s pitted 
in spots—a good stiff storm might 
| Saethves weaken it—I’d hate to 
think what another year would 
do to it.” 


“What have you got?”’ 


Answer: “Ruberoid Liquid Fibre 
_ Cement will fix it—Mr. Jones.” 


ROBINSON 





and Robinson says ---- 


“My roof has several small holes 
in it. Some of the seams have 
opened up, and others are on 
their way. And the valleys and 
flashings—they’re going bad. 
That roof is in mighty ragged 
shape.” 


‘Got any good advice for me?”’ 
Answer: ‘““You bet — Ruberoid 








We 1] help you sell all three! 





Plastic is what you need.” 











We don’t merely want to sell you 
Ruberoid roof coatings—we want 
to work with you so that you'll sell 
them! So that you'll make additional 
sales to your regular customers, new 
sales to those who have been other 
fellows’ customers—so you'll have 
new business, new customers, and a 
good volume of unexpected profit. 


This extra business surrounds 
your store. Let us get together 









U-BEROID 


_ROOF COATINGS 


in a systematic way and turn 
that business /zto your store. 


We are ready to put before you a 
tested, proven campaign that will 
achieve these results. Just sign and 
mail us the coupon. We'll send you 
all other necessary information right 
away. 

The RUBEROID Co. 


Chicago New York 


‘Do it Now 
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What do they 
think of 


YOU rr 


when the ware 
gives out? 


WwW the product you sold them “at a 
/ price” goes to pieces prematurely ... it 

isn't in human nature for customers to blame 

themselves for buying cheap ware. 

Instead, they are resentful toward YOU for 

selling them less than the best . . . They are apt 

to go elsewhere next time. 


But how different the other way around! To 
all customers you sell Quality merchandise you 
do areal service—make real friends. Satisfaction 
is theirs ... their patronage yours, year after year. 


It pays to cultivate Quality trade. 


For more than fifty years Vollrath Ware has 
been rated as first quality among the various 
cooking wares. Through a long, unbroken 
series of magazine advertisements its story has 
been told to the home-keeping world. Women 
know Vollrath Ware as dependable... certain 
to give them their full money’s worth. Dealers 
know it as a sure, steady seller to their best- 
paying trade. 

Of the several thousand stores that handle 
Vollrath Ware, some have sold it for fifty 
years; more for twenty; many for ten years and 


HARDWARE AGE 


more... unmistakable proof that it is to thet 
and to their customers a highly desirable line 
for dealers in quality merchandise. 


Many dealers find the Vollrath Selling Plan is 
of special help in drawing new business, and in 
getting old customers back. Vollrath Salesmen 
are always glad to tell about it. 


If you are not using it in your business, ask them 
to explain the plan to you... or write us for 
full information now. 


Buy only what you need 

when you need it 
Let the Vollrath Stock Sheets keep direct check 
on your line so you know at a glance what items 
are “selling.” This assures quick turnovers of 
your complete line and gives a perpetual inven- 
tory of your stock. Ask the Vollrath Salesman 
to explain how. 


OL RAPL 


WARE 


THE VOLLRATH COMPANY, 
Established 
See the Vollrath advertisement 





SHEBOYGAN, WISCONSIN 


1874 
in Good Housekeeping— October 
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ONLY DULUTH METHODS 
CAN GET THESE RESULTS 






































CHRISTENSEN 
HARDWARE STORES 
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Duluth Show Case Coc, 
eee . Bhebsla- 
Cect .enea: 
DI I [ ITH Teplying to your inquiry sdout the Dulath Byalipeent 920 [IS 
Instelled ia .ur new store. 
it iS Setisfectory in every respect sot only the equip. 
Pent itself but tre service of instelletioa end sumpling which 
Ses Complete to tee lest detail. 


Before murchasing Duluth we made @ sost careful study of 


> 
ell maxes of ey “eat end are Satisfied thet we cade no @istece 
in deciding oo builath. 


The rore I see of the results of an tnstalletion of this 
Kind the sre f the necessity of it in tacing 8 


I {IARDWARE hardware sture a suetine tele 
race but there ts waa umple ayetenatie storage foe Every major improvement in 


° 
best e¢vaentae but there is eiso emple a,stemstic storage for 











etaadieed hardware store equipment made 
Simply because they are mainte Con ae St Gat 0 att ee Santee me during the past six years was 

backed by sound merchan- Sees en ne ee ae first made by Duluth. 
dising principles. tons ly pene. Here are a few of them: 
ne . ' CUES MAS SIND Duluth was first to build a 
suilding fixtures is one “A a standardized line with 24 in. 
thing and building them so - ‘a cabinets and 36 in. enaen, Set 
3 < . 4 to use standardized linoleum 

. —_ , ce are re . Ss ra 

they will bell Hardware ledges and counter tops, first to 
another. use the lift up display door base. 
Display 1s important, therefore, Duluth Display Duluth built the first steel drawer nail bin counter and 
Units have more display space than any other fix- the first display counter to sell for less than $30.00 and 


ture built followed this by being first to furnish this counter with 
bulb edge glass divisions. 


Storage must be in relation to display, therefore, 
S we ,u¢ most important of all, we are not only first but the 


Duluth units provide more storage than any other. only organization equipped to design the arrangement, 

Yet with these two most important advantages, more manufacture the equipment, install it and sample the display 
display and more storage Duluth cost no more. Make us panels with each part of the work done by specially trained 
prove it. men on our own payroll. 


A PLAN THAT WILL WORK FOR YOU 


The “proof of the pudding” is in the eating. The above statements are plain, unadulterated facts; we can prove 
every one of them. 

So why not let a member of our organization work with you on your merchandising problems? We will send a man 
to see you who knows hardware and how to sell it. His call will not obligate you in the least to buy equipment. He 
will explain the Duluth Budget Method for financing improvements, he will show you how to control your inventory 


and make every invested dollar work for you. 
WRITE TODAY 


Don’t wait until a few more weeks, or months, or years slip by to get the benefit of this service. Write to one 
of the addresses below today. You have everything to gain and nothing to lose. 


DULUTH SHOW CASE CO. 


New York Office General Offices Chicago Office 
101 Park Ave. Duluth, Minn. 180 N. Wabash 
BUSINESS ANALYSIS—STORE PLANNING—INSTALLATION—SAMPLING 
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CAR LOAD OF 


“HOME COMFORT” Wea 


B.&.O. ae _ $f. ours: ol ec : 


SOLD TO 


[7 ##HIBBARD, SPENCER, BARTLETT & CO. 








CAPY. 60000 L8$. 
Wt 40000 NEW 146 Whotegate Jobbers of Hardware, we are S ) 
a 2 5 CRaablished 1955) CHICAGO, WL, . 
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, ‘HE public’s demand for this better kind of weatherstrip is growing with 
amazing rapidity! Dealers are doubling and trebling the quantities used last 
year! 
Jobbers are busy filling the orders that come from all parts of the United States! 
Foreign lands are also learning how much more efficient it is than the old time 
= metal strips —we are getting big orders from 
= ae Brazil, from Europe, from China, from every- 
aroon, 8c foot 
White, 10c foot where! 


a 













TACK PACKAGES RETAILS 


Your customers want ‘“SHome Comfort’’ too! 


Put one of these free display reels on your counter and watch “the 
wheel go round” and the cash register! This reel comes with your 
initial order of 500 feet or more. It has compartments at the top of 
the frame which contain packaged enameled tacks and circulars for 
the consumer. Each package of tacks contains enough to apply 20 
feet of Home Comfort Weatherstrip (the amount required for the 
average window or door). Order your supply today from your 
jobber or write us direct for dealers prices. 


E. ‘ WIRFS ORGANIZATION 


128 SOUTH 17th ST. $3 $3 ST. LOUIS, MO. 
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A New Kitchen Utensil 
that Makes Cooking Easier 


A New Money Maker 
for You—Every Woman 


Needs a Quaker Pot 


These three aluminum pots or ket- 
tles with cover and pot lifter com- 
prise the most convenient and com- 
pact cooking utensil a woman could 


OWT). 


Steams—Cooks—Boils—Drains, 


wonderful for Spaghetti, Macaroni or 
any Food that requires draining when 


cooked. 


Women are quick to see the many ad- 
vantages of Quaker Pot for cooking rice, 
oatmeal, vegetables, fowl and meats. 
Food never comes in contact with flame 
therefore cannot burn or stick to bottom. 
Note convenience of draining—No more 
burned hands or scalded arms. 


The Ohio Metal Utensil Co. 


GREENWICH, OHIO 


Be the first to 
Display this 
Handy Cooker to 
Your Customers 
—Send for 


Sam ple—Today! 


We have a 
beautiful window 
display to help 
you sell the 
Quaker Pot. 


Furnished Free. 





MADE OF ALUMINUM 


The 
QUAKER POT 


Steams or Boils Any Food 
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It’s sound merchandising 


S | 
Positiv 









wt 
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FURNITURE dealer in Ford City, Pa., out of a 
total volume of $706 on Radiant Heaters did a 


that builds profits 44464 business of $556 on three major numbers. A hard- 


ware dealer in Y oungstown, Ohio, out of a total volume 
of $1680 did a business of $1090 on the same three 
heaters. And luck played no part in doing the job. 


A plan of buying and selling — the result of a big 
“experience meeting” of over five hundred mer- 


chants from all parts of the country made such 
records possible. ee 


The Adams Plan for safer gas heater merchandising 


| BESReSee8 | | was virtually developed from the practical buying and 


LAiel8ielelejeieisie) | 





No. 4 
A beautifully designed 
heater priced for volume 





No. 10 
The solid value built into this 
heater has made it the biggest 
selling number in the Adams 
line of Cheerful Radiant 
Heaters 





No. 11 
A medium priced 
popular seller 


Adams ERFUL 


Radiant Heaters 












selling experiences of over five hundred retail mer-« 
chants handling gas heaters. This plan explains how 
dealers, like yourself have avoided the evil of un- 
balanced stocks. How they haye practically eliminated 
slow moving numbers. How they have banished the 
bugaboo of end-of-the-season cut price sales. 


The entire plan embodying the cream of the ex- 
periences of these retail merchants has been boiled 
down within the pages of an easy-to-read 
book of 32-pages. From this book you 
may get practical ideas that will many 
times repay you for a few minutes of 
your time. Simply tear out and mail 
the handy coupon for your copy. 


ADAMS BROTHERS MBG. Co., /ne. 
1500 Fayette Street - - + + Pittsburgh, Pa. 



















ADAMS BrRoTHERS MANUFACTURING Co., INc. 
1500 Fayette Street, Pittsburgh, Pa. 

I am interested in making more profits from radiant heater 

merchandising. Send me a copy of your new book —“Charting 

a Safer Course to More Profits.” 






Name 
Address 
City 
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If you have not already placed your order for 
Pennsylvania Quality Lawn Mowers, why not make 
early delivery an assured thing by doing it now? 


Jobbers are prepared to make prompt quota- 
tions and we will gladly send our new catalogue to 
any dealer who has not received a copy. 


The Super Great American Mower is 
now furnished with roller bearings in the 
wheels. And, of course, you can still 
obtain the regular Great American model 
with ball bearings throughout. 
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ARMCO INGOT IRON for 


SAVORY 


The New and Better 
Kitchen Ware 


own deep under that heavy MADE OF 

coat of flint-like, snowy-white 

enamel is aheart of real 
ARMCO Ingot Iron—the only 
metal good enough for the complete 
new line of SAVORY Enameled  weort tron 
Kitchen Ware. 
The purity and durability of ARMCO Iron is well known to 
the trade. The smooth, even texture affords a fitting base to 


which the enamel is welded with an inseparable grip — so per- 
fectly fused that nothing but abuse will injure SAVORY ware. 


Packed Full of Selling Value! 
Backed by National Advertising! 


SAVORY is the line of highest quality packed full of real sales 
features. Genuine ARMCO Ingot Iron base; gleaming white, 
lustrous enamel with trimming of cool, cheerful green; modern 
shapes; smooth, seamless construction. And every piece carries 
the SAVORY hallmark permanently fused into the enamel. 
Every item bears the approval of Good Housekeeping Institute. 
SAVORY ware will serve satisfaction to your trade in long 
wear —and to you in more customers and profits. 




















































The interesting story of this highest quality 
product will be told in more than six mil- 
lion of America’s best homes through 
distinctive, dominant advertising! 


The SAVORY man will tell you all about it when 
he calls. ‘This coupon will open the main door to 
your big opportunity. Send it today. 


SAVORY, Inc. Burrato + Cuicaco + New York 


Owned and Managed by THE REPUBLIC METALW ARE CO, 
Distributors of Sheet Metals. Formerly Sidney Shepard & Co. 


Enamelers Since 1904 Founded 1836 


SAVORY, 1nc., Dept. AJ 
go Alabama St., Buffalo, N. Y. 


Send information on the new SAVORY 
line to 






“Be Sure It's SAVORY 
—and You’re Certain 
of QUALITY.” 





Firm 


Address 





Signed by - 


oe Oo NS orn RRR ee RRO 
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Jhis coupon brings 


a free sample 


of Kesver Solder to prove these Grinds 
oa | i t 99 
saies points 


HERE is but little sales effort neces- 

sary in making a Kester customer. Any 

one of the following features of Kester 

Solder are sufficient to make a quick sale, 
a clean profit and repeat business: 

4, Kester Solder needs no separate flux— It grinds all kinds of edge tools and also 

it carries its own scientific flux in tiny carries a handy attachment making it readily 

sockets within itself. adaptable for grinding mower knives. It is a 


2. It requires only heat—a touch of Kester splendid grinder for farm, home and shop use. 
and a touch of heat makes any job com- 


plete. Made with a ball and socket joint which per- 
3. It saves one-third of soldering time. mits user to tilt the head to the proper angle 
4. Eliminates the uncertain operation of for best results for each different tool. Stur- 
separate fluxing. dily built with gears enclosed. 


5 Genuine solder made of pure virgin tin ai ; : 
* and lead. [he Cheney No. 4 is one of our most popu- 


6, Handy packages, one, five, ten and twenty lar grinders for general home use. It needs 
pound spools. no introduction. These grinders sell as soon 


To prove to yourself that Kester salespoints are as displayed. Sold by Leading Jobbers. Write 
facts that have built a substantial and profitable for Literature and Prices. 


a for en een we _ send you a test 
sample free. Send the coupon today. 

S. CHENEY & SON 
MANLIUS, NEW YORK 





Mower Knives and Edge Tools 


Both Jobbers and Dealers have found the 
above grinder one of the best sellers they ever 
stocked. 


Finished 
in 

Black 
Enamel 
in 

3 sizes. 
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? CHICAGO SOLDER COMPANY 
| 4205 Wrightwood Avenue Chicago, U.S.A. r - CHENEY 


Originators and world’s largest manufacturers 
of Self-Fluxing Solder pe 
YOUR JOBBER CAN SUPPLY YoU ; 
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Every 
Mechanic Knows 


and Likes 
Cheney Hammers 


Tool users, your biggest and 
most critical customers, are 
already sold on Cheney 
Hammers. Cheneys seem 
to strike them just right. 


In the first place, they know 
a Cheney Hammer will 
stand a lot of hard work— 
and that’s a heap too. Then 
they like to swing a Cheney 
— it makes hard work eas- 
ier. 


Cheney Hammers have 
been favorites for more than 
90 years — that record tells 
the story. 


U 
Gl 1b —— —" 
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106 -T10 LAFAVETTE ST. NEW VORK CiITy 





$25,000.00 


Increased Volume 
Annually for 


Jobbers 


Easily ob- 
tained with 
The Hudson 

Line 


The demand for 
sprayers 1s 
limited only by 
the knowledge 
people have of 
their uses. 


There is an ever-increas- 
ing market. 


We furnish educational 
literature, window dis- 
plays, etc. 


Catalog pages prepared 
for you. 


You can build now for 

the future with the assur- 

ance that HUDSON will 

continue to furnish the 

most complete line of 
practical patterns. 


Many job.bers and 
dealers are finding it 
profitable to carry 
HUDSON} sstan- 
chions, water-bowls, 
etc., in stock. 


HUDSON 


MANUFACTURING CO. 


General Office: Minneapolis, Minn. 


Omaha, Neb. 
New York City 
106 Reade St. 





No. 110 Perfection 











Oshkosh, Wis. 
Chicago, Il. 
550 McCormick Bldg. 
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Never Damages Material 


Whenever the Coes Key-Model 
Wrench is used on big piping 
installations it proves its strength 
and fitness for the work. 


The best evidence of this is the 
good condition of the valves and 
unions after the job is completed. 


COES 


WRENCH 


proves its economy then and 
there. Costly fittings which are 
usually made of Yellow metal 
are never scarred and damaged, 
as is the case when chain-tongs, 
pipe wrenches and “Makeshift” 
tools are used. 

The Kev-Model never slips and 
scores and ruins material — st 
grips and holds and saves it. The 
KEY serves to tighten the strap 
in either of the two positions on 


the bar. 


It never lets go until released. The KEY adjustment is 
positive—it cannot slip. 


(oes Key-Model handles a very 
wide range of work. Sizes: 28”, 
36”, 48”. A 72” size is supplied 
Buye's on special order. 
@talo Your Jobber will supply you. 


COES WRENCH COMPANY 


“In Business Since 1841”’ 


Worcester Mass. 


Selling Agents: 
, ...29 Murray Street, New York 
.113 Chambers St., New York 


8 Rue de Rocroy, Paris, France 


J.C. McCARTY &CO..... 
JOHN H. GRAHAM & CO 
FENWICK FRERES.... 





TUBULAR LATCHES 
For CUPBO RD Doors 


[ DEXTER Cupboard Latches are 
fast moving money making 
items primarily because they are as 
much superior to the ordinary cup- 
board latches as the modern auto- 
mobile is to Elwood Haines’ orig- 
inal horseless carriage. Women as 
well as men recognize their vast 
superiority at a glance. Conse- 
quently the progressive builder 
who is acquainted with Dexter 
cupboard latches incorporates them 
in all the homes he builds for sale 
and recommends them to his clients 
for whom he builds on contract. 
Show your builder customers these hand- 
some, efficient, easy to install latches, and 
you will open up a new source of big profits. 


Illustrated literature and prices on request. 


NATIONAL BRASS CO. 


1611-1619 Madison Ave. 
Grand Rapids, Mich. 
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“Cleveland” = - " : — 


Grindstones 
Used by Three 


Generations 























For years the trade has been 
familiar with “Cleveland” 
Grindstones, because our 
fathers and grandfathers used 
them and they are now sold to 


th ° és 

Hi Why “‘ALLENS” Hold 
ake sure that you have an 

adequate stock of this well 


wes in Moving Parts 


It takes more than a tight set-up to 
keep a set screw tight in a vibrating 
part. Your customers know they 
loosen—through off-pitch threading. 











STERLING 


Substantial light running, 
mounted with a ‘‘Cleveland’’ 
Grindstone, genuine Berea 
or Lake Huron grit, which 
we alone manufacture. 19 
to 22 inches in diameter. 
1%” to 2%” thick. Frame 
can be set up in a jiffy— 
merely by manipulating one 
bolt. Shipped knocked down 
and crated. 


The _ test-operation pictured above 
makes sure that Allen screws fit tight 
—and stay tight in moving parts. 


After being threaded to standard 
gauges, “Allens” are checked with 
pitch micrometers; the pitch diameter 
held to tolerances which make for the 
truest fit in the tapped hole. 





Where there's any trouble with screws 
working loose, get your customers to 
try some ALLENS and try to lose them 


out of a moving part! 
Harvest King 


Frame of heavy angle steel 





14%” x 14%” x %”, strongly The new Allen booklet fully explains 
benced aud ts cguypee wien the ‘staying power’ of accurate 
our standard high grade 2 ie : 
selected ‘Cleveland’ Grind- threading and cold-drawing. With 
stone. Shipped folded com- | size and price-charts, sales-points 
plete, stone crated separately ] A ° 

to save freight. complete. re you supplied ? 





The Allen Mfg. Co. 


The Cleveland Stone Co. 139 Sheldon St., Hartford, Conn. 


Cleveland, Ohio 





283 Front Street, New York Branch Offices: 
Lombard & Co., Inc., Boston, Mass. W. C. Stauble R. E. Gregory 
New England Agency 2704 Rochester Ave. 1029 W. esley Ave. 
Detroit, Mich. Evanston, [Il. 
E. P. Crawford W. J. McRae 
—— Cleveland Stone Company prod- 3348 No. Park Ave. 320 Market Sireet 


i : Philadelphia, Pa. San Francisco, Cal. 
uct will do the work—do it well. ei an Francisco, Ca 
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Win<Dor 


at, CASEMENT HARDWARE 


56> Screen 
“Ey, ardware 











“Bolt-Fast”’ 








The line live dealers 
stock for good turnover 


Here’s Why! 


1. Good discounts 

2. Low prices 

3. Complete specification line 
4. Easy to install 

5. Nationally advertised 
6 

7 

8 

9 


. Guaranteed 
. Minimum stock 
. Shelf-goods 
. Established company 
10. Growing use of casements 


Get the full story, prices and dis- 
counts. Send the coupon—filled out 
or attached to your letterhead. 


Wirn<Dor 


CASEMENT HARDWARE CoO. 
406-A North Wood Street 
Chiczgo 
CASEMENT HARDWARE HEADQUARTERS 











THE CASEMENT HARDWARE COMPANY 
406-A North Wood St., Chicago 


Please send me price list, discounts and full catalog of the 
Win-Dor line without obligation. 


NAME 





a 








ADDRES 


7 CITY 


_ The Only All 
Copper-Bearing 
Steel Gates 


RORERRRAEE! Mititiiitt Mlititiitiimiiiliiiil & 
\SERGSREREE) (EGREERRREE! | LERERERERES! (ERGREREEEE! 
[PSPSPSPSES IRSPSPSESES | TASRSASESES ERSRSASPSES 
UTTTUETTUEEPE TET He CECTRREERRETETEEEE PREECE ETL EEREEPELL: RRBRREEEE EERE REEL \ 
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ALTUERTLEL CHATTER EUSERETEELSS UTA » PRETEREEEU ERATE RVETEEU WPETRELERITEAL EEE Fao 
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Cyclone Double-Drive Gate—8S8 to 18 ft. openings. 
Furnished with wood post hinges. Also fitting to hold 
one-half of gate while other half is used as walk gate. 


Cyclone Gates have an exclusive fea- 
ture found in no other gates on the 
market. They are the only gates in 
which fabric and tubular framework 
are made of Copper-Bearing steel 
heavily galvanized. This non-cor- 
rosive steel results in many years’ 
longer service. 


Give your customers greater satis- 
faction and longer service. Build your 
business by selling them Cyclone 
Gates, the gates of maximum endur- 
ance. Write today for our latest 
catalog. 


Cyclone Fence Company 


Factories and Offices: 


Cleveland, Ohio 
Fort Worth, Tex. 
North Chicago, Ill. 


Pacific Coast Distributors: 


Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


(Cyclone Reo pag 


Fence. Gates 


Lh age Ill. 


ewark, N. J 


TTT © ©. F. Co. 1926. 


/ ‘Gclone Y 





= El AlaAlalaAlal 
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a 


The 
The Merk, " “Gust 


Cyclone Ornamental Walk 
Gate—with scroll 
Furnished with hinges 
and spring or 
wood posts. 














CYCLONE COPPER-BEARING STEEL ENDURES 
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I'll say it 
again— 








Sell Starrett Tools 














Ls 


a 


The Biggest Little Thing 
at the National Steel and 
Machine Tool Exhibit 


Everybody says the recent Exhibit of these 
organizdtions was the best ever held. 









There were many excellent displays and the 


best crowds in the history of the show. 


Yet Shakeproof—the smallest item exhibited 
—drew some of the biggest crowds. 


Why were production men, engineers, owners 
of factories, so interested in this small item? 
They saw—as you should prove—that Shake- 
proof is the only lock washer of which these 
things can be said: 

A positive, permanent lock, created by the ex- 

clusive Shakeproof principle of twisted teeth— 


An absolutely tangle proof lock washer, saving 
useless and wasted time by the operator. 


Also a spread proof lock washer which does 
not mar the work. 


The cuts below show the different designs of 
Shakeproof—and the regular washers are fur- 
nished in sizes up to 114”. , 


Here are the styles of Shakeproof—in sizes up to 1%: 





Type 12 
Type 11 Internal 


Type 15 
Countersunk 





Type 20 
Locking Wire Terminal 


Free samples are sent you for shop test when 
you answer this advertisement. 


Shakeproof Lock Washer Company 
2505 North Keeler Avenue Chicago, Il. 
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EVERY HOME 


ines 
Sells on Sight 


j 


y “ 
Foot 
POPULAR 
RETAIL 
ITEM 


FINE QUALITY AND FINISH 
MADE /NPOPULAR S/ZES 
and the 


O y ° 1] 


A CARDED ASSORTMENT OF Oval” 
SHEARS. A STANDARD NUMBER 


No. [°p! 


THE ACME SHEAR CO. 


Bridgeport, Conn. 
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CHRADE Q)AFETY 
Push Button Knife 


No Break. 
yoo 4 


‘> Safety 
Locke 


Sure to sell on sight. 

Absolutely safe in pocket end in use 
or convenience you can't beat i. 

) Pit, operated with one hand. 

The safety slide locks the button. 

Y ou can't afford vo be without it. 


‘TRADE FVERLASTI NGLY SHARP MARK 
Schrade Cutlery Co. 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y.. Middletown, N. Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 





























Paper Hangers Knife Sloyd Knite 


4 Oil Cloth and Prun: ng hnife 


7 
sit ere oan 
. 


Shoe Knile 


Rubber Knife 


Oyster Kn 


=<) FF 


Clam Knife 





Rooting Anife 





Mirt Cutters and Pattern Makers Handles and Blades 











R. MURPHY’S KNIVES 


are of uniform quality—each one designed and tem- 
pered to exactly suit the requirements of various 


trades. Display the full line. [very customer is a 
possible buver. The best crucible steel and Murphy 
craftsmanship has kept “Stay Sharp” knives in the 
lead for over seventy-six years. 


Send for catalogue. 


ROBERT MURPHY’S SONS COMPANY 


AYER, MASSACHUSETTS 
Established 1850 























GRAPEFRUIT 


Season Just Opening! 


Order Genco 


Grapefruit knives 


from your Wholesaler 


s-t-a-i-n-l-e-s-s 
Made by 
Geneva Cutlery Corp. 
Geneva, N. Y. 





WuHite ENAMELED HANDLES 


Basting Spoons— Mixing Spoons—Whipping Spoons —Spatula 

Knives—Bread Knives—Pancake Turners—Meat Forks—Soup 

Ladles—Bottle and Can Openers—lIce Picks—Orange Peelers, Etc. 
Vaughn Can Openers sold all over the world. 


3211-3225 Carroll Avenue . CHICAGO, ILLINOIS 
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No. 803B Butcher Knife 


Foster Bros. Cutlery 


HE hardware dealer of today is a shrewd, careful buyer, putting in stock only those lines 
that he knows will sell readily, bring satisfaction to customers and return to him a sub- 
stantial profit. 


The more careful the buyer, the more certain he is that Foster Bros. Cutlery is the proper cut- 
lery to put in stock. The reports of his customers, the opinion of his jobber, and his own per- 
sonal investigation all lead to the knowledge that Foster Bros. Cutlery is the ideal line to sell. 


The keen blades, the carefully made handles, the workmanlike, practical designs, are all the 
product of over half a century’s experience in making quality cutlery. 


Write Us for Full Information 
THE BRAND IS FOSTER BROS. 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street New York City, N. Y. 











Sse ES 2 No. 541E Cook Knife 




















everotain 


Sanitary Aluminum Handle Cutlery 





LAMSON 





° — INUSA. 
Stainproof Carvers 


These carvers are put up in attractive, lined 
Display Cases and are especially inviting to 
those who seek the best in cutlery made of 
stainproof steel. 


The Lamson line includes a wide variety of as- 
sortments ranging from two-piece Carving Sets 
to Dinner Set Combinations comprising fifteen 
pieces including Carver and Fork. 


They are good sellers and no holiday stock is 
complete without them. 





Your Jobber will supply you. 


No, W35603 Paring Knife Display 


6 each, of two shapes, meme te ten 0 varying — —- eo LAMSON & 
blades of Stainless Stee!, caged. Patented cork-filled sheet aluminum 
Sendion practicalls ‘fabasernctiote. - ‘Packed 1 dozen "ie container GOODNOW MFG. CO. 
< 
Sharp as well as Stainless talob | Beye Sheiburne Falls, Mass., U. S. A. 
| g 


carton with attractive easel-back wing display tray holding 6 knives. 
ER. New York Office—36 Warren St. 
lh tatergogege — Boston, 7 Water St. Chicago, 1732 Republic Bldg. 
+ . 9 - ° - 


Se oat 











St. Louis, Victoria Bldg. San Francisco, Wells Fargo Bldg. 
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S originators of the Tubular 
and Clinch rivets and with 

a record of more than fifty 
years of successful accomplish- 
ment behind us, we know that 
this product cannot be made 
better or priced fairer than 
we make them and price them. 


Coast Repres ntative 


ad J. T. McDEVITT 
IN| Postal Telegraph Building 
ay SAN FRANCISCO, CALIFORNIA 


a. boas | T] 


| 
= 


a 


7 oe A eRe ’ 
; | f = ; 
eit 57 See 
‘ ~ : ' 
: 


' ; 
— s ——— ; ‘ a 


( GRIFFIN Butt Hinges 
are made to conform to 
and harmonize with 
every scheme of mod- 
ern architecture and 
interior appointments 








































































































PENNSYLVANIA 
ranch Offices__, 


45 WARREN ST. NEW YORK 
74 W. LAKE ST. =CHICAGO 
26 BINFOROD ST. BOSTON 
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Use Reed and Prince 
wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 


Millions of product 
—one standard for 
accuracy ana quality. 


8899 


REED & PRINCE MFG.CO, 


} WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO- 121 NORTH JEFFERSON ST. 
omer RR A CCE A RAMEN 


























¥. 


¥ 
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“NORWOOD” 


QUALITY PRODUCTS 


Ornamental Wire 
Lawn Fence 


Trellis 
Tree and Flower Guards 


Gates 


Factory Fence 


Rubbish Consumers 


High Class Products backed up by 


service and many satisfied Customers. 


All our “Norwood” Quality Prod- 


ucts are made of high grade copper 
bearing rust resisting steel, insuring 


long life. 


Compare the weight per 100 feet of 
“Norwood”? Quality Products with 
that of other makes and you will find 
our fence heavier because of heavy 


gauge wire. 


We cooperate with the jobber and 
dealer to build up sales. 


Write for Catalog. All we ask is 


the opportunity to quote and to work 


with you. 


H.L. Brown FENCE & MFG. Co. 


Cincinnati, Ohio 
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Alisteel Shelving 


IGHT, strong, fire-resistant— 

_4 quickly erected or re-erected 
without special tools—and giving 10 
to 30% greater storage space. 


To fit growing needs, additional units may be ee | 
added later—or the entire installation moved ie, | 
and re-erected elsewhere. Sete V 


Allsteel Shelving has innumerable uses in office, 


store and factory, with low initial expense and sieeeraiss | * oe 
no upkeep. The Alisteel mark on shelving is Se | 
your guarantee of permanent satisfaction. ee | 1 18 Q) 














Write for a copy of ‘‘Saving with Shelving’’ 


THE GENERAL FIREPROOFING CO, 
Youngstown, Ohio 


Dealers Everywhere » Canadian Plant: Toronto, Ontario =. | Wherever oil is sold, there is a distinct 
285 | need for Brookins Service Station 
Equipment. 


=. Hardware jobbers who 

"=. recognize this fact and 

add Brookins Equipment 
to their line will find an 
existing market that makes irate 
their decision a highly @seine Can 


Carries extra gas to 


Dp rofitable one. stalled cars—won't 


spill. No funnel 
needed even for 
hard-to-get-at gas 


THE BROOKINS MFG. CO, (ie feuhle metal 
342 Xenia Ave. Dayton, Ohio olen” ay ee 


and five gallon sizes. 
| hh / 
SERVICE STATION EQUIPMENT 
>. 





Brookins Oil Measure 


Made in copper finish In one, 
two, four and five quart sizes. 
Brookins Portable Drain Tank Has flexible metal hose 
that reaches any oil intake 
The Brookins Portable Drain Tank is equipped without a funnel. A handy 
with a folding handle and sled-like runners thumb-valve controls the flow 
and can be easily shoved under any car or of oi]. Standard at the best 
drawn from place to place. The screen cov- equipped service stations. 
' — sstuch thee Compuen te your Arm . ered sloping top catches the oil from the 
The General Firepreefing Ce., Youngstown, Ohio : crankcase without splashing a drop and con- 
| ducts it into the tank underneath. Several 
cars can be drained before emptying. 
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DEMING fee 


WATER SUPPLY SYSTEMS 
s F 














STEADY SALESMAKERS 


Deming Water Systems can be sold just as easily as 
Automobiles and Radio if the same type of salesman- 
ship is used. For instance, automobile and radio 
salesmen must sell their prospects on VWALUE—dol- 
lar for dollar VALUE. 


When you consider that Deming Water Systems are 
bui't to last a lifetime and, on the average, can 
be bought for much less than automobiles and good 
radio outfits, you can sell Deming Water Systems on 


the basis of MORE than dollar for dollar value. 


What incentive is offered YOU to “tie-up” with the 
Deming Line? Steady profits with no comebacks! 
Good judgment suggests that YOU sell the line that 
don’t come back to customers that will. 


“Catalog G’’ (illustrated above) is.a good book to 
have and sell from. Send for a copy and complete 
information. 


Salem, Ohio 


Est. 1880, 


THE DEMING CO., 





*“Oil-Rite’’—Figure 809 





A Complete Line of 
Deming Automatically 
Oiled Water Systems 


The three typical Deming Water Systems illustrated 
are the “Oil-Rite’ (Figure 809); the “Marvel” 
(Figure 2035); and the “Oil-Rite’’ Deep Well Water 
System (Figure 1062). Complete information 
about these and all other Deming Water Systems is 
contained in “Catalog G”’ (illustrated above). 


*MARVEL’’—Figure 2085 


“OIL-RITE”’ 
Deep Well 

., System— 
Figure 1062 
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PRODUCTS 


Our products have 
a world-wide 
reputation 





No. 10-12-14 





We are specialists in Compound Lever 
Compound Lever Snips, nips 
small or large.  Illus- Get a Bartlett 


No. 30 Bench Shear 
(Searight Patent) 


This is a shear 
of great capacity 
—made with the 
patented compound 
lever principle. Blades 
solid crucible steel, 
7/32” thick. They run 
full length of jaw. Cuts 
12-gauge steel easily and 
always cuts to the point. 


trated here is our No. 
19-12-14 of drop forged 
crucible steel for split- 
ting large sheets or for 
bench work. They out- 
wear any ordinary snip. 













No. 30 Bench Shear 
Right and Left Hand Cut 





Pruning Tools 
and Tree Trimmers 


Due to our business in the telephone 
and telegraph field, also with the 
largest electrical service stations in 
the country, we have made a close 
study of tree trimmers and pruning 
tools. They are not cheap tools, 
but their drop forged blades, com- 
pound lever attachment and abso- 
lutely quality construction through- 
out makes them the superior to any 
article of this type. 


Rope Pull Trimmers 
for Telephone and 
Telegraph Lineman 


We make many 
types and sizes of 
Jointed Tree Trim- 
mers; alse one spe- 
cial Telephone Tree 
Trimmer with or 
without insulator 
for work around 
high voltage lines 
(illustrated on 
right). The Jointed 
Type appeals be- 
cause only one pole 
is necessary where 
formerly several 
lengths were re- 
quired. The sec- 
tional poles are 
quickly joined to- 
gether by an alu- 
minum sleeve to 
make the desired 
leneth. We also 
make Pruning Saws 
and No. 777—26 in. 
Lopping Shears il- 
lustrated herewith. 
This tool is drop 
forged from high 
grade tool steel and 
priced very low. 








No. 777 Our line is long Telephone a 
Topping Shear established and zee .- 
a depend- Trimmer Saw. 
apie, 


Let us quote you prices. 


BARTLETT MFG. COMPANY 


430 E. Lafayette Avenue, Detroit, Michigan 
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Bores Any Arc of a Circle 


Here illustrated is the wonderful Forstner Auger Bit and a 
sample of the work it does. 





Unlike other bits it is guided entirely by its circular rim, in- 
stead of its center. That is why the 


FORSTNER  gsving AUGER BIT 
Can Be Guided in Any Direction 


regardless of the grain of the wood or the knots in the wood 
and will bore any arc of a circle and leave a true polished 
surface. 





This bit takes the place of a chisel, gouge, scroll-saw or lathe 
tool combined. 


It is unequalled for such work as core boxes, fine and delicate 
patterns, veneers, screen work, scalloping, fancy scroll twist 
columns, newels, ribbon moulding and mortising. 


This bit has many new uses, is a good seller and returns a 
worth-while profit. Send for Catalog and Discounts. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 





Here Are Tools That 
Sell Each Other 


Get one of these “Old Fashioned” quality 
hand made tools into the hands of a crafts- 
man who appreciates good tools, and he'll 
want his kit filled with the same kind. 
Dhat’s where the rest of the line comes in. 
‘Tt is all quality steel, quality workmanship, 
quality tools and any workman knows it on 
first handling. 


The White Line will do more than make 
profits for you. It will make friends for 
vour store. Let us send you a complete . 
description and catalog of these “Old 
Fashioned” Quality Tools. You'll need 
a good stock because word of a worthwhile 
line of tools travels fast among craftsmen 
and others who appreciate good tools. Drop 
us a line as soon as convenient and we'll 
tell you all you want to know. 


The L. & I. J. White Co., Inc. 


125 Columbia St. Buffalo, N. Y. 

















October 28, 1926 


HARDWARE AGE 219 
































COMBINATION 
SQUARE & LEVEL 





Easy to read, easy to use, these beautifully made tools appeal alike 
to the professional and the amateur carpenter and mechanic. The 
line is complete, profitable and easy to sell. It is meeting with marked 
success wherever shown and needs only the prestige of your store 
behind it to become the leader in this class of tools in your town. 


You will find the same quality workmanship selling these tools for 


you that has always sold the famous AmeRICAN folding rules. 


Let us send literature and attractive trade prices so 
you can promptly bring your stocks up to date. 


American Rule Mfg. Co. 


486 Johnson Ave. Brooklyn, N. Y. 
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SIDE CUT 


Bolt Clippers 
Wire Cutters 
Bench Cutters 








PORTER’ 


Even now—some hardware stores do not carry bolt clippers of any make. 
urge these dealers to ask their jobbers about the sale of Porter Bolt Clippers i in 


hardware stores—or write to us for literature. 
you are neglecting a source of satisfactory profit. 


SOLD THRU JOBBERS EVERYWHERE—MANUFACTURED BY H. K. PORTER, INC., EVERETT, MASS. 





PORTER'S 


BOLT CLIPPERS 47) 

















The above display stand lithographed in ‘ 
ANGULAR several Sagoo, ee ae oP pe is availa- ELEC. WIRE CUTTER 
CUTTER use it. NUT SPLITTER END WITH SEARCH HOOK 





Nut Splitters 
Rivet Squeezers 
Special Cutters 








If you don’t carry Porter’s line 














New Features 


For New Profits 


Sem Fire Extinguisher advertising in 23 
representative magazines of national cir- 
culation is sending customers into the 
stores for 







| FIRE 
EXTINGUISHER 
AND 


Gps’ FIRE 
EXTINGUISHING LIQUID 


Why not cash in on this demand? 


Get your share of Gag Fire Extin- 
guisher business by keeping these 
extinguishers displayed out in front. 


You can make your tie-up with Seg 
Fire Extinguisher national adver- 
tising more effective by putting Brew 
Fire Extinguisher dealer helps towork 
for you— a Sew Fire Extinguisher 
display tells its own sales story. 


1) i}; — 


ie 4 
Lo! 
. 


Su, Fire Extinguisher advertising 
is continually selling the consumer 
— is backing you up. Dealers have always 
made money selling Aug Fire Extinguishers— 
and always will. They are favored for their 
dependability. Their new features mean new 
profits. Every home and automobile owner is 


a prospect. 
A Gyemt FIRE 
EXTINGUISHER DISPLAY 
Tells Its Own Sales Story 


A Sree Fire Extinguisher sales representative 
or your Jobber’s salesmen will gladly explain 
how these improvements have made a good 
extinguisher better. 


Order Now Through Your Jobber 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 
“Fortify for Fire Fighting”’ 
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Here's the List you need- 
Its Verified 











Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


Gives names and addresses of Hardware Retailers, with 
ratings based principally upon annual sales; and also 
shows names, addresses, capitalization, territory covered, 
number of traveling men, names of buyers and lines 


handled by Hardware Wholesalers. 


CONTENTS 
Wholesale Hardware Houses in United States, Canada 


and Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, 
etc., handling hardware. 

Chain Hardware Stores in United States and Canada 
Sc, 10¢ and 25c Stores carrying hardware in United 
States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Auvomobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefur- 
nishings 

Woodenware and Willow-ware Wholesalers. 

Radio and Electrical Goods Jobbers. 

Paint, Oil and Varnish Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 


is indispensable in economic direct-by-mail promotion work 
and also a helnful guide for salesmen'’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 


Seventh Edition. 


Hardware Wholesalers find Verified Liat of great value in 
*‘checkingy’’ their retail prospect records. 


$12.00 postpaid 


HARDWARE AGE 


_ (Verified List Department) 
239 W. 39th St. New York, N. Y. 
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Tell ’em about this “A” 


HIS latest product of the genius, experi- 

ence and resources of the Burgess Labor- 
atories is supreme in the field of dry cell 
Radio “A” Batteries. 

Through national magazines and metro- 
politan dailies we will tell more than 
24,000,000 families about this remarkable 
Burgess “A.” 

You, asa Burgess dealer, will profit greatly and 
build your business bigger—if you tell ’em, too. 


Burcess Battery ComMpaANy 
GENERAL SAEs Orrice: CHICAGO 


Canadian Factories and Offices: 
Niagara Falls and Winnipeg 


fm) mm 
IF Mt [BugcEss' 
| BATTERY 


7 ‘ae, 
T y 





yb: J 


ke Oy Or Pry att 


x BURGESS BA 


Wi text ZN @) ips OWE SIE; % 





































os 







Ro 


a 





fae Ve 


- me a 
Tae 






Soa, 
oo” 







ry 
-<« 





Are You x 
. LY 
Getting "| 
Your Share * 
of This 
Business? 





Easy to Install in New or 


Old Homes 


Do you know there are from 3 to 5 or more clothes closets 
in every home in your community? How many of these 
homes are in your trade area? Do you know that every 


home, old or new, is a prospect for from | to 5 K-V Clothes 
become customers 


Closet Fixtures, and that such prospects 
once they have been told or shown what the K-V will do for 
them? 


It's a fact. Thousands of these efficient garment carriers 
have been installed all over the country, (installed with a 
screw driver), and they stay sold. This merchandise is easy 


to stock, turns over rapidly, and nets you a nice profit. ou 
contractors and 


can enjoy a brisk business from builders, 
home owners by carrying the K-V Fixture. Find out about 


it today. Use the coupon. 


Knape & Vogt Manufacturing Co. 


Dept. 710 GRAND RAPIDS, MICH. 











FREE BOOKLET COUPON 


KNAPE & VOGT MFG, CO. 

Dept. 710. Grand Rapids, Mich. 
Please send me, without obligation. your illustrated catalog 

of K-V Clothes Closet Fixtures with instructions how to mount 


and demonstrate. 
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i Unusual Strength with Light Weight 
Patterns 


and Absolute Safety 






Patented 
Steel Step 
Support 


In selling step ladders don’t lose sight of 
the fact that a step ladder must be moved 
about constantly and carried from one 
place to another. Lightness therefore is 
important as it makes for easy handling. 






For this reason each 


Trade Mark 


Super-Strong Step ee 


is made as light as is consistent with safety. Unusual 
strength is secured by a Patented Steel Step Support which 
thoroughly reinforces each side piece. A strong Steel Tie 
Rod under each step keeps the ladder tight and rigid. No 
nails, slots or grooves. They are absolutely safe. Sell the best. 
Besides Step Ladders our line includes Orchard Ladders, 
Extension Ladders, Fruit Ladders, Roof Ladders, Painters’ 
Trestles, Decorators’ Ladders, Scaffolds, Brackets, Adjust- 
able Jacks, etc. Every Jobber and Dealer should send for 
Complete Catalog. 


The Superior Ladder Company 


516 E. Madison St. (Lincoln Highway) 
Goshen Indiana 


Agents wanted on commiasion who handle allied line. 


Super-Strong 
Monarch Pattern 
Made in All Standard Lengths 
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Sore DOOR HOLDERS 
SHOW The STA-PUT 


and Garage Owners 


Will Buy It 


They'll buy it because it is just the type of door 
holder they have been looking for. “The Silent 
Sta-Put Salesman” demonstrator on your counter 
will show them that the Sta-Put does its work 
eficiently and is easy to attach to any door. No 
chains to pull or braces to slip on the ground. 
Holds in the strongest wind. 








Put the Sta-Put Salesman on your counter and it 
will do the selling. Sta-Puts are attractively pack- 
aged one pair in a box. A small stock will prove 
that they are profitable. 





SOOO OSS SSS SSSSSSSES0S0E00045 


Please send me full information regarding “Sta-Put” Garage : 
Door Holders. : 
SE! cothinedane + 68600 twee ws - The Gesing Brothers Co. 
£ ° 
RR ee ee ee eae eae Re Oe aE See ve pe PTS 5 750 Pros ct Ave. Cleveland, Ohio 
pe 
ee sennacucedbiinn Tere eT TT TT eT NS hae oie wie aati : 


ANS SSSSSESSESESSSSESSSSSSSSS ESS SEARS SEASON. 
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Among Architects 


































; Keep it handy. Then specify the A-P 
Catalog No. 95, an authoritative 128-page ine on every building from the warehouse 


book with 500 illustrations of all kinds of to the woodshed. 


there is an unwritten law that “the finest know that the sweetness of low price 
mat ry has never been built, and never never equals the bitterness of poor quality. 
w e. . 
| This may be so. But there are some that «47? hardware is good enough for River- 
are mighty hard to beat. In these better ‘Side Drive and cheap enough for Main 
| buildings from Hell Gate, New York, to Street. In it we have combined fine qual- 
Golden Gate, California, you will find A-P ity and fair price, so that true economy is 
r Hangers—put there by men who possible on first cost and in future use. 
| 500 Illustrations 
i} 
i No architect’s, contractor’s, or builder’s door hardware and installation views. 
| | library is complete without Allith-Prouty Write for it on your business stationery. 






“SEVENTEEN” 





| ALLITH-PROUTY COMPANY 


DANVILLE ILLINOIS No. 17—Double Adjust- 
able A-P Hanger. Ap- 





proximate capacity 1 
ton. For doors 1% to 
2% In. thick. 












Manufacturers of 















Garage Door No. 3—Rigid A-P Hang- 
Hardware er Approximate ca- 
Fire Deer pacity '! ton. For 
Hard doors 1%° to 2% in. 
Rolling Ladders thick. 









Spring Hinges 
Overhead Carriers 
Door Hangers 


No. 4—Flush A-P Hang- 
er. Approximate ca- 
pacity ! ton. For 
doors 1% to 2% in. 
thick 

No. 6—Adjustable A-P 
Hanger. Approximate 









capacity Y% ton. For 
doors 1% to 2% in. 
thick. 
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The “Long Distance’ Customer 


The fact that a certain station is hard to 
_— oJ . . 
oma get on his radio makes no difference to 
WUDLOWSAYIOR him—it’s the “programme” he’s after and 
WIRE CO. he’s going to get what he wants. 
Neeny 


« 


The fact that your store may be a little 
farther for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. 


Your Jobber stocks “Perfect.” 





BUILT N ANANTH 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 


BUUNTANLUNINY 
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No. 04811—IlIllustrated — Case, 
1% in. high, 1% in. di- 
ameter. 


No. 04810—Case 1% in. high, 
1% in. diameter. 


A Lock to Baffle | | gfrvou re. 


An reas BEARER 
y Invader HOW WELL 
Sell your customer who is looking for real protection | YOUR PAINT 


i 
t 
4 
- 











the Eagle Pin Tumbler padlock, No. 04810 or 04811. | COVERS ~~" 
You'll know that this lock will staunchly uphold your 
judgment—and will give service for a lifetime. Tell the hardware 
Mechanism of the lock is contained in a solid brass block dealers about your 
surrounded by a heavy brass jacket. This forms a solid product through the 
case that cannot be crushed or wedged apart. Outside medium that covers the 
case highly polished. Hardware Field. The 
Shackle is of case hardened steel, nickel plated. Shackle readers of Hardware 
is locked in case by a double rotating bolt which engages Age are wide awake 
in two notches at both ends of the shackle. All in all— merchants. They read 
the lock for safety! this paper because they 
; ‘ want to know what is 
The Eagle Quality Line ! going on. 
Night Latches Front Door Sets Tell this responsive 
: audience about your 
Cabinet Locks Store Door Sets product and you'll take 
Trunk Locks Padlocks a big step toward 
achieving the distribu- 
Wood Screws tion you are looking 
for. 























Eagle Lock Co. 


General Sales Office 
areevaeworn 26 Warren St., New Yorkatceaes mvern 





I 








Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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A Whitco Equipped Sash 
Cannot Sag 


Not only does this self-ad- 
justing hardware provide a 
cradle-like support for the 
sash as a whole, but the plate 
which attaches to it provides 
the strongest kind of a rein- 
forcement for the joint be- 


tween the stile and the rails. 


Ask your jobber, or write 
us for particulars 


JINCERT WHITNEY ( OMPARY 
¥ MAN 1¥ HARDWARE & SPECIALTIES 


Eastern Offices: Western Offices: 
636-645 Mass. Trust 365 Market Street 
Bldg., Boston San Francisco 











Whitco makes it easy and safe to clean both sides of 


the casement from within the room” 
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Real Sales Features 


ODORLESS—Less odor than gasoline. 
No “Banana” odor. You don't have to 
go outdoors to apply Zapon Lacquer 
Finishes. 


DRY SLOWLY—Dries hard in an hour 


for recoating—yet dries slowest to 
touch of any lacquer on the market. 
Just what the -housewife likes when 
she swings the brush. 


BRUSHES EASY—Another big point! 


Zapon Lacquer Finishes flow out under 
the brush and have sufficient body to 
spread out. No one likes to daub. 


ONE COAT—Zapon Lacquer Finishes 
are heavy bodied—they hide in one 
coat in most cases. That's what every- 
one likes, 


DURABLE—Water proof—alkali and 
acid proof. The electrolyte from the 
radio battery will not injure a Zapon 
Finish—it will not scratch white, check, 
chip, craze or crack. A Zapon finish 
is tough. 

SAFE—The vapor is non-toxic. There is no 
benzol in Zapon. A very good point! 


THE ZAPON COMPANY 
247 Park Ave., New York City 


Branches in principal cities 


ZAPON 
& 











| The recognized standard since 1884 


RETA Aaa tee eee a : 
| Ten ear 
a 





THE ZAPON COMPANY 
247 Park Ave., New York City 


Please send samples of Zapon Flowing 
Lacquer Finishes free of charge. 
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Insulation is secured by a heavy wall of solid packed cork 
high ice rack insures the proper movement of cold, dry air. 


Sanitary Cork Filled Refrigerators 


and a complete inside case of Sanifelt Board. A 
All parts are easily removed for cleaning. The 





hardware is all cast brass with a highly polished nickel plated finish. 





Sanitary All Steel 
White Enamel a 
ce 





White Enamel Lined Seamless Porcelain Lined 


ce ce 
No Width Depth Height Cap. Price No Width Depth Height Cap. ce No. Width Depth Height Cap. Price 
tb esewawe 31% 18% 43 65 $21.46 oo ere 31 17 40 65 $29.40 379EEF...... 31% 18% £43 65 $33.00 
480F 83% 20% 45% = 95 22.80 ere 34% 19% 46% £90 35.00 is cceée 33% 20% 45 95 34.00 
Sees cosvess 34% 20% #47% 125 25.00 Dis 600s te 5% 21 50 135 40.00 Deembe 6060 < 34% 20% 47 125 40.00 
The letters EE, as 379EE, indicate a white enamel exterior and interior. 
Any of the steel boxes can be furnished with a Satin gray exterior without additional charge. Any of the above wood 
boxes can be furnished in a gray exterior at $1.00 net additional. 
To dealers who buy in lots of ten boxes we offer a 10% trade discount. To those who buy in lots of 25, a trade discount 


of 10-5%. _ 


Prices are all F. O. B. factory. 2% for cash 10 days, net 60 days. 


SANITARY REFRIGERATOR COMPANY, Manufacturers 
FOND DU LAC, WISCONSIN, U. S. A. 


PROFITS---! 


are you getting your share? 











When you sell the ordinary product, you sell ordinary quality, 
and receive ordinary profits. Why enter into immediate com- 
petition and engage in a price-cutting contest that cuts profits 
to the core? ' 


Sell a preferred quality line, one that is above competition, that 
will bring you good substantial profits. The Witt line of Cans 
and Pails is a quality line, a real profit maker. IN FACT, YOU 
MAKE 3 TIMES THE USUAL PROFITS MADE ON ANY 
OTHER. , 


The sales features of Witt are such that they combine all the 
fine points of other containers, and have many that are ex- 


clusively WITT. 


Convincing evidence of Witt quality is given in the form of a 
guarantee tag wired to the container. Every Witt Can or Pail 
is guaranteed to outserve 3 to 5 of the ordinary type. 


A Can or Pail for every purpose. In- 
vestigate the Witt line. Made in sizes 
ranging from 5 to 33 gallon capacity. 


WW WHTrerirent 
CORRUGATED 
"CANS ad PAILS:* 


A conservative trial order will bring you this nationally known 
and preferred leader. Let greater sales with more profits prove 
the soundness of your judgment—order WITT today! 








Your jobber will supply you, or write 


THE WITT CORNICE COMPANY 


2111 Winchell Ave. 
CINCINNATI, OHIO 
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BATHROOM FIXTURES 


RINoce | ixtures are selected by home owners who want 
lasting quality. Your customers will appreciate them 
because of this permanent quality and the attractive 
finishes. A rynoco display always makes sales—there 
is something about pure white and glittering nickel 
that women shoppers can’t resist. 
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There’s a good profit in RNaco Fixtures for the dealer 
too. 


right 


Let us send you our catalog describing over 300 items. ns == 
No. 03767 WHITE FINISH 
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AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 
New York, 2 Hudson St. Chicago, No. 29 E. Madison St. 
San Francisco, 116 New Montgomery St. Boston, No. 170 Summer St. 
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Hose Reels 


SUA I 



























Completely Meet Your 
Market 


Donley No. 10 


For the Customers who want the best in Hose 
Reels. 


Frame and Base of heavy channel steel; large 
capacity steel drum with pawl and ratchet for easy 
reeling; strong half-inch axle; large diameter, 
wide tread wheel; attractive green enamel finish. 


Donley No. 2 


For the many Customers who want a strong, 
durable reel at a moderate price. 


Somewhat smaller in capacity than No. 10; all 
steel construction; 34” axle with cast iron wheels; 
attractive green enamel finish. No. 10 No. 2 
Send for complete description and Price Photo shows relative size 
List before placing your Spring order. 


THE DONLEY MANUFACTURING COMPANY 
10585 Quincy Avenue, Cleveland, Ohio 
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Our Counter Display Makes Sales 


With your order for a “Sample Carton” of one dozen Perfection Pocket 
Levels we furnish free an attention getting Counter Display. It makes sales 
immediately. National advertising keeps up the demand. 


Carpenters, Plumbers, Steam Fitters, Bricklayers, and Masons buy on sight. The Perfection 
Pocket Level and Plumb Attachment retails at 60 cents and returns a real profit. 


Steel Clips are furnished with each Level for attaching it to a Carpenter’s Square for 
plumbing or leveling. Can be used on a two-foot rule without clips. Absolutely accurate. 
Write for discounts. 





MODERN UTILITIES CO., Mfrs., 140 So. Second St., Harrisburg, Pa. 














Show [t—and Which Hod Would You 
You’ve Sold It! Rather Carry? 


. 

ad 
K D Convertible Saw Frame If you had to haul mortar for a living, you 
The se oe _ oy is profit ———_— certainly wouldn’t want to ca a hod that 
of the K-D Convertible Hack Saw Frame. e user 0 
a hack saw quickiy decides that the “K-D”’ is the saw dripped water all over your shoulder. 
frame he wants. You would choose a Never Drip Steel Hod 
No other like it in principle or ease of operation. Reaches with its one-piece ends. You would go 
over, under and around obstructions to get at the difficult whistling on your way while the other fellow 
sawing jobs. Solid steel one piece frame goes clear to tip sulked. 


of pressed steel pistol grip handle. Convertible to fit 
3, 6, 8, 10 and 12 inch blades. There are lots of hod carriers in por town 


who are “poe the discomforts o org be 
y 























Retails at $1.59, complete with 3 leaky hods simp because oe - 7 no 
inch hack saw and 12 inch wood shown the Bre A and better ki 
Ne oth saw blade. Individually packed in 
eer. : heavy cardbvard boxes. This open field of profit is yours for the 
has so Lie’ W rite for trade prices. 4 asking. Write us at once for details. 
neany uses. 
SN) K-D Manufacturing Co. The Cleveland Wire Spring Co. 
i 77 =] Lancaster, Penna. Cleveland Oh io 
“ \ 
r ara Export Department: 
ALi Woolworth Blig., New York City 





























[UFHIN 7 Kies 


MOST FAMILIAR TO USERS EVERYWHERE; 
HIGHEST IN THEIR a 
SELL READIL 
YIELD THE DEALER PROFIT AND SATISFACTION. 





























AGINAW, MICHIGAN 
SEND FOR CATALOG THE Ly roe Sale a YORK WINDSOR, CAN. 
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FEDERAL ABRASIVE WORKS, Inc. 


NEW YORK OFFICE 
42 West Broadway 


HARMON & DIXON, AGENTS 


MAIN OFFICE AND WORKS 
WESTFIELD, MASS. 








Manufacturers of 
Flint, Garnet, Emery, Alabrase and Silabrase Paper and Cloth. Sheets, rolls, discs and boxes. 











Combination Service 


Bsc? Wrench 


MARK . e 
A practical and convenient tool 


that increases the usefulness of a 
wrench. 





Strongly constructed for gripping 
and holding both round and square 
parts. 








““There’s Many a Slip— 
But Not with a Grady Wedge” 


Eliminates lost time and_ the 
bother of carrying two wrenches 
on one job. 








The 
greatest Its double purpose feature appeals 
selling to the home owner for general 
Wedge work as well as the expert me- 
in the chanic. 
world. Made of a forged steel bar, case- 
ith hardened throughout. 
Featuring ‘Bemis and Call 
Stocked Wrenches will mean more sales 
by over in with less sales effort. 
400 
; Let us send you details and 
jobbers. - 
prices. 
Sole Manufacturers 
UNITED SALES CORP. A 
41 DRUMM ST. SAN FRANCISCU BEMIS & C LL CO. 


Springfield _ Mass., U.S.A. 


Manufacturers Also of Famous Grady Saw Set 




















E. A. BERG MANUFACTURING CO., Ltd. 
ESKILSTUNA, SWEDEN 


SHARK BRAND CHISELS 


Trade Mark 













Made of Swedish tool steel—the very best and noted for their durability 

Service and satisfaction to the user govern the manufacture of Swedish tools. SHARK 
BRAND CHISELS are guaranteed perfect. Made of the best Swedish Tool Steel and crafts- 
men and lovers of good tools all over the world appreciate quality. 

Hold the good will of your customers by selling them tools that will give this service and 
satisfaction. 

We carry a full line of Swedish made tools and hardware. 

Order from your jobber today, or write 


SCANDINAVIAN-WESTERN IMPORTING COMPANY 


116 Broad St., New York 509 E. Hennepin Ave. 304 Railway Exchange Bldg. Coristine Bidg, 
Minneapolis, Minn, Seattle, Wash, Montreal, Can. 
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SPARGO WIRE CO. 


Copper and Bronze 


FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


ROME N. Y. 








Llaisdef 
“BUILDERS” 


Building activity means an 
added demand. Better brace up 
your stock of carpenters’ pencils, 


No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 
This pencil can also be had in 
HIARD _\ead under our trade 
number 659. 
for samples and prices. 


Fe hee ee $4 








for quick action 


CRESCENT-Smith & Hemenway 
Drop Forged Tools 


Pliers, wrenches, screw- 
drivers, hacksaws, auger 
bits, cold chisels, punches _-= 
and miscellaneous tools of 
the Crescent-Smith & 
Hemenway line give your 
customers quick, sure 
gripping or cutting action. 
hey give you quick ac- 
tion in the way 
of stock turn. 
They are made 
and guaranteed 
by the ‘Origina- 
tors of the Cres- 
cent Wrench.” 
Get them from 
your jolber. 


Crescent Tool Co. 


204 Harrison St., 
Jamestown, N. Y. 


Originators of the 
Crescent Wrench 


























Patented 











Quality Fittings Mean Hose Efficiency 
THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 


Sherman Hose Couplings are made of 
heavy wrought brass — accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose sizes—%”, 14”, 544” and 34”. 


In cartons for stock. 


H. B. SHERMAN MFG. CO., _ Battle Creek, Mich. 


The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 
Trade. It is larger and will throw a 
stream farther and more even. A per- 
fect spray is always assured. Made in 
%4” size only. 
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DROP FORGED WELDLESS 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 





YY,” Diam. with Eye 7%” Inside 
5 4’? s¢ se ee 7 ” ee 


8 
¥,”’ ee ¢e ee 13” ee 
a“ ee 6 ee IY” oe 


Quick Shipment 


Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 
ESTABLISHED 1863 








DEAD EASY 


To Catch Sales and Rats 
with Dead Easy 
Rat Traps 


(Patents Pending) 





SAFE-TO-SET Catch saves the fingers 


This type of trap is Dead Easy to Set—any- 
where. The Safety Catch prevents its snap- 
ping when placed on the floor. When set the 
hair trigger snaps as soon as the animal nibbles 
the bait. Bang! It?s dead. The price (15c) 
makes it an excellent seller. 


Packed One Dozen in Carton. 
VY, Gross in Container. 


LOVELL MANUFACTURING CO. 
ERIE, PA. 


Largest Makers of Rat and Mouse Traps in the World 














72% Greater Holding 
Power Than Wire Nails. 
Won't Split the Wood. 
Heads Stay on. 

Send for Quotations 


READING IRON 
COMPANY 


Reading, Pa. 


Makers of Cut Floor Nails, Rico Haréd 
Fleer Noils, Large Head Cut Foundry, 
Headless Out Foundry. Black and Gal- 
t 


le, Out Clinch and 
Vy, 


venised Out Shing 
Hing 





CUT NAILS 












MOE’S POULTRY SUPPLIES 


This Oat Sprouter 
Requires No Lamp 
. or Heater 


It will sprout sufficient 
oats, wheat, rye or other 
grains for average require- 
ments. 


Keeps chickens in green 
feed at-all seasons and there- 
by maintains a high egg 
yield. 

Made with a heavy steel 
frame, enameled to prevent 
rust, and heavy galvanized 
interchangeable trays. 


Shipped K. D. in a compact carton, and 
easy to set up or take apart. Many thou- 
sands of them are in use, and they will 
please your customers. 


Write for New Catalog and Prices. 


HoEFT & COMPANY 


2305 Davis St. North Chicago, IIl. 
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The Holmden 
Lawn Weeder 


Is an Easy Seller 


No stooping or bending over 
Gets all the roots. 
Positively guaranteed. 
Liberal discounts. 


Sold through your 
jobber. 


Holmden Lawn Weeder Co. = Place fork of 
Weeder over weed 


1106 Schofield Bldg.., Cleveland, 0. and push. 











LANDRETH'S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your Garden, Flowe: 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 

aph cartons of | Ib. 4 |b. and % |b. and in 
Fiat Papers. We would also like to quote you on 
Mixed Lawn Grass. Please give us the oppor- 
tunity. 


1926 CROP 


Before buying for delivery after 1926 crop, send us e 
‘tet of your wants that we may quote you if our traveler 

s not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be 
ing our 142nd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business. 
good service and fair prices, 
we would not have existed 
so long. 


Businese Established 1784. 


D. Landreth 
Seed Co. 


Bristol, Pa. 




















Superior Brand 


Poultry Netting 


We are proud of every bale of 
Poultry Netting shipped from 
our plant. You can always de- 
pend upon Superior Brand 
being high quality in every 
detail. 

Our manufacturing facilities 
are prepared to meet the sea- 
son’s demands. 

Remember highest quality 
and conscientious service costs 
no more. 


G. F. Wright Steel & Wire Co. 


Worcester, Mass. 
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KIMBALL~ 


These Elevators are 
quickly and easily 
installed in your 
building. They are 
easy to operate and 
give as fine a service 
as elévators costing 
many times as much. 


They are built in 
several capacities, 
ranging from 1,000 
to 3,000 lbs. 





ELEVATORS |. 
OP 






“ Ay on 
. 
recy | 


wom fi] fe hp ‘hie 
LIGHT ELECTRIC ELEVATORS 


Kimball makes more light electrics than any other 
one type. These machines have given satisfaction 
wherever electric elevators are used. 


KIMBALLBROS.CO. 


1117-41 South Ninth St. Council Bluffs, lowa 


© . Ye; 
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Get 
Ready 


for the 
Holiday Trade 


Nail Clippers always have a large 
sale around the holiday season and 
there's an especially growing de- 
mand for the well known 


Nationally Advertised 


“Ansonia” Gem 


Nail Clippers 


because of the low price and complete 
satisfaction they give. Note these retail 
prices: Regular Gem, 50 cents. Gem 
Jr., 35 cents. Ansonia, 15*cents. Gem 
quality, prices and 25 years’ reputation 
enable Jobbers and Dealers to meet all 
competition. 








Your Jobber has them. 


The H. C. Cook Co. 


Ansonia Conn. 


**(em Ir.” 








TAPLIN 
DOUBLE 
DASHER 


Thirty years experience 
in the almost exclusive 
manufacture of Taplin 
Egg Beaters has devel- 
oped this wonderfully fine 
Egg Beater. It is not only 
the finest from the stand- 
oint of efficiency, but it 
is full of strong selling 


features. 

In all these years Tap- 
lin Beaters have been 
favorably known and 
successfully sold every- 
where. These are up- 
to-date reliable beaters 
which can be handled 
with profit and satisfac- 
tion. 

Centre Drive—Iron 
Frame and Gears 

Comfortable to grasp — no 
sharp edges to cut the hands. 
No holes or crevices to hold 
decaying food. No soldered 
parts to come loose. No parts 
that bend and cramp the gears 
No wires to pinch fingers. 
Douse it in water to clenu 

the finish is Rust Proof. 





TAPLIN NO. 477 


THE TAPLIN MFG. CO., New Britain, Conn. 
New York Office, 71 West Broadway 

















Make Your Fire 
Shovel Business 
Profitable! 


Park a few Jumbos on your 
counter and make .12c or .15c 
each instead of .02c or .03c on 
the ordinary shovel. 


Jumbo has some real features 
that sell it. 


Double capacity— Double 
strength and handle of conveni- 
ent length that fits the grip. 


Jumbo has corrugated edge 
which not only strengthens—but 
prevents ashes slipping off. 


Other patterns at popular prices, 
finished in black enamel and gal- 
vanized steel. 


Ask your jobber about Fulton 
Jumbo No. 2. 


Patent Novelty Co., Inc. 
Fulton, Illinois 


The Fulton Line 

















Ty: CHI C AG ss 


Roller Skates 


RUBBER TIRES_ 


BUILT LIKE AN AUTO 
TOP WITH 4-WHEEL 
BRAKES 











Plan Now to Make Your Store 
“Roll on Rubber’? Headquarters 


You will find it mighty profitable to stock and push “CHICAGOS” 


the only successful Rubber Tire Roller Skate. Noiseless and 
shock-absorbing. They outlast all others and are fully guaranteed. 
Tie up your store with our big National Advertising Campaign. 
The large space we are using in leading magazines and newspapers, 
our “ROLL ON RUBBER" Club and Monthly Cash Prize Contest 
will create nationwide interest and stimulate sales. Be prepared! 
“CHICAGOS” are built for speed, They are one of the fastest 
moving lines. The market is almost unlimited, 
Order from your jobber. Ask for dealer helpa. Plan 
now to make your atore ‘“‘Roll on Rubber’’ Headquarters. 


CHICAGO ROLLER SKATE CO. 


4450 W. Lake Street Chicago, Illinois 
Established Over 20 Years 











bo 
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Attractive Stores at Low Cost 


Any hardware dealer 
may now have an attrac- 
tive store on a moderate 
outlay. 


GREEN’S 


Improved 
Stock Boxes 


have all the advantages of 
the best fixtures at a frac- 
tion of the cost. 


Easily and quickly installed in your own shelving. 

Made im an 
assortment of 
sizes to fit 
every  hard- 


ware need. 
Write for 
new illus- 
trated price 
list. 


THE GREEN COMPANY 


Sales Office, Fisk Bldg., 250 W. 57th St., New York 
Factory—Bellows Falls, Vt. 
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OF Let “Au-Ve-Co” 
ra@ @ Help You This 
Fall 


Ye 
id 
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*“Auvecolite’ Running Board 
in heavy 


Moulding. Twelve 6-ft. lengths 
cardboard tubes with metal ends. 








No. 100 Barbed 
and Cement 
Coated Nails for 
wood runping 


No. 150 Rivets for boards. 


metal running boards. 


© (— 


Turn Batton Fast- 





No 6 a” Nickel 
Plated Drive Screws. 





“Hit ’em” Nails 
50 for a dime, retail. 





Pin Fasteners for 





Seat Covers. 
ener Repair Kit For fastening to metal door 
panels, No. 22 Double Pin. 
Nickel or Black, Tan _ or 


Gray Japanned on Brass. 


Lift the Dot 
Repair Kit. 


Turn Batton 
Fastener 
Repair Kit. 





Let your jobber supply you. 


€ Guilo-Velucle Reutiis Co, 


1027 Saratoga St. Newpert, Ky. 

















300% Gain in Trade 





own judgment tell you what to do. 


W.C. Heller & Co. 


Please tell us how Chas. W. Walmer Hardware Co. increased 


MONTPELIER, OHIO 
20 Vesey %., New York City 


300 per cent. Send interesting literature on your servies. 


eeneeevneeneeneeeeeeneeneeeneneeeeeeeeeeeeeeeeeeeeeeeeeeeeaee 











Sporting Goods 
Manufacturers. 


a 
ae of 
, 4 Sf 





How Far Are You a 
From Your Goal? _// 


] 
/ Every year sees 


} - an increase in 
lt i the number of 
f hardware deal- 
ers who sell 
sporting goods. 
Sudocessful 
hardware mer- 
chants are push- 
ing this ine 
hard—and with 
inogreasing 
profits. 
Your sales mes- 
sage in Hard- 
— Age = 
ace r prod- 
a oo a. the 
eyes of every 
worthwhile 
dealer. = ° 
“Buck the Line 
of competition 
you must do 
more than make 
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tell the 
how good it is. 
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‘TEGCO” 
Cut Glass 
DOOR KNOBS 


Patented May 18, 1926 


These new hand-cut glass 
door knobs are the aristocrats 
of the line. They look differ- : 
ent, they are different, than the usual “just ordi- 
nary” knobs. Yet they cost but little more than 
the common ones. 

Made in 2%”, 2” and 134”; also small knobs 
to match. 





All knobs are mounted in 
solid cast brass shanks and can 
be had with wrought or cast 
brass roses as desired. 

Write for the name of our 
nearest distributor. 


Manufactured exclusively by: 


TECHNICAL GLASS CO. 


Incorporated 


2050 E. 48th St., Los Angeles, Calif. 
and 114 Church St., New York, N. Y. 
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LADD 
BALL BEARING BEATERS 
NEW RIGHT NOW! 







LARGE EASY 
HANOLE 


DIRECT CENTRE ORIVE 


8 BEATING BLADES 





These NEW LADDS Nos. 
3 and 4, same sizes as Nos. 
1 and 2 vow have long han- 
dled, are just now shipping, 
but our salesmen showing 
samples, are taking orders 
from nearly every dealer 
seeing them. ALL LADDS 
ARE STEEL,— best for 
egg-beaters; not aluminum 
or castiron. 


Phenomenal, 
Strong, 
Efficient 

Construction 

REAL VALUE: Worth 
more than selling prices, 
$1.00 and $1.25. 

As Best Ever, Realize Their 
Selling Possibilities. 

We Guarantee Sale and 
Your Full Approval. 


Send your first order at once 
direct to us for these and other 
goods we make. We help on 
transportation. Jobbers will later 
have stock. 


“Fine Christmas Goods” 


UNITED ROYALTIES CORPORATION 
1133 Broadway, New York 


Originators of every worthwhile feature in Egg-beaters. 











HO 


Nitro Powder 


“STORIES OF SUCCESS 
IN SELLING” 





Solvent No. 9 


Brings the Hunters in— 
the Whole CROWD! 


is the title of a booklet written by James Wallen 
for McDougall-Butler Co., Inc. These stories are 
more fascinating thah fiction because they are 
true. A copy will be sent to you free of charge 
upon receipt of the signed coupon printed below. 


HEY all want Hoppe’s No. 9, to properly clean 
their guns after shooting. Display it, advertise 
it. A fine trade stimulator and a good profit builder. 
For years and years a standard necessity—removes 
all harmful residue and prevents RUST. Recom- 
mended by Uncle Sam; used by famous marksmen. 
Order a refill supply now. Fresh display cartons 
free; will brighten up and increase sales. 





Standard for a 
generation. Main. 


Quick Selling 00 Sst stem. 
Oil and Grease [7“ ae 


HOPPE § Shooters always need Hoppe’s Lubricating 
Tousen Oil. For the working parts of all firearms— 
adil pure, of ripen — yet penetrating and 
NEVER G For thick swabbing to pre- 
vent rust, Hoppe’s Gun ease—the acid- 
killing heavy compound. 
All Hoppe’s Products Handsomely Packaged 
and Packed in Attractive Counter Display 
Cartons. Combination $1.00 Pack. 


Sold by Leading Jobbers Everywhere 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning 


2314-H North 8th Street PHILADELPHIA, PA, 
Representatives: Ed. W. Simon Co., Inc., 258 Broadway, New York. 
H. L. Bowlds, Mason Opera House Bidg., Los Angeles. 




















M-Deugalt- 


Makers of 


- Baten C2 Src 


Varnishes, Enamels and Paints 


New York City 
10 Christopher St. 


BUFFALO N. Y. 





Buffalo, N.Y 
Gentlemen : 


cAddress 











Ret nicdneaitanitdtesnbilisticbisioediibiis 


McDougall-Butler Co., Inc. 


Please send me free of charge a copy of the 
booklet entitled “‘ Stories of Success in Selling.” 





Chicago 
1141 Madison St. 
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D. B. Eaves Trough Hangers 


There’s a reason for their popularity 


Adjustment by 
eighths of an 
inch is pro 
vided, making 
it possible to secure 
proper drainage under 
all conditions DB 
Roof Gutter Hangers 
are of uniform quality 
and absolutely depend 


able 6 and 


Upon request, we will 
gladly send a sample. 
together with Catalog 
No. 27. describing the 
various styles of Eaves 
Trough Hangers, (on 
ductor liookeas and 
Fasteners we make 
Write for catalog 





L. D. BERGER COMPANY 
51 N. 2d St., Philadelphia, Pa. 











REVOLVING 
CABINETS 


Hardware stores, dealers in 
auto supplies and garage 
owners like these cabinets. 
They prevent mixing of bolts 
or screws. 

large capacity. Small space. 
Many sizes. Send for Cata- 
log and Price List. 

Your Jobber will supply you. 


American Bolt & 


Screw Case Co. 
Dayton, Ohio 














RANITE STATE 
LAWN MOWERS 


are good merchandise to carry from 
a sales standpoint—and A-1! value 
from the users viewpoint. 


You'll like them. 


Granite State 
Mowing Machine Company 
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ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street. Philadelphia 





mom: | 


sell all vear ‘round. See that you have ample stock on hand to 
satisfy the growing demand which is being created by the big 
national advertising campaign. Bigger profits and greater prestige 
are certain for the dealer who handles the Hohner product. 


M. HOHNER, INC. 


ASK YOUR 











—— * 
‘ 


anne 


JOBBER Dept. 66, 114 East 16th St., New York City | 





Get an “Edge’”’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.” It puts a keem edge en any- 
thinge—knives, scissors, sickles, tools. A 
quick and ready seller—and a profit 


producer. 
DAZEY CHURN @& 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 
















STANDARD SINCE 1865 


Por $8 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
‘arbers and Horsemen. We 
nake both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 











Q. Lindemann & Co. 


Manufacturers of . 
BIRD ons® mn 
CAGES Established 1863 


35-37 Wooster Street, New York 






a 











Want a Good Hardware Salesman? 


The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 

It’s the place where good hardware salesmen look 

t for real opportunities. 











There’s a Mine 
of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 


thoroughly. 
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The No. 91 Is the 
World’s Greatest and 
Best Utility Fire Pot 


Fitted with our latest improved 
Single Needle Burner, which 
has great generating power, 
using either high or low test 
gasoline. Burner its swiveled, 
can be pointed up when desired 
for melting metal. Top section 
can be taken off, exposing flame 
to be used as a Torch. 

Jobbers supply at factory price. 


CLAYTON & LAMBERT 
MFG. CO. 


6275 Beaubien St. Detroit, Mich. 





No. 91 Fire Pot 
Ask for latest price 


Osborne High Grade Punches 





Belt Punches Arch Punches 


Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Lenther Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
ools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 














A Better Display 


in Less Space 


Universal Display Racks save 
space and display the mer- 
chandise to better advantage. 
They make a more orderly 
and attractive floor. Manv of 
the largest stores use Univer- 
sals for displaying Kiddie 
Kars, Velocipedes, Woll Car- 
riages, Sleds, Scooters, et. 
Let us tell you more about 
this modern sales-making dis- 
play method. Write for par- 
ticulars. 


Universal Display Rack 
Co. 
12 Franklin St., Auburn, N. Y. 








We're Sending Boat Owners To You 


We are telling the readers of 
marine and sporting papers that 
the cure for a leaky boat is Jef- 
fery’s Waterproof Marine Glue. 


This advertising is bearing fruit— 
hardware’ dealers 
everywhere are 
profiting by stock- 
ing Jeffery’s. Are 
you? 


= LW. Ferdinand €(o, 


i$ 152 Kneeland Street, Boston,Mass. 
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Here is a profit- 
able item for hard- 
ware dealers. The 
utility and hand- 
some appearance 
of the Westray 
Chip Rack create 
sales on sight. 


WESTRAY 
CHIP RACKS 














Write for full in- 
formation. 


Western Tray 


& Case Co. 


427 Plum St. 
Cincinnati, Ohio 














The Most Beautiful Shelf Stock 


IO: eo. 9 You’ve Ever Seen! 


LO BIO» 
: Ic 210° HOROUGHLY protected. Instantly 
7 accessible. Every sheet fresh, flat, 
clean. Neatpak Boxes (patent ap- 
plied for) strong, durable, different, 
superior. Interesting discounts. 
UNITED STATES 
SAND PAPER CO, 
Williamsport, Pa. 


New York San Francisco Boston 
Chicago Philadelphia Detroit 


apbrand 


SANDPAPER S 























400 N. Monticello A ve., Chicago, lil. 











For Soldering and Tinning all Metals 


SOLDERING TINNING 





it acts as a complete substitute for Acids, Zine Chloride 
and Salammoniac. It is non-poisonous, non-injurious 
and non-explosive. A little Rubyfluid makes a tight 
joint with little solder. 


Send today for a FREE sample 


RUBY CHEMICAL CO. 


67 McDowell Street Columbus, Ohio 
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. Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 


Ne ene pn Ne eg ge a A 








) Each additional line............ .80 
Average 10 words to a line 
Allow One Line for Keyed Address 








. Opportunity Exchange Section ee a te ee he ee nee $5.00 50% off rates quoted 
Set Solid. Minimum of 5 lines $3.00 Each additional inch............ 4.00 Address your advertisements and replies to 
E ' h sddi 1 li an 60 Hardware Age, Classified Oppor- 
neta 5 ee ee ; , ae tunities, 239 West 30th St., New 
| All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 


4 insertions, 10% off; 8 insertions, 15% 


off Forms close 
Remittance Must Accompany Order 





Harpware AGe is published each Thursday 
Ten Days previous to date of 
publication 














BUSINESS OPPORTUNITIES 








pe Owner Will Sell 
HARDWARE and BUILDING | 
OCCUPIED 


A good business in large city, established four 


years. Located in an ideal business producing 
} section. Nearest competition five blocks away. 


Jobbing to contractors. Only one-half mile from 
| large subdivision. Stock inventories for about 
$7,000 and includes complete store equipment. | 
|} Modern two-story brick building, second floor 
occupied by tenant; seven-room apartment and 
{ four office rooms facing on front street. Large 
basement; elevator; hot water heat with con- 
trol; three-car garage. Here is a real oppor- | 
tunity to establish yourself in a worth-while 
business. For price and particulars Address 


Box 286, care of Hardware Age, New York. 














TO MANUFACTURERS—MANUFACTURING POPULAR LINE OF 
BATHROOM ACCESSORIES NATIONALLY KNOWN 
WARE AND HOUSEFURNISHING TRADE, BUT . 
SIVE ENOUGH TO EMPLOY SALESMEN EXCLUSIVELY, WE 
DESIRE ASSOCIATION WITH MANUFACTURERS IN SIMILAR 
POSITION TO COMBINE SALES FORCES FOR MUTUAL BENE. 
FIT. ADDRESS BOX NO. 72, EAST STROUDSBURG, PA. 





FOR SALE—ESTABLISHED HARDWARE BUSINESS in Northern 
Wisconsin. This business has paid dividends each year during the past 
five years. Stock and fixtures $33,000. Average business $100,000. Here 
is an opportunity for the right man. Owners of business moving West. 
Address Box H-264, care of Harpware Ace, New York. 





FOR SALE—Hardware stock in Northern Illinois, town of 20,000. 
Stock invoices about $15,000. Will sell or lease building. Good opportu- 
nity for the right party. The death of one of the firm the cause for 
—.. Address THE QUALITY HARDWARE COMPANY, Free- 
port, mois. 





FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
at Chester, N. Y., Orange Co., fifty miles from New York City on the 
main line of Erie R. R. Stock will inventory about $12.000. Population 
about 1400, with large farming section to draw from. C. S. HUNTER, 
Chester, New York. 











WILL BUY OR MANAGE worthwhile hardware store or agency in the 
New York Metropolitan District. Have recently sold my interest in a 
large store after 35 years of active and successful participation as execu- 
tive partner. Can finance $100,000 proposition. State your proposition, 
Address Box H-230, care of Harnware Ace, New York. 





FOR SALF—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
~ the iawer west coast of Florida. Address CARL HOLMER, Box 256, 

iami, la. 





FOR SALE—Live hardware business in one of the best towns in 
South West Virginia. Stock will invoice about eight thousand dollars 
($8,000.00); rents reasonable. Address Box 498, Norton, Virginia. 





FOR SALE—Paper shell pecan nuts, large variety, 75 cents per pound 
ag up to 25 pounds Above quantities 60 cents pound express col- 
ect. 


Address P. CULPEPPER, Barney, Ga. 





BUSINESS OPPORTUNITIES 











| M. M. GODSCHALK 
| Merchandising Engineering 

Complete Service for Hardware Merchants 
Systems Installed Samples Mounted 


101 Park Ave., Room 1403, New York 
Telephone Caledonia 1374 
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HELP WANTED 








| EXPERIENCED SALESMEN 


We have opening for several good men who can 
produce results—who are adepts in missionary work 
for the jobber and who can sell the better class })) 
wholesale trade an exceptional line of special clean- 
ers, metal polish, waxes, insecticides, disinfectant, 
etc. Line well and favorably known to large users. 
Territory open—Western Pennsylvania, Ohio, Vir- 
ginia, North Carolina, Maryland and West Virginia. 
State experience, familiar territory, earnings for 
past two years and employers during that time. A 
good line for producers. Address “Alpha,” 32 S. 


| Eutaw Street, Baltimore, Md. | 


= 

















SALESMAN WANTED—By well known sales organization, to cover 
New York State and part of Pennsylvania. Must have experience in 
selling wholesale trade and have working knowledge of hardware and 
tools. State age, experience and compensation desired. Address Box 
H-257, care of Harpware Ace, New York. 


BRASS HARDWARE FOUNDRY FOREMAN—Must be experienced 
in entire phase of the craft. State full particulars, references, salary, 
experience, etc., in first letter. Address Box H-283, care of HarpWare 
Ace, New York. 


SALESMAN WANTED BY WHOLESALE HARDWARE. jobbing 


concern to sell to retail stores in Paterson and suburbs; territory estab- 
lished. Address Box H-279, care of HArpware Ace, New York. 














POSITIONS WANTED 








Hardware Man, 44. Years Old, 
| 15 Years on the Road 


with two of the leading national hardware 
jobbers. Two years on the road with a large 
sporting goods house. Now employed as | 
buyer same house. Does not like inside work; | 
would like to make connection with factory for |! 
South and Southwestern territory. Have good 
knowledge of hardware. Fair knowledge 
sporting goods and toys. Can furnish best of 
reference. Address Box H-280, care of Hard- 
ware Age, New York. 
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POSITIONS WANTED 


HARDWARE MAN—WHO WANTS HIM? ~ BUYER, SALES 
MANAGER OR MANAGER. YEARS’ PRACTICAL EXPERIENCE— 
NOT THEORY. WHOLESALE, RETAIL HARDWARE, MILL, 
BUILDERS, MARINE, OIL WELL SUPPLIES, BUYING, SALES 
MANAGING, CATAL OGUE PRICING, CLASSIFYING ARRANGE 
MENT. A CAPABLE ORGANIZER. CAN PUT YOUR HOUSE IN 
ORDER. OLD AND YOUNG ENOUGH TO FILL BILL. EM 
PLOYED. DESIRE CHANGE. ADDRESS BOX H-267, CARE OF 
HARDWARE AGE, NEW YORK. 








SALESMANAGER OR SALESMAN OPEN FOR new connection now 
or the first of the year. Presently with Nationally known manufacturer 
selling to the Cutlery Hardware and Premium trade in Greater New 
York, through salesman and New York City showroom. Large personal 
following. Ability thoroughly demonstrated with present employer for 
nine years. As to sales volume and to assume full responsibility of 
mamelaacet’s trade in this territory Address Box H-287, care of Harp- 
WARE AcE, New York. 





HARDWARE MAN, 47 YEARS OLD, 12 years’ Hardware and Imple- 
ment experience. Am manager of a hardware store now. ant to con- 
nect with a reputable concern as Traveling Salesman for Hardware or 
kindred line. Wisconsin territory; 10 years’ traveling experience before 
going in the Hardware business. Best of references. Address Box H-274, 
care of Harpware Ace, New York. 








SALESMAN, age 33, 
cialties to Jobbers, Retailers, 
selling position with reliable firm. A-1 
Michigan or all of the Central States. 
Harpware Ace, New York. 


with 10 years’ experience selling igi - 
and also industrial trade. Now open for 
references. Prefer the State of 
Address Box H-282, care of 





THOROUGH HARDWARE MAN with twelve years’ experience in 
retail stores, also road experience with one of the national jobbers, wants 
connection with a live retail hardware store; A-1l references: married, 
age 34. Address Box H-259, care of Harpware Ace, New York. 





EXPERIENCED CATALOG COMPILER, AMERICAN, CHRISTIAN. 
Wishes high class connection only. Metropolitan district. Address Box 
-276, care of HArpware Acz, New York. 





SALES ACCOUNTS WANTED 


AN AGGRESSIVE AND WELL ORGANIZED firm wants another 
line for the New York and New Jersey territory on a commission basis. 
A specialty, or product sold to the building trade, is preferred, though we 
will consider anything having sales possibilities. Send full particulars to 
Box H-251, care of HArpware AGE, New York. 





SALES ACCOUNTS WANTED 





MANUFACTURERS—I am open for line or single product. Part or 
eutire output. Must be line possible to build to at least six figures. Am 
nationally known among jobbers, department stores and all big buyers in 
United States and Canada. Kesults immediate. All or part of United 
States considered. New product favored but can increase your present 
volume on established line. After two years’ absence from field am now 
ready to guarantee someone results. Ready at once or January Ist. Inter- 
view can be arranged. JAMES H. CUMMING, 53 W. Jackson Blvd., 
Chicago, III. 





HIGHLY SUCCESSFUL SALES REPRESENTATIVE DESIRES 
lines of hardware, machinery, tools and kindred specialties for Detroit or 
entire State of Michigan. Wide acquaintance developed in ten years of 
experience among leading jobbers and manufacturers of the United States. 
Can furnish best of references. Address Box H-278, care of Harpwarz 
Ace, New York. 





MANUFACTURERS’ AGENTS with established trade, hardware deal- 
ers and department stores in Chicago, as well as the entire State of Illinois 
and Wisconsin, want additional line in Builders and Cabinet Hardware, 
Brass Goods, Mechanics’ Tools, Electrical Supplies, or line of Dry Bat- 
teries. Address Box H-284, care of HArpware Ace, New York. 





SALES REPRESENTATIVES WANTED 


SALESMEN—MANUFACTURERS’ REPRESENTATIVES or Com- 
mission Men to sell established line of trellises, arches, pergolas, to hard- 
ware, furniture and department store trade. Liberal commission. Good 
territory open, Season now starting. Write at once giving full particu- 
lars in first letter. WOOD SPECIALTY CORPORATION, GREEN. 
FIELD, INDIANA. 








AN OLD ESTABLISHED Paint and Varnish manufacturer has several 
openings in Ohio and Pennsylvania for experienced paint and varnish 
salesmen. A complete line of highest quality canned goods, as well as 
industrial and upkeep materials, is offered. Advise at once in full, regard- 
ing experience. Address Box H-285, care of HArpwAre AGe, New York. 





WANTED—A FEW FIRST-CLASS SALESMEN FOR New England, 
New York, Pennsylvania, and the South. Must have highest references 
as to ability and character, calling on hardware and drug trade with clocks 
and watches. Commission basis. INTERNATIONAL CLOCK AND 
WATCH CO., 93 Federal St., Boston, Mass, 





MANUFACTURER of the Roberts Multiple of sac wants sales rep- 
resentatives calling on jobbers, large hardware and housefurnishing stores. 
State lines handled, basis of compensation, territory covered. Give com- 
plete references. Address ROBERTS BRASS MFG. CO., Detroit, Mich. 





WANTED—Representative lines on commission basis, for Long Island, 
New Jersey and New York. Have car; will only consider first class 
roposition. Builders’ hardware preferred. Address Box H-281, care of 

ARDWARE AGE, New York. 





SALESMAN WANTED—To sell Sentry Keyhole Locks to hardware 
jobbers. The best keyhole guard on earth. Excellent side to ood 
proposition. Write stating territory and references. SENT KEY. 
HOLE LOCK CO., 839 Golden Gate Ave., San Francisco, Calif. 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years Ba service is assurance 
° 








quality 
CALDWELL MFG. CO. 
52 Industrial Se. Rochester, N. Y. 
———— 





Makers of Every Kind 
» of Screw, Nut and Bols 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohie : 
————_—— 




















Do you realize that no one factor 
will draw people to your store like 
attractive window displays of sea- 
sonable merchandise? 


Hardware Age is continually re- 
producing such window displays— 
its representatives are always on 
the lookout for new ideas. 





| Good Window Displays 


Hardware Age, 239 West 39th Street, New York City 


And many dealers who require 
their own copy of Hardware Age 
find it highly profitable to subscribe 
to extra copies for their sales 
force. 


The cost, $3.00 per year, is re- 
turned over and over in better win- 
dows and increased trade. 
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WANTED REPRESENTATIVES 
TO 





















7H€ STEWART IRON WORKS 


(MCORPORATED 


225 StewarT BLOCK CINCINNATI. OHIO 





American Can Company 


NEW YORK CHICAGO SAN FRANCISCO 










Lithographed 
Cans for all metal displays 
purposes. and signs 





































DROP FORGED 
WRENCHES 


Wesigned and proportioned to give stiff 

ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 


314 N. Francisco Ave., Chicago, Ill., U. S. A. | 











Robertson “Horseshoe Magnet’ Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the a offered) at the Panama-Pacific Exposition 
rofit. 
"eeme and design trade marks registered U. 8. Pat. Of. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 




















“I Make the best Hammer” 
_D. May dole, 1843 





The popularity of Maycd se Benes ¢ among Carpenters, 
Machinists and Mechanics attests “the fact that we've 
maintained the standard set by the founder of this 
business over SO years ago. 





THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 











STONE WORKING 
TOOLS AND SUPPLIES 


TROW & HOLDEN CO., Barre, Vt. 


New catalog, No. 7, now ready 


HACK “T_ LENOX” saws 
Se ee 


“The Jools in the Plaid Bac” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS —- SCREW ORIVERS ~- GLASS CUTTERS 





UNIFORMITY 














AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 








Y ease ehic 





Sterling Hack Saw Blades | 


Try them, Mr. Dealer. We'll send Samples. | 
Write for Catalog and Prices. Sold by Jobbers. 


| Diamond Saw & Stamping Works, Buffalo, N. Y. |] 














East Highgate, Vt. 
Plain or Sanne in 


STRATTO r— 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 
ANTI-Borax COMPOUND Co. 
Fort Wayne, Ind. 








LUMBER CRAYONS 


STANDARD CRAYON CO. 


Danvers, Mass. 

















Better MachineScrews 
for the Hardware Trade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 











J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 











INVISIBLE HINGES 


Styles for~ a use o aot 








Dn. easily installed =f 
See Sweet's Catalogue (pages oF 8-9) 
Sess Manufacturing Co., Inc. | 
776 Bergen St. 
= pp SaSCEE N, N. 'Y. Fa Ps 


























Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying bus!i- 
ness at a fair price, or better still. let the trade 
know the kind of a store you are looking for. 
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INDEX TO ADVERTISERS 





THE ADVERTISERS INDEX is published as « convenience and not as & part of the advertising contract. Every care will be taken to indez currectiy 
No allowance will ve made for errors or failure to insert. 
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Another new series of Myers Catalogs 
is now ready for distribution. To dealers interested 
in the complete line of Myers Products—Pumps, Water | 
Systems, Hay Tools and Door Hangers—the Complete, No. 
59 Edition, will have a special appeal, while the No. HT59, 
Hay Tool and Door Hanger Catalog, is intended for those 
who do not sell Pumps or Water Systems. 


Then, the No. P59, rump and Water System Catalog, will 
be appreciated by those dealers who sell pumping equipment exclu- 
sively, and for those who distribute power pumps alone there is the 
No. PP59 Catalog which is devoted to Myers Self-Oiling Power Pumps, 
Power Water Systems, Cylinders, Power Spray Pumps and Spray Rigs 
and Spraying Accessories. 


















Accurately compiled—well illustrated—nicely printed—these 
catalogs have been prepared to facilitate the selection, sale and dis- 
tribution of the various Myers Products. If you have not already 
received your copy and it does not reach you in due season, write us 
for it. Remember—no hardware store, implement house, plumbing 
or water system shop is complete without a Myers Catalog. 


mm F.E.MYERS & BRO. 










CO. 
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- = = A complete tire chain 
business in 9 square feet of 








widths of tire chain 
stock fit every tire 
that is made. 


floor space 





OU 


Now—for the first time in more than 
twenty years—the tire chain business has 
been “boiled down” to fit the hardware 
dealer’s store. 

To the hardware dealer who sells tire 
chains—to the hardware dealer who would 
sell tire chains if he believed he could 
make it pay—the WHodell Tire Chain 
Sales & Service Station offers every ad- 
vantage that modern retailing demands: 
small stocks—rapid turn-over—and quick 
service. 


Instead of huge stocks and a heavy capi- 
tal investment required to maintain a 
complete assortment of sizes in ready- 
made tire chains—the Hodell service sta- 
tion limits the complete stock to fit every 
tire that is made—to six widths of ladder 
length tire chains. 


Hodell Tire Chains are made to fit when 
sold. A simple chart shows the exact 
width to select, the exact 'ength to cut 





from stock—at once eliminating re-fitting 
that has always eaten up profits. 


There is no waste when you sell Hodell 
Tire Chains from the service station. 
No stock can become obsolete because 
each width of stock fits more than one 
size tire. Remnants are simply and 
quickly attached to the ends of new stock. 
To make such a revolutionary improve- 
ment in selling tire chains practical from 
every point of view, a new one-piece 
fastener was designed—more rugged, far 
simpler and easier to use than any 












Square feet ol 
Space rOr service 
Station. STOCK 


display. 








UO 


fastener devised before. A rivet set that 
enables an inexperienced person to make 
a perfect riveting job in a few minutes— 
and a cutting tool that also opens and 
closes connecting hooks—these funda- 
mental improvements make the selling 
of custom-made tire chains literally a few 
minutes work. 


This new development in merchandising 
has a place in every hardware store that 
sells automotive accessories. It makes 
the store a “tire chain service station’”— 
brings in new customers—gives the hard- 
ware dealer more opportunities to sell 
his other accessories. And the Hodell 
service station, fully stocked and com- 
pletely equipped—ready for business— 
sells for less than half the cost of a well- 
assorted stock of bag chains. 


Wire or write your jobber to reserve one 
for you now. 


TS CHAM PROVVETS'S9 


3934 Cooper Avenue 


Established 1886 


Cleveland, Ohio 


JOBBERS: Present policy of restricted distribution suggests quick action. Reservations 


for territory allotments now being closed rapidly. 





Wire or write for particulars. 


Tire Chain 


Sales & Service Station 
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Try Nitro Express Extra Long Range 
Loads yourself the next time you hunt 
and you’ ll know at first hand why 
sportsmen throughout the country are 
talking about and asking for them. 


Heading the Remington Game Load line, they’Il be the fastest selling shells this sea- 
son because they satisfy the sportsman’s demand for added range and low price. 
They have the longest range of any shotgun shell ever made and they are the low- 
est priced long range shells with maximum powder and shot charge. 


Place your order with your jobber early and be ready for increased sales and profits. 


Remington Arms Company, Inc. 
© 1926 R. A.Co. 25 Broadway Established 1816 New York City 


Remington, 
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AMMUNITION SHOTGUNS ; GAME LOADS 











